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New Irwin 2-way sales-ma 


(1) 13 fast-selling 62T auger bits 
(2) with Sell-O-Bit metal display 


the original solid 
Gives you a full-time auger bit IRWIN WA eee 


screw drivers 


salesman in only inches of space HON OMe screw driver bite 


A product well displayed means extra sales. So put 
Irwin's 2-Way Sales-\Maker to work in vour store. 
You get a sturdy metal Sell-O-Bit display. You get 
an open stock assortment of 13 Irwin O62T Auger 
Bits Americas best known and _ fastest-selling. 
And all for a modest SU.95 investment. The retail 
value is a healthy $114.90 which means a good 
profit for you. 


Irwin's Sell-O-Bit Display screws on in a jiffy 
Requires only inches of space to mount. Securely 
holds 13 Irwin Auger Bits. sizes 1, to 1”. with 
spe ial spring-steel clips Shows hole sizes for easy 
selection by clerk or custome! ()rder —e Ve ral Irwin 
2-Way Sales-Miakers today. Put them to work at all 
key trafic points in your store. And while you re 
at it order some extras for over-the-counter sale, 
too. You'll need them. 





Order from your Irwin jobber today 
Stock No. D-13 


2-Way Sales Maker includes 13 Irwin 62T Auger Bits 
and metal Sell-O-Bit Display. Packaged in one carton. 


%, 


-é~ 


Auger Bit Assortment includes Irwin 62T sizes 1/4, 
5/16, 3/8, 7/16, 1/2, 9/16, 5/8, 11/16, 3/4, 
13/16, 7/8, 15/16, 1 inch. Fast selling sizes. 

Retail Valve: $14.90 per 13 bit 62T assortment. 
Dealer Cost: $9.93 for both Irwin's 13 bit 62T assort- 
ment and new Sell-O-Bit display. A neat $4.97 mark-up 
for you for each assortment. 
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center aovger bit 


: IRWIN sane dtven | THE IRWIN AUGER BIT COMPANY 


screw driver bits 
Wilmington, Ohio, USA 
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PRODUCTS 


by FLETCHER 











RONTZE 14 
SEARING VC 


@ GOLD TIP GLASS CUTTERS 


Ihree generations of glass craftsmen have used and recommended FLETCHER Glass 
Cutters. They give the dependable performance expected of the best in precision 
tools FLEIC¢ HER (; lass (utters are guaranteed and can he used and sold with 
absolute confidence 


D PUTTY KNIVES and WALL SCRAPERS 


@ ELECTRICAL PUTTY SOFTENERS 


FLETCHER DeLuxe and Standard Putty Softeners have been 
steadily imcreasing in sales tor 20 years Ihev are a necessity 


[Iwo complete lines of FLETCHER Putty Knives and a 

Wall Scrapers of the very finest quality offer your cus “ 
tomers an excellent selection [hese knives will sell on ty 

their own merits a a 


wherever reglazing is done and quickly earn their cost 


@® WOOD SCRAPERS 
ALSO MANY OTHER FLETCHER Wood Scrapers are made in various 


PRODUCTS FOR HARDWARE lad and models Be sure .° stock replacement 
blades. They bring stomers to your store and 
PAINT and LUMBER DEALERS a = 


stimulate other sales 


SEND FOR OUR COMPLETE CATALOG 
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N () W .. A COMPLETE "Wide Choice" GRILL LINE 
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AN ACCEPTED SELLING NAME 











* 
@ BEAUTIFUL NEW DIFFERENT DESIGNS 

@ MANY “STAND OUT" SELLING FEATURES 
. 


SPECIAL DEEP-DRAWN CONSTRUCTION 
... RUGGED AND STURDY 


A COMPLETE LINE FROM ONE 
DEPENDABLE SOURCE 


@ 12 MODELS TO CHOOSE FROM 


HE DUNCAN HINES LINE was developed 
Ta keep pace with America’s very 
real demand for charcoal grills. Only 
Hemp and Company, one of America’s 
foremost designers and manufacturers 

- Of outdoor products, could have 
interpreted so perfectly the needs 
and desires of the patio host. 





Not just a new grill, but a 
completely new idea in charcoal 
cooking to meet the wants of 
millions of outdoor cooks. 
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OR WRITE FOR LITERATURE : 


BY THE MAKERS OF 


LITTLE BROWN JUGS 
E CHESTS 
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HEMP AND COMPANY, INCORPORATED 


PRODUCERS OF QUALITY METAL PRODUCTS FOR 92 YEARS 
5501 MURRAY STREET ILLINOIS 





ANNIVERSARY SPECIAL! 


My 
% 
”, 


UNIVERSAL ~ 





Boost your Coffeematic sales sky-high AMERICA’S MOST 


with this great Universal Anniversary Special. 

Here's your chance to offer America’s fastest POPULAR COFFEEMAKER 
selling coffeemaker at a price everyone can afford. Timed to hit the mG -.¢ 
peak of the gift buying season, promoted country-wide in Backed by a Special 
national magazines and Sunday Supplements, featuring the top Campaign to Help 
coffeemaker at an unheard of price . . . here's your chance oF 


of a lifetime. With a Universal Coffeematic, you can’t miss! | = You Sell NOW! 


But Huwy- ORDER NOW—the supply is limited!  |~ a. ee 2 


April 30 May May % 





COLLIHER’S THIS WEEK PARADE 
June 24 April 24 Aprii 24 
May 1 May 15 











Plan to tie in your own g 
LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. your own store 
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Southern Convention Report 


Many important problems of the hard- 
ware trade were given careful study at 
the joint meeting of the Southern Whole- 
sale Hardware Assn. and the American 
Hardware Manufacturers Assn. held 
April 10-14 in Palm Beach, Fla. A de- 
tailed on-the-spot report of the discus- 
sions and other events of this meeting 
begins on page 
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WYTEFACE’ 


The NEW steel tape 


Rigid, curved blade, /2 inch 
wide, 16 ft. and 20 ft. Replaceable, 
changed in a moment. 





Long winding handle 
for greater leverage. 


Ne 


RIGITAPE* 
with 5S great features 


Graduated feet, ik 


> 








Sths. Black on white background. Exclusive 
K&E feature of foot numbers in red, repeated 
in red at every inch. 





SALES-COMPELLING DISPLAY PACKING 
Here is tape news to make your cash register sing! 
This is the l-o-n-g steel tape that users can push 


i 2 


around .. . for measurements along floors, up 
walls, or anywhere. Note its many exclusive 
features. Backed by national advertising in Better 
Homes and Gardens, circulation 4,040,587. 


KEUFFEL & ESSER CO. 


EST. 1867 


New York - Hoboken, N. J. 


Chicago « St. Lovis * Detroit * Son Francisco 
Los Angeles * Montreal 


aE 


ON le 
gel oP aM 


Handsome, hard wearing, 
grey Plastide* cover on sturdy 
welded steel case. 
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WINDING HANDLE 


Adjustable end hook 
for accurate inside and 
outside measurements. 
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Just Among Ourselves 


Informal Editorial Comments 





By W. A. Phair 


The small account .. . 


Today’s profit squeeze is not an ailment that afflicts only retailers; wholesalers, 
too, are sharing the headaches of this problem. Increases in labor costs, absorp- 
tion of additional freight costs and tough competition from other wholesalers 
are but a few of the factors that are acting to reduce wholesalers’ profit margins. 


Discussions at the recent meeting of the Southern Wholesale Hardware Assn 
highlighted this problem and illustrated some methods of combating this trend 
Many of the discussions of this meeting are reported in this issue. We recom- 
mend you read this report carefully. 


Among the subjects being tackled by wholesalers in an effort to cut their over 
head are reducing office costs (handling orders, invoicing, etc.) and increasing 
the productivity of wholesalers’ salesmen. This latter phase is concerned with 
increasing the average volume of sales a salesman can make in an hour or in a 
day. This is the identical problem faced by dealers in their efforts to increase 
the volume of sales of their salespeople. 


This question of improving the efficiency of wholesalers’ salesmen has a direct 
bearing on the current practices of many dealers. In efforts to increase the 
efficiency of their salesmen, wholesalers are becoming more and more conscious 
of the fact that an account that buys just a few hundred dollars a year is not a 
profitable account. This type of an account shows a high selling cost and a high 
office cost on the books of the wholesaler. 























It seems to this observer that more and more wholesalers are going to place 
added emphasis on the development of larger accounts in the effort to increase 
the efficiency of their operation. This does not mean that the small dealer is going 
to be forgotten. But it does mean that the dealer who scatters his buying among 
several dozen suppliers may find himself dropped by some sources. 


We have frequently discussed here the evils of this practice of scattering a 
store’s purchases. We have heard many excuses for this habit, but the big reason 
is that too many dealers lack sales resistance. They hate to say no to a salesman; 
so they say yes to everybody and end up being of little importance to anybody. 
Then when an emergency arrives, they find it difficult to get special service 
because they are such a small account to many wholesalers 


A small dealer, perhaps one doing $25,000 at retail, can be an important account 
if buying is limited to two or three suppliers. But when an account of this size 
begins to buy from 10 or 15 sources, it is obvious that the business does not rate 
» special attention from any one supplier. 


Aside from the importance of the account to a wholesaler, is the fact that 
scattering your buying is an uneconomical procedure. Too much time is spent 
talking to salesmen; two many smal! shipments are received and must be checked, 
and too much bookkeeping is involved. 


It is really surprising how, over the years, a dealer can build up the number 
of suppliers from whom he buys. We have encountered many stores that carry 
30 or more wholesalers on their books. Do you know how many you have? It 
might be worth your time to make a check. Perhaps you don’t realize how you 
are scattering your business. 













Concentrating your purchases with a few suppliers is just plain, COMMmMmOon 
sense. It makes your business important. When you need special service, you'll 
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informal editorial comments 


get it. And it will simplify your store management work. Three genera! line 
wholesalers will take care of just about any requirements a dealer will have 
these days. Add to this a few specialty dealers to cover special lines not handled 
by general line sources. A set-up like this will keep your bookkeeping to a 
minimum and will give you more time for selling. 


Concentrating purchases will increase the efficiency of your store; it will also 


help the wholesaler operate more efficiency. The whole hardware trade will benefit. 


Why not take a good, hard look at your buying practices? 


W hose stamp money /? 


One of the most controversial issues in retailing today is the use of trading 
stamps. These shopping stamps are not new. They have had periods of popularity 
in the past, and then have faded out of the picture. Now they are back in 
prominence, and are posing problems for quite a few dealers. 


Currently, the whole subject has erupted in law suits and double values and 
other confusing situations. To add to the confusion, a large mail order chain 
ls offering to redeem stamps, but does not propose to issue them in its retail stores. 


Looking at the whole shopping stamp question objectively and without bias, 
one must come to the conclusion that they are simply a promotion device. Their 
value is in proportion to their use. When only a few stores use the stamps, they 
have definite promotion value. When everybody uses them, they lose their value 
and the net result is that every retailer has cut his margin without a gain in sales. 


When the stamps were new and had real promotion value, there could be some 
sense to taking the cost of the stamps out of the store promotion budget by 
perhaps reducing funds for direct mail or store advertising. But, the use of 
stamps is so widespread today that they have lost the original promotion value 
and are simply a price reduction at the retail level. The stamp companies are 
making money, but retailers are losing it. 


Promotion schemes without end are always sweeping across the country. Each 
one has its day, then fades. It certainly appears that the stamp plan has passed 
its peak, particularly when the supermarkets, which have been the chief strength 
of such plans, turn against them. 


Can you get along without stamps, if other stores are issuing them? Yes. It 
is being done. But you have to fight promotion with promotion. An aggressive, 
vear round advertising program will do you more good, dollar for dollar, than 
any stamp plan. Spend the money on local newspaper advertising and you'll do 
more lasting good for yourself and your store. 


‘ars for retailers... 


The news section of this issue tells of the activities of s ; 
dealers during the recent Brand Name Week in New York These were 
dealers who won Oscars for outstanding jobs of merchandising nationally kn 
brands. 


} 


These dealers have found much value in this experience; n 
pleasure of receiving an award, but also in the fact that particip: 
«1 


annual competition helped them do a better all around merchand! 


enhanced their position in their communities 


: 
If vou would like to know more about these annual awards, drop 


Brand Names Foundation. Inc.. 37 W. 57th St.. New York 19, N. \ 
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CYLINDER LOCKSET 


@ Provides real security for combination doors. Locked by 
key in cylinder outside, or slide-button inside. Easily in- 
stalled; available in polished or dull brass or satin aluminum 
finish. Backset 1°. Priced for volume selling. No. 8596 for 
1Y%" doors; No. 8595 for 1%” doors. 








STORM DOOR CLOSER 


@ Deluxe Model No. 3002, top quality in storm and 
screen door closers; has protective cushion spring, alu 
minum lacquer finish. Reversible for either right or left 
hand doors. Packed with complete instructions for installa- 


tion. Also available, Senior 


No. 3001. 


model with exposed Spring 











f 
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TUBULAR LATCH SET 


eA smooth-working set that’s been a best-seller for years 
Latch bolt is operated by knob or lever; slide stop inside 
locks both knob and lever. Dull! brass finish. For use on right 
or left hand doors. Backset 134". No. 5597. 









fockuwood 


HARDWARE 
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PUSH-PULL LATCH SET 


@ The new, easily installed set with push-pull action. Door 


uniatches when inside lever is pushed or outside lever is 








pulled. Slide-button inside locks outside lever. Easily installed 
by boring through door stile. Attached by machine screws 
Brass lacquer finish. No. 4120. 








LOCKWOOD HARDWARE MANUFACTURING COMPANY 








RIM LATCH SET 







@ Requires no mortising. Latch bolt is operated by knob or 
Latch case 
is COS? iron, trim ts wrought steel, dull brass finish. For use on 


right or left hand doors. Backset 1%". No. 4115 


lever; slide stop inside locks both knob and lever 


Fitchburg, Mass. 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Outline Exemptions From 
Minimum Wage Law Boost 


Employees of multi-state retail, wholesale, and ser- 
vice organizations will be brought under terms of the 
minimum wage law, but strictly local or franchised 
dealers will remain exempt if Congress approves the 
Administration’s proposals for revision of the Fair 
Labor Standards Act. 

Secretary of Labor James P. Mitchell, testifying 
for the Administration’s wage plan before Congress, 
urges that employees of large interstate chain oper- 
ations be made subiect to the proposed new YU0-cent 
minimum wage. 

But retail chain stores would not have to pay time- 
and-a-half for more than 40 hours a week, as do other 
industries covered by the plan. 

The Administration also urges that employees of 
wholesale firms, now exempted because they work only 
with local distributors even though co-workers are 
covered, be brought under the law. 

Secretary Mitchell makes it clear that local, “‘friend- 
ly corner merchant” operations should retain their 
exemption, and that he would not classify local dealers 
franchised by a national firm as multi-state opera- 
tions. 


OUTLOOK—Many Congressmen are pres- 
suring for a higher-than-90-cent minimum 
wage, and for broader coverage than Secre- 

; tary Mitchell proposes. But the Administra- 
fion is re ady fo oppose any efforts further to 
broaden the Act now, and will probably win 
the test. 


FTC Spells Out New Rules 
For Below-Cost Selling 


Selling below cost is not always illegal, the Federal! 
Trade Commission has made clear in a new set of 


trade practice rules for the wholesale heating and 
plumbing industry. 

The new rules will set a pattern for retail as well 
as manufacturing and distribution industries. 

Sales below cost, the new rules say, are prohibited 
only when the purpose or intent is to injure competi- 
tion or when they would tend to create a monopoly 


iv 


Specifically, the Commission says below cost sales 
are legal when they involve seasonal goods near the 
end of the season; sales of obsolete goods; disposal of 
discontinued lines, and sales of perishable goods. 

A seller’s cost for purposes of determining whether 
sales for other reasons are illegal is defined as the 
seller’s actual outlay for the goods plus overhead and 
taxes. 

Trade practice rules do not have the force of law 
themselves, but are guides by which businessmen may 
steer clear of violating laws. 

OUTLOOK The new  S¢ lling - helow - cost 
rule will be standard for inclusion in other 
industry and retaw trade practice regula- 

. tions. The rule should go a long way toward 
easing government control over business, but 


still protect the small merchants. 


Changes in Surplus Goods 
Sales Would Help Retailers 


Adverse impact of the sale of surplus goods on the 
hardware trade will be lessened, and the opportunity 
for dealers to profit by purchasing surplus items for 
resale will be improved if Congress and the Adminis- 
tration follow new recommendations of the Hoover 
Commission on Reorganization of the Government. 

The Commission, spotting numerous holes in pres- 
ent surplus disposal methods, particularly criticizes 
the difficulty potential buyers have in separating use- 
ful goods from junk and the inadequacy of existing 
methods of advertising the sales. 

Suggested remedies of the Hoover group include the 
placing of all surplus disposal under supervision of 
a single agency like the General Services Adminis- 
tration; separation of various types of surplus goods; 
giving more attention to protecting the civilian econ- 
omy from the impact of sales, and establishing a 
group of merchandising experts to advise the govern- 
ment on disposal problems. 

OUTLOOK The Government sold $1.2 bil- 

lion worth of surplus goods in 1954. And the 

Re Corinie nda- 
$ tions of the Hoover group won't be put into 
effect quickl 1, but re SPONSe from business 


rier in favor OT thes Sugcde stions mow j ‘ lp 


business will grow this year. 


speed their adoption. 


(Continued on page 126) 
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Clenuine Pin lumbler Ceeurity 













see -duty ~~ 
brass locking lever. 


(Bross Coase! $3.25 










Mo. 1 
$1.75 Retail 
» 1%” case. 
Powerful protection 
*“*- extra-strength 
riveting 


Ne. 2 
(Brass Case) $2.75 





te 













SECRET SERVICE PADLOCKS 


NIE ATES 


ack ich hae eg @ @ | 






No. 3 

$1.50 Retail 

1%” case. Strong, 
dependabie. Patented 
protection against 
jerring open. 

No. 4 es 
(Brass Case) $2.25 In the “Secret Service” series, Master craftsmen bring together 
the two most famous principles of lock-making 


















1. Laminated case construction .. . recognized as the world's 
most powerful. 
2. Brass cylinder, pin-tumbler locking mechanism .. . acknow- 
ledged superior security. 
For the finest in padlock protection — offer your customers a 
Master “Secret Service” lock ... no greater security at any price. 


Ask your wholesaler 


7 - 4 ' 4 


OTHER OUTSTANDING “SECRET SERVICE” FEATURI 





Tough, hardened steel shackle. . . 


$1.25 Retoil super strength. 


1-3/16" cose 
Small, compoct . . 

yet provides 
moximum protection 


(Brass Case $1.75 


Extra heavy solid brass locking lever. 







Cadmium rustproofing throughout. 
individually boxed . . . a colorful selling 
display. 

Available with 1." to 21," shackles... 
$3.00 retail per dozen extra. 


Master Padlocks sq S@i=ouannnanete 





Keyed-alike .. . no additional charge. 


9” attached chains . . . $3.00 retail per 
’ dozen extra. 





NATIONALLY ADVERTISED in Soturdoy Evening Post, Life, Look, This Week, 
Field & Stream, Populeor Mechanics, Ebony, Boys’ Life, Form Journal 


Master Jock Company, Milwaukee 45, Wis.© World 2 <argest Padlock Wanulacturers 


HARDWARE AGE, APRIL 28, 


1955 












Three-Tube Sprinkler 


three-tube 
large-center-tube 


sprinkler 
design, 


This new 
features 
giving it greater water capacity 
and better water distribution for 
perfora- 


its entire length. New 


tion pattern mist. 
Called Resinite Triple 


sprinkler is 


produces fine 
Spray, 
made of improved 


vinyl! compound that resists aging 


Pik Se 


SPRINKLER 


Has nickel plated 
both ends 


and weathering. 
brass couplings § at 
Comes in glossy green and in 25 
and 50 ft lengths. Resinite Sales 
Corp 


For more data circle No. | on postcard, p. 137 


Stainless Steel Trowels 
New line of trowels are made of 


new flexible stainless steel alloy, 
which makes them more resistant 
to rust, abrasion, staining, pitting 
and wear in general. Trowels come 
in two sizes: 14 in. x 4 In. cement 
mode! with straight handle which 
lists for $5.95; and 10%. in. x 4 

in. plastering model with either 
straight handle or camel back han 
dle which lists for $5.75. Cement 
trowel is of finishing weight and 
will stand up under continued ex 
posure to magnesite, Hubelite and 


i2 


PRODUCTS AND SERVICES 


other corrosive agents used in slab 
work. Plastering trowel is the same 
steel plastering 


weight as other 


trowels and is recommended for 
work as well as for 
work. (;oldhlatt Too! 


white-coat 
scratch-coat 
Co. 


For more data circle No. 2 on postcard, p. 137 


Kitchen Line 

Added to Youngstown Kitchens 
line for 1955 are nearly 30 new 
products including a front-opening 
illustrat- 
continu- 


Jet-Tower dishwasher 


ed . food waste disposer, 
ous tops with built-in Diana-style 
sink bowls, new base and wall cab- 
inet sizes and types, and a single- 
control mixing faucet. Dishwasher 
is 30 in. wide and can be installed 


under-counter or used free-stand- 


ing. Food waste disposer features 


an improved rapid-shredder made 
of hard metal, a new motor and 
electrical system, and a faster 
servicing method. 
Called Se- 


lect-O-Set, the single control mix- 


plumb-in and 
Retail price is $79.95. 


ing faucet fits any cabinet sink in 
line. Water flow and temperature 
are controlled by one lever. Tem- 
perature can be pre-set by moving 
the lever either right or left. 
of water flow is regulated by mov- 


Rate 


ing lever toward the sink. Mullins 
Mfg. Corp. 
For more data circle No. 3 on postcard, p. 137 
New Power Sprayer 

This 


duster line has 12 gal capacity and 


addition to sprayer and 


is recommended for all spraying 


purposes. Dev elops h igh pressure 


for spraying shrubs, garden vege- 


tables, fruit trees, flowers, weed 


and br ish killing so] itions, eqgc. 


Powered with a standard four 


cycle *, H.P. gasoline engine, Gar- 

den King sprayer comes 

high pressure hose and new design 

spray gun Spray pattern is ad- 
| lists for $149.95 

D. B. 

For more data circle No. 4 on postcard, p. 137 
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Want more information on these 
products? Then use free post 
card on Page 137. 


In hardware merchandise... 





: FOR THE HARDWARE DEALER 


Gyro-Vise Flush Base 


Specially designed for applica- 





tions where it is desirable to keep 


NEW DISPLAYS 
AND OTHER DEALER 
3 @- "ELE > 


Nut Driver Display 


Metal counter display contan 





work surface free of obstacles at 
times when vise is not needed, new 


Gvyro-Vise flush base drops level 





with the work surface when not in 


use. By loosening a set screw on 








seven steel nut drivers. Known 
holding 12 packages of thimble ND 70, display is 914 in. wide. N | 
louvers. Midget Louver Co. drivers have three incn 
For more data circle No. 6 on postcard, p. 137 lengths and fit nuts ranging 
, from 3/16 to *. in. Handlk e | 
Jig Saw Attachment made of unbreakable amber p 
New No. 2140 jig saw attachment fluted to prevent slipping, and | . 


converts anv ‘4 In. electric drill 


; 


into a combination jig saw, hack 
Saw, rip, crosscut, keyhole and COp 
ing saw with capacity of 1’. In. In 


wood, ', In. In metal. Comes pack 





aged in self-display carton. No 


: . ~ yt : . e ‘o re : 1% ot 
side of the base. the post drops STA) lny hole ] req lred in W a. 
down level with the surface, and is he blade cuts its own way throug! 

Other features include iniversa! 


held there by a retaining rod. Co- 


, : . , T ive Tt —] lifts alignment 
imbian V igs A: Mia. Co. JOM drive pi ignmel 































‘ ‘ } *s> ,* | } ; . ? ; i 
For more data circle No > on postcard. Dp. 137 and ase iré maxim LTT) powell raft) 
mission; long-wear design with onl 
New Thimble Louvers three moving parts; automatic ai! 
blast to keep cutting line clear of 
N \\ ) ible louvers ; "ss <2i:8 : : . ‘ =. 
‘ thim me | . I are designe d chips and sawd ist. and res Ipro “f rie cl ip, crack nor absorb of} i 
to soive the probiem 01 ventilation fill of each size are availablk 
f 7 i? STH : Lie (yt rid) “¢ sid 4 ry ? i ' Ls .} ; | ; 4 
i al i | ‘ «i rn i ii ‘ ; i 1} e (ope Tt) sittin be ISplay . eign | : i 
¥ peiny SimMpiy Pushed Into a x in (97 (,reat Neck Saw Vt) bie 
al l¢ drilled rt mitts <¢ f . tside For more data circle Neo. 7 on postcard, p 


Outdoor Furniture Cloth 


Made ‘ I | rd , nigt Dail r) 





Drilling only as far as alr space 















‘7 ‘ ‘ ; 
’ ’ " ’ 7s YY . " " 
~ {) ci ‘ ae | : { ri¢)i <- ' 
' . * ‘ }/)** I biti minum I iDiny, Lnis countet eit? 
ire and Vast _ are re icant d. Lou- 













polyethylene, each containing 100, 
and an instruction folder is 
le A. le las rel 
aed. AVallavie ispiay board (Continued on page 134) ( ontinued on page 164) 
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>» Personal Income Reaches Record High 


» Housing 13% Higher in First Quarter 


» Credit Buying to Jump $1 Billion 


Personal Income at New High Rate Reflects 
Continuing Gain in Factory Production 


Personal income hit a new high 
in February, running at an annual 
rate of $292.4 billion, reports the 
Commerce Dept. 

This rate is $1 billion above the 
best previous level, established in 
It is $7.4 billion higher 
than the comparable 1954 rate. 

For the first 2 months of 1955, 
the department reports, Americans 
$292 
billion, or 2.5 pet ahead of the like 
rate for last year. 


January. 


earned at a yearly rate of 


“The January-February rise in 


personal income stemmed largely 


from the continued advance of fac- 
tory payrolls,” the government ex- 
plains. 

In February, factories paid out 
at an annual rate of $68.5 billion, 
or $1 billion higher than in Janu- 
ary. However, this remains below 
the top levels of 1953 when factory 
totaled $69.8 for 
the full year. 


payrolls billion 

Factory payroll gains, occurring 
mostly in durable goods industries, 
stemmed from a longer work week 
and higher employment in Febru- 
ary, says the Commerce Dept. 





Credit Buying to Expand 
By $1 Billion in 1955 


American consumers will spend 
$1 billion more on credit buying in 
1955 than they did last year, pre- 
dicts J. Dakins, executive 
vice-president of the National 
tail Dry Goods Association. 

More credit 
Says, will bring about the boost in 


Gordon 
Re- 
liberal terms, he 
non-cash purchases. 

This will be a factor in helping 
to raise all retail sales this year to 
$175 


a record-shattering billion, 


i4 


Mr. 
4 pet 
volume. 


Dakins. 


increase 


This would 
1954 


forecasts 
mean a over 
retail 

Consumer credit outstanding last 
year amounted to more than $30.1 
billion. 


Unemployment Declines 
The Dept. reports that 
the number of idle workers draw- 
ing unemployment 
65,800 the 
March 19 to reach 
A year 


2 176.200 


Labor 


pay 
week 
1.655.300. 
total 


dropped 
during ended 


stood at 


ago, the 





February Hardware 
Retail Sales Down 


February retail hardware 
of $160 million as esti- 
mated by the U. S. Dept. of 
Commerce, were lower than the 
the same month of 
1953. The 
estimates 
past three years are: 


sales 


sales in 
1954 
unadjusted 


seasonal 
for the 


and 


(millions of dollars) 
1955 1954 
170 165 


160 


January 
February 
April 

May 

June 

July 
August 
September 
October 
November 


Mm to th 
- 
~ 


rm th WJ lo 

- “7 *, _* .. - /* 
~~ J Sed mm Sad ~~ — | ee 
oOo o-_ . 


-_ 


~) 


December 


Total $9702 $2700 


| ~ 








Shipments Increase 1°% 
Manufacturers’ 
l pet 


shipments 


rose 


about during February, on 
a seasonally-adjusted basis, reports 
the Commerce Dept. This 


(Continued on page 182) 
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A NEW MERCHANDISING IDEA 
TO BOOST YOUR.TOOL SALES 


¥ 


“ 
. 


x eas . 
Big an 
: = ar 
ios me 
g na H A 


> No. 9937 


Combination Box and 
Open End Wrenches 


Small, economical sets of highly useful tools 





in colorful plastic wall-holders encourage 
your customers to build a master set of PROTO 
Professional Quality tools. Stock now for 

big sales. Send for 68-page catalog of 

entire line to 

PLOMB TOOL COMPANY 

2227E Santa Fe Ave., Los Angeles 54, Calif 


No. 9930A Merchandising Package includes 
two each of these five ADDA-UNITS, plus a 
colorful merchandising panel and display sign 


Give your work 
the PROless: onc! 


Eastern Factory and Warehouse—Jamestown, N. Y. 
Canadian Factory—London, Ont. 


HARDWARE »» APRIL 28, 1955 





PLYMOUTH 


The Plymouth plan of packaging and mer- 
chandising rope and twine is time-tested— 
proved again and again to pay hardware deal- 
ers a decent profit. 

The Plymouth line offers you a wide variety 
of in-demand products, packaged for self dis- 
play, takes little floor or shelf space, keeps 
inventory low and brings above-average turn- 
over. 


Whatever your location and the needs of 


your customers, Plymouth can supply the 
right combination of rope and twine, plus the 
eye appeal that means buy appeal. 

When you sell Plymouth, you are giving your 
trade products made to the highest standards 
in the industry, carrying the most widely ad- 
vertised name of any manufacturer. 

Ask your distributor’s representative for the 
packaging and displays best suited for your 
store. 


*, 
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# 
VA 


THE HANDYPAK —sells rope in 50' and 
100' lengths. May be obtained in 13 
assorted coils, of 44", *%e" and '»" diameter 
rope, to serve as your basic, low 
inventory stock. 


THE SALESRAK — 
takes little floor 
space. Equips you to 
sell rope off the spool 
in any length up to 
300'. Supplied free 
with basic 16-spool 
inventory of 3 best 
selling sizes. 


427 7 4 o 
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ANCHOR LINE— 
ideal for the boating 
enthusiast. A  pre- 
mium line especially 
for rope exposed to 
water. Minimum 
swell, mildew proof, 
stands abuse. Pack- 
aged in 50', 100' and 
150' lengths. 


CARTON PACKED 
COIL ROPE— idea! for 
floor. shelf or counter 
display, keeps rope 
clean, easy to handle, 
easy to use, easy to 
sell. 


aN 
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| ROPE: TWINE 


a“ 


a tie 
MOTOR STARTER ROPES 


b ewteeeaerds - oo ™m 


FIBRE-WHITE CLOTHES- 
LINE— The clean looking 
line that stays white, 
does not absorb water or 
dirt, won't swell, holds 
any type clothespin 
firmly. It’s a low cost 
7 * o PlymKraft product that 
NYLON MOTOR STARTER ROPE—sells CLOTHESLIN } ——— 
itself from eye catching display. Has a oo: 

that extra spring that gets the motor 
Pons,. 


VBAVVRARRARAAAAAARLAALARAAAAABARALALaA 
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\\' 


THE SALESMAKER— 


measures and cuts to 


mn YmMOouT 7 
YACH 
Alon ROPE 


order, the quickest : 


fastest way to handle a - 
large-volume rope 
sales. Rope feeds 


from basement, over- 


i 


NYLON strongest yachting rope made. 


[It will last vears and vears. It’s easy to 


head. shelves or floor 
counter or floor 


units. keep clean. It’s water-resistant. Sea para- 


a. PLYMOUTH : sites can’t touch it. You can sell this popu 
 — lar rope in the lengths your customers 


* "Onwu¢ rs 


specify or in handy and economical 50’ or 
100’ packages 


ABAARARRARABABARALALAAAAALAL 
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Sell these top quality products, backed by the best known 
manufacturer in the field, and set your business up as tops 
for the buyers of rope and twine. 


Plymouth Cordage Company 


Plymouth, Massachusetts « New Orleans, Louisiana 
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1955’s hottest NEW item 
for multiple-unit sales and repeat sales! 


9 


with concentrated 


2, 4-0 


New, easy application method gives sure, safe control in use 
of famous 2, 4-D. Contains concentrated formula for sure, 
quick kill on DANDELION, PLANTAIN, POISON Ivy, RAG- 
WEED, PIG WEED, DOCK and many other noxious weeds. 


A repeat-sale item throughout the entire summer season. 


= CAT. No. 407 —Complete units with applicator 
Takes the work out of weeding handle 


No stooping, no bending; To ret ri] : $ ] 98 
: (a ; ° ; ' : ; e 


nothing to mix or fill; 


no contamination of Wholesale price per doz 16 00 
, >< . . . 


_ sprayers and 


Control Cone) 


To retail (a te se & 4 3 1.59 
Wholesale price per doz. .. 12.80 


Complete units packed 12 to a Display Carton 
Order from your wholesaler today! 


3e8 
€ . sprinklers 
2 CAT. No. 408 —Replacement units (Can and 


x 
ae 




















Exclusive “Control-Cone” directs You get multiple-unit sales . 
and traps potent 2, 4-D on weed. repeat sales with replacement 
Eliminates waste—avoidscontami- units that snap easily into handy, 
nation of desirable shrubs and _ re-usable applicator handle. 
plants 


Another famous Bridgeport Aer * a* sol product. 


BRIDGEPORT BRASS COMPANY 


Bridgeport 2, Conn. 
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‘TAHIR ACCO’s New Packaging Program 
ay Will Stimulate Sales and Profits 
for the Hardware Dealer 

















COTTER PINS 


OWNER ASSORTMENT 


Quam 


C2a> @sih @am & = nb 
> @um fam em Seb 










rae => eo» eS ™m es 


ie Ae ae oe ae oe ee. 


A SELECTED ASSORTMENT FOR 
AUTOMOTIVE AND HOME USE 


















A partial list of 
packaged ACCO Hardware Items 


Tenso Coil Chain 
Tenso Tie Out Chains 
Tenso Dog Runner Chains 
Tenso Porch Swing Chains 


There is real customer appeal in the brand new 
package design which has just been adopted for 
all AMERICAN CHAIN packaged items! 











These highly attractive blue-and-gold packages Elwel Cow Ties 
bear clearly legible product identification on the Elwel Coil and Machine Chain 
labels. This makes it easy for your salespeople to Jock Chain 
. locate any packaged chain item instantly. Also, Sesh Chain 
d ; Register Chain 
the brightly colored packages are attention-getters Comer Plas 
on your shelves and on your counters. They invite Repair and Lap Links 
sales and make selling faster and easier—hence ACCO Pails ( Proof and BBB Coil Chain) 
they add to your profits. ...@nd many others 


A partial list of ACCO packaged items is shown 
at the right. Your distributor will gladly furnish 


you with a complete list of ACCO . 
products that are profitably sold in ALCO American Chain Division 
AMERICAN CHAIN & CABLE 


hardware stores all across the nation. 
York, Pa. Boston, Chicago, Denver, Detroit, Houston, 


Call or write him today. 
Los Angeles, New York, Philadelphia, Pittsburgh, 
Portiand, Ore., San Francisco, Bridgeport, Conn. 






ACCO’s Chain Sales-Maker 


UTE ro make Your SELLING 08 
: CHAIN EASIER THAN EVER! 


The popular ACCO CHAIN SALES-MAKER—the con- 
venient display stand that has given a big boost to chain 
sales in hardware stores everywhere—has now been im- 
proved by the addition of a handy, quick-action cutting 
bar. This makes it easy to snip off just the amount of 
chain your customer wants. It saves time and steps on 
every sale. 

This sturdy, attractive ACCO CHAIN SALES-MAKER 
permits you to display a wide assortment of chains in 
very little floor space. It puts your chain stock out where 
your customers can see it—feel it—buy it! Get your 
Sales-Maker and watch your chain sales rise. Shipped 
complete with your choice of chain assortments; chain 
comes on reels, as shown at left. 


ASSORTMENT NO. 38 (7 REELS) 


175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 Ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 
75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 Ft. 35 Sash Chain, Bright Zinc Plated 
200 Ft. 1/0 Brass Safety Chain, Bright Finish 
200 Ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


ASSORTMENT NO. 42 (7 REELS) 


175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 
75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
125 Ft. 2/0 Straight Link Elwel Coil Chain, Bright Zinc Plated 
100 Ft. 35 Sash Chain, Bright Zinc Plated 
200 Ft. 1/0 Brass Safety Chain, Bright Finish 
220 Ft. 16 Single Steel Jack Chain, Bright Zinc Plated 


ASSORTMENT NO. 43 (7 REELS) 


175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 

75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
150 Ft. 2/0 Passing Link Chain, Bright Zinc Plated 
100 Ft. 35 Sash Chain, Bright Zinc Plated 
200 Ft. 1/0 Brass Safety Chain, Bright Finish 
220 Ft. 16 Single Steel Jack Chain, Bright Zinc Plated 


Order from your Distributor 
co American Chain Division 
AMERICAN CHAIN & CABLE 


York, Pa. Boston, Chicago, Denver, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, 
Portiand, Ore., San Francisco, Bridgeport, Conn. 











BIG REASONS 


“"COLC 
SELLS MORE } 
HOSE and 


SPRINKLERS 


_ 


AQUA KING— 
The royalty of trans- 
porent hose. Made 
of pure virgin vinyl. 
Ribbed transparent 
mint green. Full 
bore for extra heovy 
duty. Reattachable 
brass coupling, 


AQUA KING 
Plastic 
GARDEN HOSE 
10 YEAR 


ECONOMY— 

Here’s the weapon 
you need in a price 
fight: A good hose 
backed by a great 
gvcrontee. Full-flow 
brass coupling. All at 
@ price you can 


promote! 


ECONOMY 
Plastic 
GARDEN HOSE 
5 Year 
GUARANTEE 
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COLORITE makes oll its hose! 


Theres 2 big differen 
just plain trouble. Unt 


Get the complete COLORITE story from your Jobber’s 
Salesman now or write for COLORITE’S complete catalog! 


COLORITE 


Plastics of New Jersey, Inc. 


35-37 lowa Avenue Paterson 3, N. J. 





To help you sell the 


Columbian @aztox Coils 


Non-kink dispenser feeds factory-clean 
Columbian Pure Manila or Radium Sisal 
through hole in top of sturdy carton. 
Three sizes of rope are packaged in each 
three-coil shipping container— 4", 4”, 
and 2” diameters. Approximately 20 Ibs 
per carton, or 60 Ibs. of rope for full con- 
tainer. Light in weight, colorfully printed 
for attractive, easy-to-reach display on 
counter or shelf 





4 
9 


Columbian Rope Werchandiser 


Seven sizes of rope ottractively displayed in 22” x 12’ 
of floor space! The 52”-high Columbian Rope Merchan- 
diser meosures the required length of rope and 
moking for fast, easy, convenient selling. Y 
is all together in one location 
—forcefully reminding 
your customer of his 
rope needs! 


curs if 


ur rope supply 


Columbian (@otzacé Rope 


These sturdy octagonal cartons dispense 
your choice of Columbian Pure Manila or 
Radium Sisal in diameters from *” through 
3/44". No lashings to cut. . . simply draw rope 
through hole in top, leaving uncut portion 
perfectly coiled and protected from dust in 


carton. Easy to handle, store, display, and 
sell! 


> Ae 
be 
= 


-_ 
=n 
Te 7 ~ a, 


Columbian @o(Zack 


DISPLAY RACK 


Combines neat, handy 
Colpack Cartons of all 
sizes in a single compact, 
eye-compelling display 
aimed at high impulse 
soles! In 20” x 29” of 
floor spoce, rack holds 
one Colpack 25, two 
90's and one box of 
100 ft. connected coils. 
Comes completely as- 
sembled, ready to use. 











Columbian Rope Company 


Auburn “The Cordage City’’, N. Y. 
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ont be misled by “Look-alike” mowers! Only with Lawn-Boy 
an you sell all the features, profit by all the promotion! 





Staggered tront wheels keep Lawn bLasy-Does-lt starting ON-OFT ignition ; Satetvy handle 
Boy trom scalping uneven lawns switch and choke. Shock 


' > 


athni terraces wn-Bov trims close 
al 


keeps mower at 
proot uit | rom Operator. Doubl 
olts. Powertul 2 h p. lron Horse enging 

1ront ma cic (.ross-mounted ¢ Ape ssly designed tol Lawn Boy i trave up mosition fo! 
engine permits trimming under low 
bushes, et« 


MOWwcrs, Space Sav lig SLOT Al 








easy to (drive piece steel 
ay dis shape of casting gives smooth cut 


mower:r. Ling “Pulveratol " attachment tor 


toward leaf-mulching 


oe 


| 
Ktra-larye supel 
- 


I 
, quiet muffler. Blade 
discharge 





, stabilizer VIVES 
tachment tor 
emnootiner cut 


Chinamen and lawn-mower advertisements may 
look alike Dut : whale of a ditlerence when 
you examine cl nd no matter how you look 
it. Lawn-Boy 1 ne outstanding power mowe! 
America todas wht, versatile, easy to use, it's 
one mower that has all the time-saving and work 
features. PLUS the safety and built-in quality 
ial manufacturer. Stock 
them! Sell them! 
Boy ] ver thi much more 


bu ve | 


ae oY \ 
be modern americas power mower 


7 
y Dy RPM Mig. ( a subsidiary of Outboard, Marine & Manufacturing Company. builders of world -famou: Johnson and Evinrude utboard r 


IN CANADA OUTBOARD & MARINE MANUFACTURING CO. OF CANADA LTO... PETERBOROUGH. ONTARIO 
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HERE’S WHY 
iT PAYS YOU 
TO STOCK 
AND SELL... 


REPUBLIC 
CHAIN 








PRODUCTS 


iat _ anim 


1 A COMPLETE LINE— Republic's Round Chain Division makes every style 
and size of welded and welidiess chain, including farm and anima! chain 
assemblies of all types. One-source buying eliminates shopping around to 
meet your customers’ requirements. One order, one shipment, one invoice 
covers everything. 





There are no lost sales when you handle 
Republic's wide range of high-quality fasten- 
ers. To meet the varied requirements of all 
your customers, Republic makes and stocks 
more than 20,000 regular types and sizes of 
headed ond threaded products. These in- 
clude machine bolts, cap screws, hot and cold 
punched nuts, sheet metal screws. 


Heres a new profit opportunity — Republic Fa 
Semi-Rigid and Flexible Plastic Pipe. Both ore 
lightweight, easy to install. Plastic pipe is 
ideal for farm irrigation, jet pumps, livestock 
watering, lawn sprinkling. Flexible plastic 
pipe is available coiled, in diameters 2” 
thru 3°°—in up to 400-foot lengths. 
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= DEPENDABLE DELIVERY— Your orders receive prompt attention from 
strategically located plants and warehouses in Boston, Mass.; Bridgeport, 
Conn.; New York City; Philadelphia, Pa.; Cleveland, O.; Chicago, Illl.; Kansas 
City, Mo.; Birmingham, Ala.; Seattle, Wash.; Portland, Ore.; Los Angeles 
and San Francisco, Calif. 


> 
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Distribul ion 


Teun TENS 


+~OUL are WHre 


JOURNAL 2 
[Newsweek FOUN aR 


BUSINESS 50S f 


WEEK ogg mre on Ge go Rave 


GA 


ABIES 
Wortd Keport ENGINEE RING 

NEWS RECORD 

eameae 

ad NATIONALLY ADVERTISED— These leading industrial, business manage- 

ment and consumer publications carry millions of sales messages each month 

to your customers and potential customers. They're pre-selling for you in 

every morke?t you service. 


REPUBLIC 


SrEEL 
Uoleli Wider Reuge 


of Stiwdlard, Stools aud, Stool, Prodi 
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a | PACKAGING—Republic Chain Products cre packaged for ease of sell- 
ing, handling, storing, shipping. This is chain packaging as it should be 
tough, sturdy containers, easy-to-read labels for quick, positive identification. 


5S RESEARCH — Republic never lets up on the continuous task of improving 
This goes for the steels and the steel products Republic makes, including 
chain. Research is always at work, from selection of raw materials to inspec 
tion of the finished chain. Republic is the only chain manufacturer who can 
control quality from “ore to store.” 


Pease Se ese ese eee ere ese aS SS & & 


REPUBLIC STEEL CORPORATION 
3154 East 45th Street 
Cleveland 27, Ohio 


Please send more information on: 


[ ] ( hain [ } Fasteners 


ro 
= Plastic Pipe 
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acolsen 


the world’s first electric-starting 
home power mower 


\ OW —for the first time — you 
; can start a power mower as 
easily as you start your car! Sim- 


ply step on the new 


“Tip-Toe’ 


starter and the famous Jacobsen 


“Hi-Torqg”’” engine purrs into 


action 


Yes, this new self-contained 
starter for home power mowers, 
the first in the 


industry. ends 


starter pulling forever' Thisbrand 
new feature sparks the most sig- 
nificant advance in recent power 
mower history, brings even great- 


er convenience to power mowing. 


Write Dept. 


For more than 35 years, Jacobsen 
pioneering has set the pace for 
the power mower industry. 


1971 - - Jacobsen built the first 
etal power mower. 


1924 — Jacobsen built the first 
power greens mower, specifi- 
cally designed for close, 
mowing on putting greens. 


smooth 


1940 — Jacobsen introduced the 
world's first automatic recoil 
starter for power mowers. 


— and now, Jacobsen does 
1955 it again . . . introducing the 
first self-contained electric-starting 
home power mower. 


EE-4-5 for complete information. 


JACOBSEN MANUFACTURING COMPANY 


RACINE, 


Electric starter now 
available as optional 
equipment at extra 
cost on 21-inch Lawn 
Queen only. 


WISCONSIN 








sill eatitent ELECTRIC STARTER 
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New Waterite Oscillating sprinkler for 


efficiency and more uniform coverage! Sug 


retail price, $14.95. 


Weather- Matic waters circles from 10 
SO feet 


nozzles. Suggested retaif price, $8.95 


across with a simple twist of 


preater 


~~ 
— 


gested 


Fishin Around ? 


No need to “fish around” when it comes to picking the right line 
of hose accessories. Not when GREEN SPOT’s standing by with a 
complete, quality line of hose accessories that your customers 
know about and prefer. 

The wide selection of sizes and variety in the GREEN SPOT line 
ends your ordering problems. Your customers know GREEN 
SPOT from its national advertising, and they're pre-sold on the 
line. For everybody—buying GREEN SPOT is one sure way of 
getting just what’s wanted! 

And to help you se/l/, GREEN SPOT offers point-of-sale material 
and merchandising aids that truly lead the whole field. Add this 
to outstanding consumer advertising, and you've got a start-to- 


finish coverage that means profit ! 








You can 








get a 
GREEN 
SPOT 


merchan- 








dising 


rack— 











Ask vour GREEN SPOT wholesaler about this great merchandiser, and 
' Offers 10% feet of display space on less 


how you can get it fre 2 
than 3'4 feet of floor space and keeps turnover high 


a f ; 
OTs e shut Off Valves 


al. 7 
e 600se 1eCKS 


Scovill Manufacturing Company, 36 Mill Street, Waterbury, Connecticut 
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Note these 
selling features: 


® New Brilliant Beam re- 
flector—streamlined. 
adjustable te any 
direction 


Throws ‘2 mile beam 


, of light. 
» = is = 
. Uses 8 standard flash- 
Wi 7 a light baftteriesin series. 


May be set in any 
position. 


Father’s Day Special <is:;. mm 


Beautiful bronze, yel- 
low and chrome en- 


and the FREE during finieh, 


JUSTRITE Ovtperforms lights 


selling for twice the 
price. Ideal for volume 
Wo.r— sales to all prospects. 


Convenient size and 
shape to fit auto glove 


Searchlight Center Bh see 


MACE in 


use. 


FEATURING THE NEW 


WA 22 JUSTRITE V-12—Retails for only 92. 


batteries) 


WOLT:- 
THE 12-VOLT PORTABLE SEARCHLIGHT AT A FLASHLIGHT PRICE 


From the originators of the portable 1 2-VoltSearch- —now leads with a new plan in searchlight mer- 
light, the famous Yellow Flash 8, comes the New chandising and consumer promotion that pays you 
V-12, packed with eye-and-buy-appeal features that 80% profit plus related sales and come-back pro- 
add to new commotion at the searchlight counter. fits beyond belief. 


Justrite—the name that leads the industry in sales een 77/1 


GET THE JUSTRITE SEARCHLIGHT CENTER AND FATHER’S DAY SPECIAL 
The Searchlight Center is sales compelling, draws 
prospects, encourages demonstration. Display and one 
V-6 Searchlight FREE with your order for the Justrite 
Father’s Day Special which includes 6 V-12 Search- 
lights and § V-6 Searchlights. 


Eye catching color 
display. ideal for 
related item displays 
of sporting goods, 
vacation or 


Retail value $48.60— your cost only $27.15—you make do-it-yourself 


80% profit. 
ORDER FROM YOUR WHOLESALER TODAY. 


NATIONALLY ADVERTISED IN SATURDAY EVENING POST 

Father's Day means Pay Doy with this 16-million buying 

power promotion. 

Perfectly timed for Father's Day buying and to stort o 

porode of Justrite buyers into your store all summer long. 

Justrite launches the first of its new, big space color ad- 

vertising campaigns. You get co complete merchandising 

kit of ad reprints, counter ond window cards, envelope MANUFACTURING co. 
stuffers, etc 2061 N. Sevthport Ave., Chicago 14, ill. 


HERE'S NEW store troffic for you plus many repect visits 
for replocement batteries 


equipment. 
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4. WISSCO GALVANIZED 
CLOTHES LINE 


| 7. PERFECTION 
a DOOR SPRINGS 
5. CLINTON GENERAL PURPOSE | ©. QUICK HITCH GATE SPRINGS 


FABRIC 


S. MECHANIC'S WIRE 9. STONE WIRE 10. MERCHANT WIRE 


CFczi-WiICKWIRE 


HARDWARE PRODUCTS (hl 
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HARDWARE AMERICANA 


Blacksmith 


FIRST HARDWARE MANUFACTURER 


De’ srs 





“Under the spreading chestnut tree 
the hardware industry was born. On the 
anvil of the village smithy were forged the 
tools which built America. And as the nation 
grew, blacksmiths tended to specialize in 
one type of hardware - - hinges or locks or 
tools or...And thus was the industry founded. 


With hardware, America continues to 
build. New and improved products and 
methods open new fields for the industry 
And the industry's mirror of progress is the 
NATIONAL HARDWARE SHOW, including 
the Lawn, Garden and Light Farm Equip- 
ment Division, where manufacturers sell 
or pre-sell products to more than 40,000 
buyers. Write, wire or phone today for floor 
plans and full information about the in- 
dustry’s greatest merchandising event. 


a 


% 


ny © OCT. 17,18,19, 20,21 * NAVY PIER, CHICAGO 


*.> NATIONAL HARDWARE SHOW 


331 MADISON AVE, NEW YORK 17, e MURRAY HILL 2-4802 


~ 


.* — 


) } | . a a 
ea — —— —. 


» ao a 
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NESCO ADVERTISING 
DOUBLED FOR ‘55 


PROFITABLE PROMOTIONS 


New profitable promotions 


Nesco is doubling its sched- to stimulate sales of Nesco 
appliances in your store are 
being introduced regularly. 
These ideas are ‘honeys’! Be 
sure you get the money-making 
details from your Nesco dis- 


vie of national advertising 

. week-after-week in Sun- 
day newspaper magazine 
sections, ‘“‘Parade’’ and 
“American Weekly’... plus 
“Good Housekeeping’ to 
help you sell the complete 
line. 


tributor. 


Ta an 
NESCO STREAK-O-STRENGTH REFUSE CAN 
Here’s the new Nesco Streak-O-Strength Refuse Can... 
in a modern, new design. It’s leak-proof... built to the 
highest standards of the industry. Especially designed to re- 
sist rough use, Streak-O-Strengthhas SUPER STRENGTH 
at the point where ordinary refuse cans wear out first. 
LOK-TITE covers stay locked on even when can is 
tipped over. It's animal proof...insect proof... and 
over-size handles make it easy to move. Concave bottom 
avoids moisture collection and helps prevent rust. Hot- 
dipped galvanized for longer life. Heavy Duty and Extra 
Heavy Duty models available in full capacity 16, 20, 
24 and 32 gallon sizes. 
AND REMEMBER!... NESCO offers the most complete 
line of galvanized ware in America today! New designs 
...new features...and the most distinctive, colorful, 
informative labeling make NESCO easy to sell. 


APPROVED ...by users everywhere. 














HARDWARE AGE, APRIL 28, 1955 


NEW RETAIL SALES HELPS 


Even Nesco cartons are *‘'Si- 
lent Salesmen'’. What's more 
theres a completely new 
line-up of direct mail, cata 
log pages, envelope stuffers 
and newspoper mats to help 
you sell the complete line. 


é 
iis 


_ 


LEADING QUALITY LINE 


Nesco is outstanding in the 
manufacture of best quality 
merchandise. First to produce 
an Electric Roaster... first in 
style and design of decor- 
ated and galvanized wore 
~.«. and first in the hearts 
of Americas homemakers! 


© 1955 NESCO, EXECUTIVE OFFICES, 


MILWAUKEE 1, WIS. 





SYLVANIA 
Bug Lites 
ore BIG for summer business 


- ++ pPremium-priced... 
pockaged for easy display. 


SYLVANIA 
Colored Lights 


odd atmosphere to any outdoor 
occasion. Display them 
prominently for important 
summer profits. 


$ 


SYLVANIA 
Spot and Floodlights 


The all-purpose PAR 38 bulbs that 
combine reflector lens and 
bulb in a single unit for easy 
installation — easy selling. 





- 
" 
. , * - : 
afi it 
. 


ape 
- 


ie Yo? se ; oe ; es i | ee 
AS ALL OUTDOORS 


. .- Summer Profits from Sylvania Light Bulbs 


TODAY’S OUTDOOR-LIVING TREND means big light- 
bulb business for you in premium-priced Sylvania spot 
and floodlights, Bug Lites, and colored lights. Make 
them part of your Outdoor Living Department. Contact 
your Sylvania supplier today for details on Sylvania 
premium-priced bulbs. 


Syivania Electric Products Inc., Lighting Division, Salem, Mass 


In Canada: Sylvania Electric (Canada) Ltd.,University Tower Bidg., Montreal 


OUTDOOR-LIVING TIME IS THE TIME 
FOR SYLVANIA PREMIUM BULBS 
AND THESE ASSOCIATED ITEMS 


® PORTABLE CORDS © LAMPHOLDERS 
e CABLE e SWITCHES 
@ BRACKET FIXTURES ® PORTABLE YARD FIXTURES 


it will pey you te display them where yow dis- 
play grills, chercoal, and outdoor cooking items. 





y¥ UeLEVISION = ATOuNC ENEROY Ss Y LV A Ni j A 


... fastest growing name in sight 
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Smoke-out VS 


heap big knife 


sales with 


CAMILLUS 


FRe,... 


A. 
S. 


c. 








Stores EVERYWHERE! 
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CAMILLUS 
has the edge! 


HAND MADE BY AMERICAN CRAFTSMEN! 
SOLD AT Hardware And Sporting Goods 





No wonder Camillus has the edge when 
it comes to selling knives: — Who else 
gives dealers a whole tepee full of sell- 
ing aids such as you see here? 


The lineup — available to all Camillus 
dealers without cost — includes . 
Modern, eye-catching display case (#55) 
Sensational Balsa Counter Display. 
Combination store pennant or window 
streamer! 
- Camillus national consumer advertising 
in leading magazines! 
. Informative, sales-producing “Know 


the Product... Better the Profit” folder 


And ad mats, catalogs and other powerful 
merchandising material. 

Order forms for free sales aids included 
in every box. 
Remember, you now make a full 40% 
profit on every Camillus sale! 


PHONE, WRITE OR 
SEND SMOKE SIGNALS TODAY! 





' 


CAMILLUS CUTLERY COMPANY, CAMILLUS, NEW YORK 


33 



















































DANDY 
ELELTRIL cHURN 








A bigger Value than ever 
at [New Low Prices 


> DELUXE MODEL-REDMOND SPECIAL $23.95 


without jar 


SLO 


Deluxe Model without jar $23.95 
Recommended dealer's cost $15.97 


Shipping weight 7 Ibs 
Carton 10°' x 10" x 10 


AEE ty. 


Gem Vandy Duraglas jar with cover and nals \ 
List price 3-gal. jar $3.95—Dealer's cost $2.37, Wt. 11 ibs.@\ Uy 
List price 5-gal. jar $4.95—Dealer's cost $2.97, Wt. 16 Ibs. 


STANDARD MODEL-REDMOND SPECIAL $19.95 


without jar 


reaciy a4 ‘ 


you! needs ’ 


STANDARD MODEL without jor 
Recommended dealer's cost 
Shipping weight 7 Ibs. Carton 10" « 10" «x 10 


NATIONALLY ADVERTISED 


Dept. M. 
MAN a 
UFACTURED BY : Ist Avenue, North at 13th St., 


ALABAMA MANUFACTURING CO. BIRMINGHAM 3, ALA. 
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GOOD REASONS FOR ORDERING NEW ITEMS BY GILTOWN 


America’s Fastest-Selling Kitchen Convenience Line 


Slash your handling costs! 






You pay a lower freight rate. You use 
50% less warehouse space. You load and 
unload in half the time. You ship at a 

lower freight rate. 





















: i 5 A, 

KDi-step stool * 2 
Sr irkling chrome beouty if , 
D kh hor trannden nan-elin : ie » 
ce inte eee cae \ Zoom your turnover! 
eos secure . 0 
six colors in pearl or tweed Now you can offer 


upholstery. famous Gilton quality at 


low promotion-prices. 
An unbeatable 
combination that means 
faster sales. 




















*eeee *e @ ef , eee. ws 
sa! g 
> minutes: 4 
hl ad uv VU yd 
let 
ily 085! m KD4-kitchen chair 
Eas Cs king ebony frame cor 
with 7 some 
'e weed slery 
’ € $ A 
ovoiiadie in chrome 
ba 
Se 
) increase your profits! 
Today's market insists that you lower 
. your handling costs while increasing your 
See aaa turnover, It’s the sure way to make 
your profit picture brighter. 
t« 
' 
' 
i, 
KD2- kitchen stool : page ae 
The faest chrome kitchen ' ee ate to your best customers 
: org throughout the year. 









Ce 4 a T oO ING sarc. CORP., 


145—58th Street, Brooklyn 20, N. Y. 
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Why Do Smart Retailers Take a 
Shine to EMPIRE Shoe Brushes? 


Because they’re real profit items! Stock this fine selection of brushes, 
daubers, polishers and kits, and see how quickly they move! 


. 5105 CAMEL BACK —— ——— FINE SHINE 
| As Ab Abi wees we Natural sheepskin over felted base. Red ingka 


or green hardwood block. 3 doz. assorted 
| to carton; 2% Ibs. per doz. Retail 25¢ 
hair. 1 doz. to display box; 5 Ibs. per doz. 


Retail $1.20 arrest 


GBBB 901 HoRsEHAIR DAUBER 
114 EXTRA ‘ ee Same high grade horsehair as in higher priced 
LARGE BRUSH items. 3 doz. to carton; 1% Ibs. per doz. Retail 30¢ 


100% horsehair brush for large areas. 1 doz. to 
display box; 7 Ibs. per doz. Retail $1.00 900 


PALMA DAUBER 
Very well filled. Soft silver- 


grey palma fibre mixture. 3 
doz. to carton; 1% Ibs. per doz. Retail 20¢ 














PALMA 


BRUSH 
Soft, silver-grey palma fibre te 5054 DAUBER 


mixture. 1 doz. to display box; 
542 Ibs. per doz. Retail 60¢ Colorful, popular priced. Soft, grey palma 
fibre mixture; Styrene block. 2 dozen as- 














“a sorted black, green and red to display box; 
= , % \b. per doz Retail 15¢ 
320 PALMA BRUSH ~ 


Large enough to do a lot of polishing, priced low enough to appeal _— 
to the most price conscious shopper. 1 doz. to display box; att B-237 


5 Ibs. per doz Retail 40¢ SUEDE BRUSH 


Pure brass bristles and wooden 
block. Won't warp or break. 2 doz. to 
display box; 1 Ib. per doz. Retail 15¢ 








$-346 
OUR FINEST ~ 


and the finest made anywhere! Premium quality, a i 
high clip sheepskin and foam rubber cushion. 1 att +] EMPIRE 


dozen to display box; 542 Ibs. per doz. Retail 70¢ . 
SHOE SHINE KIT 


S-113 GOOD QUALITY Brush and dauber are soft 


palma fibre mixture. Flannel pol- 
Natural sheepskin, felted base. Hard- ishing cloth. Space for shoe polish. 
wood block. 2 doz. to carton; 2% Ibs. 1 doz. to carton; 10 Ibs. per doz. 
per doz. Retail 40¢ Retail $1.00 











EMPIRE BRUSHES, INC. Guaranteed by EMPIRE » 
Port Chester, N. Y. oy ~S 


Empco Brushes of Canada, Ltd., Montreal 
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What a line-up 
BASKET 


in beautiful. practical ROSE BOUQUET — floral, on 
. red, block or green bockground 





RCOWARE. 





There's a rainbow array of colors and pat- 

terns for your DECOWARE customers. Offer os \ 
a wide choice. Set up a big, dramatic dis- - 
play that turns ‘“lookers’ into buyers. All 

these sturdy metal baskets are beautifully 

lithographed by Continental craftsmen 

Tested for sales appeal and for practicality “ m* 





in living room, boudoir, bathroom and den. | 
Size: 10% by 8 Yg-in. top; 9% by 6 %-in. DOGWOOD — biossoms, on 
base; 12%-in. tall. Packed 12 of one color green, burgundy, royal bive 


to carton. Write, wire for interesting prices. 







PHILODENDRON — green on Mad- 
ogascor straw background 





ROYAL VINE— golden leaves ond 
silver berries on block bockground 


Big, Bold and Beautiful 
is Decoware in 


KING SIZE 


21 inches tall 


A slim, space-soving beauty for home. 
workshop, etc. Oversize capacity, about 





a - 35 qvuorts. Top diameter, 12% r 
PALOMINO — brown and tan on bose, 10% in. Comes in yellow, red or 
rich black background white. Packed 6 of | color to cartor 


King Size—solid yellow, red or white 


CONTINENTAL (CC CAN COMPANY 


EASTERN DIVISION: 100 E. 42nd St.. New York 17 
CENTRAL DIVISION: 135 So. Lo Salle St., Chicago 3 
PACIFIC DIVISION: Russ Building, Son Francisco 4 





YOULL SELL MORE TOASTERS BY FEATURING 
THE COMPLETE TOASIMASTER LINE! 


There's a TOASTMASTER Toaster 
to suit every need— 


mene 


J-223 slice models 


3 AUTOMATIC 2 POWERMATIC ee ae 
TOASTERS TOASTERS “Teast 'n Jom" Set 
P Retail, $34°* 


_ DI4 ve Luxe 
ea eT 


TWO DISTINCTIVE STYLES 
TO CHOOSE FROM 


line 
ster’ line. From the A6 Automatic 1- A toaster for every purse makes for easier A market for every toaster is the only reason 


slice at $17.50 you can step the sale up selling. There's a ““loastmaster’’ Toaster why there are five ‘“Toastmaster’’* 


Trade -up natural with the l‘oast- the most famous name in toasters at that! the famous ““Toastmaster 


Toasters 
through four stages to $39.50 at a price to suit everyone for sale. The person living alone as well as 
Customer selection is always a desirable Reduced cost per sale is the result of the the “king-size’’ family now comes within 
merchandising feature. Now you can offer time you save per transaction when you your selling range. Stock the « omplete line 
ymplete selection of sizes within one brand concentrate your sales effort on one brand and you ll sell the complete line! 


- TOASTMASTER POWERMATIC and AUTOMATIC TOASTERS - 
THERE ARE 245,000,000 ADDITIONAL | FOR MORE WEDDING-GIFT SALES GET THIS COMPLETE MERCHANDISING KIT FREE 


REASONS WHY YOU SHOULD SELL THE with your purchase of 3 or more ‘“Toastmaster”’ 
COMPLETE TOASTMASTER LINE! loasters! Here’s a sure-fire sales-builder! All 


the material you'll need to build an attractive 
That's nght 245.000.000 readers gift display. 
are being pre-sold by ads which 


feature the complete'’Toastmaster”’ SEE YOUR DISTRIBUTOR NOW! 








line not just one or two models— 4 
but the complete line. And that’s a. TE foastet 
just the start of our 1955 advertis- TOASTMA / 
ing campaign in the following maga- oy JS wild / 
zines: Saturday Evening Post, Look, Nr AW Wy 7 4 ge 
| Better Homes & Gardens, McCall Ss, cnorct OF 
Better Farming, House Beautiful, opis From 'T7™ 
aeons Magazine, Modern Bride ° 
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HARDWARE AGE. 


APRII 


28, 


THERE 


MUST BE 


BIG 


MONEY 


IN IT! 


Almost two million Pearl-Wick units were sold in the past year to consumers 
throughout the country. There must be big money in it! Why else would 


so many dealers stoc k. promote and sell so many Pearl-Wick hampers? 
Add up these selling features yourself 

. Selt-ventilating Duroweve® : stee] ribbed fibre — HO mild Ww ho odor, 
¢ Slim-rim, rust-proof frame — no posts to snag or catch 

® Super-strength construction — no bending, no bulging 

® Washable. chip proof, stain resistant finishes. 


The only completely merchandised Hamper Line backed by a consistent 


advertising program in America’s leading consumer magazines. 


There's big money in Pearl-Wick. Are you vetting you share? 


Contact your distributor 
now or write for his sname. 


PEARL WICK 


MANUFACTURERS OF AMERICA’S FASTEST SELLING 
LINE OF BATHROOM ACCESSORIES, NURSERY 
FURNITURE AND STORAGE HASSOCKS. 








Send in this ¢ oupon today 


—_———"——— ss we ee 


Pearl-Wick Corp HA 428-55 
27-50 First Street, Long Island ¢ ity 2. N. } 


Please send mec complete catalog and pce 


list of the three famous Ps arl-Wick lines. 


Narn — 








State 
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The rugs in this charming room aren’t rugs at all. 
Ty . . I] ] They're vinyl! tile—just like the rest of the floor. 
> ; . 
Lis yu “COLO? Monsanto is 


running tnis advertisen 


i ing color in Good Housekeeping for es 
page suggests exciting 


LO! 
to your customers t 


ert 


ne endaiess ¢ 


ontribution 
tile can make to gracious living. 

new Way to USE It’s part of Monsanto’s far-reaching program to 
promote a broader use of colorful, stain and scratch 

VI N resistant viny! flooring all through the house 
Y 3s x LO O FR Ti ‘& - Cash in on this pre-selling OS 

made of Monsanto Opalo! 


rT) Vinv! resit 


displaving 
1 and Monsanto 


Plasticizers. Monsant ical Company, Plastics 


o Chem 
Division, Springfield 2, Mass 
§ 


FEATURE VINYL TILE MADE OF MONSANTO 


S 





REACHING 72,000,000 PEOPLE 
EVERY MONTH 


Du Pont Sponge Advertising 
will reach your customers. 








BIG KICKOFF: 


Full-page ad in 
LIFE—April 18 

and in 

The Saturday Evening 
Post—April 23. 


CONTINUOUS 
CAMPAIGN: 


Advertising every month in 

Ladies’ Home Journal - McCall's 
Good Housekeeping - Family Circle 
Woman’s Home Companion - 

The American Home - Better Homes 
and Gardens 

plus ads every other week in 

The Saturday Evening Post 


IMPACT: 


This is more than 5 times the 
number of ads last year—over 


| 3 times the number of consumers 
Miiagaiiial tear it am alee will | 
BRAND NAME sell more of r oo brand 


of sponges 


BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 


YOU'LL SELL MORE IF YOU TIE IN NOW WITH THE BIGGEST DU PONT SPONGE AD CAMPAIGN EVER! 
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. > 
Caatinels time-proved 


display deals will sell 
for you every minute! 


SENTINEL ‘‘DAPPER’’ 


A 40-hour alarm, priced for quick sales! 
Handsomely styled, in durable Lustrex 
ivory molded case and base. Gleaming 
brass plated bezel. Shatter-resistant 
crystal. 

No, 231 DISPLAY DEAL — 3 plain 
and 3 luminous “Dapper” alarms; sales 
making display card is free. 

YOU SELL 
3 plain @ $2.98 
3 luminous @ 3.50 


YOUR COST 
YOUR PROFIT 


SENTINEL “DAWN” 
8-DAY ALARM 
An 8-day alarm at a price that SELLS! 


Metal case in baked enamel ivory finish. 
Bold numerals and hands. Can't be 
overwound. Felt padded base. 

No. 42 DISPLAY DEAL — 4 plain 
and 2 luminous “Dawn” alarms; free, 
striking display card. 

YOU SELL 


4 plain @ $4.95 .... 
Zluminous @ 5.50... 


YOUR COST .... 
YOUR PROFIT 


SENTINEL “LITTLE PAL” 


This 40-hour miniature alarm is a giant 
in value! Perfect bedside alarm for 
house, perfect for travel. One key winds 
time and alarm. Metal case in baked 
enamel, ivory finish. Felt padded base. 

No. 120 DISPLAY DEAL — 3 plain 
and 3 radium “Little Pal” alarms; 2 of 
each factory-mounted on attention 
pulling display card. 

YOU SELL 

3 plain @ $3.95 .. $11.85 

3 luminous @ 4.50 13.50 


$25.35 
YOUR COST 20. ee 


YOUR PROFIT .......$ 8.25 


* Cost prices based on orders for 24 or more assorted 


Co,itinel oAWwN 
8 Day Alarm 
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SENTINEL “MEN\O’' CHIME ALARM 


Exclusive ‘’1-2-3" chime bell alarm 
gives you an extra to sell! 


The unusual alarm of this self-starting electric clock appeals because it’s 
different — the chime sounds once, then twice, then three times, and 
then repeats the same ringing pattern. More effective awakener than a 


buzzer. Distinctive see-deep ribbed sepia front, ivory case. 
SA-20 MEMO plain YOU SELL @ 
YOUR COST 
YOUR PROFIT 
SA-21 MEMO luminous YOU SELL @ 
YOUR COST 
YOUR PROFIT 


$5.95 


3.34°° 


$2.38 
$6.95 


4.17** 


$2.78 


Kitchens by the thousands are calling 
for these SENTINEL WALL CLOCKS 


SENTINEL ‘ i ZA 
"COOK" te” 


This 8-day Kitchen Wall Clock can be put any- 
where — location isn't dictated by an electrical 
outlet. Metal case finished in copper, chrome or 
white enamel. Big numerals, big hands. 


8D234 COOK .. YOU SELL . @ $4.95 
YOUR COST 3.09** 
YOUR PROFIT $1.86 
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SENTINEL 
WAFER” 
ELECTRIC 


The handsome design of this compact self-starting 

electric wall clock has tremendous appeal! Easy 

to read numerals and hands, big red sweep-sec- 

ond hand. Metal case in chrome, copper or white. 

SK-174 WAFER YOU SELL @ $4.95 
YOUR COST 3.09** 


YOUR PROFIT $1.86 








** Cost prices based on orders for 6 or more assorted 








* Why should we be afraid to produce an adjustable drill that 
could do the work of 8 tools for 1/6 the cost? Well, we felt this 
tool might actually hurt dealers by cutting their volume on drills. 


Then we tested The ‘6-In-1'' in several scattered areas. The 
results were phenomenal. With inventory cut 80%, test dealers 
still increased volume 61 %! That was the go-ahead we needed! 


Oxwail’s ““6-in-1""... The Only \ Tool that Drills, Countersinks, Counterbores 
Adjusts in 1 Easy Operation for\\ Every Standard Length of Wood Screw! 


\ 
USE IT FOR WOOD..PLASTIC.. FIBER! | 
FOR BOTH HAND AND POWER TOOLS! 








Raise Volume 61%! Cut Inventory 80%, 


; with Oxwall’s “6-in-1" Adjustable Drill! 
- Drills for screw thread portion 


Does the work of 8 tools! Here's the retail cost of 
. Drills the body size of screw 


a typical competitive full set of drill countersinks 
. Drills countersink for screw head and drill counterbores for a single screw diameter 





- Drills counterbore for putty or wood plugs > lengths of drill countersinks $3 75 


; at approx. 75c ea. retail 
» Stops automatically at correct depth 


3 lengths of drill counterbores 
- Adjustable for every standard screw length at approx. 2.50 ea. retail 7.50 


$ 
For Flat and Round head screws Total retail cost of full set 11.75 
Comes in 4 most-used screw sizes: 





caw onnare 96 ve? v2 J} Oxwall’s“G-in-1' does it all for #1, 9 f 


SCREW LENGTH up to 2” up to 2%" up to 2%" up to 24%" 














Each mounted on an individual display card 

















| OXWALL TOOL C : 928 BROADWAY, NEW YORK 10 


in Canade: 80 Beaumont Avenue, Montreal, Que. 
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CONVENIENCE COMES IN A CARTON 


The J&L 











REMEMBER~—J&L Nails 
are packed for your convenience. 


Fill your requirements NOW ! 


Sones ¢ Laughlin 


STEEL CORPORATION — Pittsburgh 
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DISPLAY COMBINATION 
DB1211 12x24’ Panel 


2V19L 1 V191L with grips 
2V1I9R 1 V19R with grips 
2V19S 1V19S with grips 


CRESCENT 
AVIATION 


Distinguished by CRESCENT’S exclusive 
streamlined design, these new Snips have 


Alloy 


hardness and 


many outstanding features. steel 
blades have extraordinary 
toughness and keen edges with machine 
ground serrations which can be factory 
reground. Compound leverage produces 
tremendous blade power with ordinary 


handle pressure. 


Made in three patterns: V19S, straight cut, 
VI9L, left hand which cuts to the right, 
and VI9OR, right hand which cuts to the 
lefc. All have zinc plated blades and parker- 
ized handles. Neoprene Insulating Sleeves 


are available separately or installed. 


Order from your jobber 


Crescent is ovr trade-mork, registered in the United Stotes and cobro 


CRESCENT TOOL 


46 


sd for 


COMPANY, 





CRESCENT TOOLS - 


Cive Wings lo Work 


pom } 


wn 


AVIATION 
COMPOUND 





CRESCENT TOOLS — 





J 


Cive etd Lo Work ane” 


eas 


| eS Sign oh the brlisan 


wrenches and 


other 


J 


Symbol of Exccllence 


tools. Sold by leading distribute 


AMESTOWN, NEW 


HARDWARE AGE, 


| lo 


fs everywhere ond mode only by 


YOR K 
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he newest, hottest-selling power too 


in the home workshop field! — 





the revolutionary 






HOME WORKSHOP 


Here, at last, 


is a precision, multi-tool 


machine that will perform the operations of five 
basic power tools—yet fit into the smallest apart- 
ment, garage, or home workshop area. Designed 
and built so that anyone can operate it—easily, 
safely, accurately. No complicated adjustments or 
puzzling problems—-2o unnecessary gadgets to go 
wrong—no bulky waste of space. Engineered to 
make all other home workshops obsolete! 





TWO SAWS! A cut-off saw and 
a self-retracting push-up saw. 
Large table has seperate slot for 
dado cutter. 8” blade cuts to depth 
of 2%”. Cuts full 2” at the 45°. 
Correct sawing speed automati- 


cally determined by fixed drive. 





A LATHE! Fool-proof center 
alignment. Distance between cen- 
ters 31'2”. Face picte turning di- 
ameter up to 16”. Use either end of 
spindle for face plate turning. 
Changes to correct speeds quickly. 


J /~ 
A DRILL PRESS! A 360° radial drill press. Overall table surface a 


A SANDER! Largestsanding table 
in home workshop field. Correct 
sanding speed automatically fixed 
by direct drive. Sanding disc mounts 
on either end of drive spindle. Full 
82” sanding surface from O° to 
45° angle. 





A HORIZONTAL DRILL! No 
limit to length of work. Finger-tip 
micro-adjustment for accurate set- 
ups. Headstock pivots for different 
thicknesses of wood. Quill feed 4%”. 
Overall table size 19'2" x 26". 


19%" x 26%". Precision contro! raises and lowers head. Performs 
compound angle drilling. Drills to center of 13” circle. 


IDEAL METAL PRODUCTS, INC. 


Dept. HA-4 + Detroit, Michigan 


1644 West Lafayette 
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with 








power tools 
in 20° x 26° 
fe space! of 


complete with motor 











= | 


retail 
price 










Write for information concerning protected 
dealer franchise in your territory . . . 






the ene 





cwclusibe. 


¢ BoOM 


‘+ slides °* rot 


Portable! Can be carried 


from room to room 


THE PERFECT RADIUS FO 


eS: 
] — 


STRIKING HIGH 
ON THE NOSE 


Kesulf- 


MORE POWERFUL 
BLOWS ON CONTACT! 


Rugged Warren-Teed sledges hit harder on 
-_ every blow because their EXCLUSIVE MACHINE- 


TURNED FACES make direct point-to-point 


contact regardless of how you strike—high, low 
or on the nose. Each face is polished to an exact 


6-inch radius and protected with a clear, tough 


lacquer. All Warren-Teed tools are forged from 
special high carbon, heat treated steel. They're 


rugged—stand up under the most severe use. Quality 


buyers spot these outstanding features quickly. 


TRUE-FACED FOR 
ACCURATE STRIKING 





WAR TEED 


trade mark 


WARREN TOOL CORPORATION 


Wennwfacturers of Warren-Teed and Devil reilwey track teels WRITE FOR 
Werren, Obie NEW CATALOG 


% €Chare Sr New bert 7. N } 
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SHOW MORE... SELL MORE... 


PLUMB <<. SHOP 
Quirk Cowiee MERCHANDISER 


... ANSWERS ALL YOUR 
PLUMBING SALES PROBLEMS! 


DEALER S—Build your plumbing sales department around this 


all-metal display . . . a new source of profit on just I'/> feet of 








counter space. All the chrome-plated flexible copper supplies 
and fittings necessary for every water supply hook-up. Con- 
venient arrangement invites customers to wait on themselves. 


CUSTOMERS—tnstall plumbing with neater, easier chrome- 





aS) 0680 fea 


CORRECT OFFSET 


Digt one = 








FREE 
MERCHANDISE 
$7.65 worth 

of merchandise 
absolutely free 

with the purchase of 
either #100 or #200 
Quick Service 
Merchandiser. 

Order today 

from your favorite 
wholesaler. 





Quick Cowite men cHanpiser #100 


FOR ONLY °105> 


Total Value $178.99 








me 
FOR ONLY °44 


Total Value $75.26 
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plated flexible supplies. Simple step-by- 
<a directions show you how. 





— 
fy >, cn @ rem 

se. a. 
See GE 


(WASH BASIN) TONET / KITCHEN SINK | 








a” 





The right supply, valve, fitting for the perfect hook- 
up between water iniet and fixture. Pre-cut flexible 
pipe bends in any direction and shape, making hard- 
to-get-at corners easy to work in. No longer the extra 
equipment and labor of solid pipe installations. 


CHROME-PLATED FLEXIBLE PLY 
PIPES — Individually carded for 
easier merchandising and product 
protection. Illustrated step-by-step 
installation instructions on the back 
of every cord. 


VALVES—individually packaged in 
attractive window-box with cello- 
phane overwrap .. . affording full 
view of the product, at-a-glance 
identification and over-all protec- 
tion to the jeweled chrome finish. 


CHROME NIPPLES, FITTINGS, NUTS 

RINGS—-Conveniently separated 
and displayed in their own particu- 
lar metal pocket, clearly identified 
with picture, size, part no, price. 


12” x 18” FITS EVERY 
ACTUAL SIZE 


Please send the following: 
[| 4 page explanatory folder 


Quick Sowiee men cr arnrsen #100 
Quick Cowise men cnaroisen #200 


City State 
Favorite Wholesaler 


Do not send poymen!. Your wholesaler will invoice you.) 


PLUMB — °SHOP 


DETROIT 1, MICH. 





DORMEYER Pov 
Model 720 


Dug gest« 4 Re 1 au 


DORMEYER P 
Modei 710 


wer Saw 


$§9% 


DORMEYER Power Saw 
Mode! 700 
Duget sted Retail 549% 
DORMEVER 

. AMERICA'S 
LEADING 
MANUFACTURER 
OF ELECTRIC 
APPLIANCES 


_— 
~ 


DORMEYER\ 
P | } Write DORMEYER today for 


Aat yg 
o 


POWER TOOLS 


+6995 


CUTS 45° BEVEL IN 2° x4"... 
WITH BLADE TO SPARE! 


Competitive saws that make 
this cut, retail at $10 to $30 
more than the Dormeyer 
Matched-Craft Saw 


DORMEYER 


| 


. 
with vv rencn-u 


Model 200 


Suggested Retail 


DORMEYER 
with Geared Chu 
Model 210 
Suggested Retail 


DORMEYER \" Drill 


with Geared Chuck 


a ei 
a Pe, 
a ~— 
= 
i. 


“ DORMEYER > 
Meatehed | rage 
POWER TOOL 








pes! 


PRICES 
$10 to $30 
uncer 
oheleale! ta teil. 


equipment! 


Exclusive Wrench-lok chuck... 
geared chuck performance.. 


Patented Wrenc} 2k CNUCK 
by Dorn eyer 
with exciusive Ro 

bit as easily a8 @ geared 
loosens as readily, too 


oner ates in cor 


Drill 


K (_huck . ‘ ~ 


$91% 


M 220 _ 
conte ted Retail 2 ee 


DORMEYER Drill 
with Geared Chuck 
Mode! $106 
Suggested Retail 339% 
with 


Mode! 520 


Suggested Retail 


DORMEYVYER CORPORATION o@ 


DORMEYER 


Geared Chuck 


POWER TOOL 


DORMEYE! 
VW { 


Mode! 320 


+” Drill 


349% Li Mode! 38 7 


Lg gt 


DIVISION 
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_. Sell Flat Wrenches QUICK! 


With this Sales-Active New 
m Merchandising Idea by 


aaa NONE BETTER 
age 
wes PLASTIC POUCH AND 
@ METAL WALL RACK 
be with 5 or 6 Piece Sets of 


COMPLETE 

KIT INCLUDES 
PLASTIC POUCH, 
METAL WALL RACK 
AND WRENCHES 


I I i 


ENGINEER'S WRENCH SETS 

Wilh POUCH & WALL RACK | 
5 Pc. Sets: Heavy Duty — openings 3/8” to 7/8”. Lo) va 
Light Duty — openings 5/16" to 3/4”. Polished or \a~7 
Unpolished Heads. Std. Pkg. 5 


6 Pc. Sets: Heavy Duty — openings 3/8” to 1”. 
Light Duty — openings 5/16" to 7/8’. Polished or 
Unpolished Heads. Std. Pkg. 5. 


COMBINATION WRENCH SETS 
WITH POUCH & WALL RACK 


5 Pc. Set: Openings 7/16” to 3/4”. Polished Heads. 
Std. Pkg. 5. 


6 Pc. Set: Openings 3/8" to 3.4’. Polished Heads. 
Std. Pkg. 5. 


Make Combination Sales — 


Sell an 11 or 19 piece TUFF-TEST 
Socket Wrench Set every time yow sell a Set of 
TUFF-TEST Flat Wrenches. Metal Rack hooks se- 
curely on front of Socket Wrench container, and 
both hang on wall as shown below. This NONE 
BETTER feature increases Tool Sales for you, 
helps your customer build a useful Tool Dept. 




















NONE BETTER DIVISION 


» Qs HIGH SALES ACTION 


DROP FORGED TUFF-TEST 
CARBON STEEL ENGINEER'S 
OR COMBINATION WRENCHES 


iow COST- 


# 


Spur your Tool Sales with low-cost NONE 
BETTER Wrench Sets packaged this eye- 
catching new way. Handsome Plastic 
Pouch puts Tools on display for you, pro- 
vides a durable, handy Kit for your cus- 
tomer. Red enamel Metal Rack hangs on 
workshop or garage wall, puts a complete 
Set of popular NONE BETTER Wrenches 
at his fingertips. Tools are forged carbon 
steel, hardened and tempered for long wear, 
brightly plated against rust and corrosion, 


precision broached and superbly balanced. 


THE NEW BRITAIN MACHINE CO., NEW BRITAIN, CONN. 
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— Mies 
TAPPING (A) 
1 Si 


MADE IN 
U.S.A, 


SOUTHERN SCREW CO. 


ROUND HEAD 
STOVE 


BOLTS 


100 


MADE IN U. S.A. 


Today's customer is in a hurry, has no time to hunt or 
fumble for what he wants. That's why SOUTHERN fasteners 


are packaged to stand out on your shelves and give easiest 

PACKAGED handling. “Ez to C" silhouette and color labels instantly 

identify types and sizes. Attractive color, parrafin-base dye 

TO HELP YOU SELL and 100°, virgin Kraft paper make boxes attractive, soil and 
moisture resistant, and long lasting. 


Screws with a Southern accent on quality—packaged for service 
and convenience—HELP YOU SELL! 


Write for free color label chart, package 
stock guide, bulk stock list. Box 1360-G 


WOOD SCREWS © STOVE BOLTS © MACHINE 
SCREWS @ A & B TAPPING SCREWS 


scREW (ae? FY BY In Bulk Only 
ee bal haltt ROOTH CAROLINA CARRIAGE BOLTS . HANGER BOLTS 
Sold Throwgh Leading Wholesale Distributors 


WAREHOUSES: NEW YORK CHICAGO DALLAS LOS ANGELES 
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2 Display and sell this Standard 


Sturdy Drill Set and you profit from 
the sale of not one... but 13 drills. 


These Standard Drills are made of 
high speed steel for longer life . . . 
less breakage. Hobbyists recognize 


the name Standard for industrial 
quality tools, so sales are sure... 


turnover 18 greater. 


Ask your hardware wholesaler for 


multi lies Our rofits Standard Drill Set S-13. Also 
Tae p y } available in sets of 8 and 1] drills. 


STANDARD STURDY DRILL SET $-13 


Thirteen H gh . peed Stee! Drills ' * "ha iy vi - 
/ , 5 1? } ; j ; 
Je", A, Ta, Ae Te, he, 7a", he", 





HIGH SPEED AND CARBON DRILLS FOR METAL, WOOD AND MASONRY 


TANDARD JOOL (‘0.. 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 






FACTORY BRANCHES IN: NEW YORK © DETROIT © CHICAGO + DALLAS *© SAN FRANCISCO 


THE suuidaile Line: Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Special and Carbide-Tipped Tools 


ST «far 
COST ME $49°° 


wi... OU. 


Ws up’ with New Westinghouse Light 
Switches and Qutlets...the high-profit quality line 


Sell Up — For the first time, here’s a quality Sells Itself—Promoted by millions of dollars of 


’ . . 
Here S what you get in ihe wiring device line with a name your customers advertising each year, the W estinghouse name 
New Profit Pack: recognize and buy—W estinghouse! For a few is a household word. And this new line. an 


25 Duplex Outlets pennies more, sell up with these switches and nounced by Betty Furness, is advertised in 
25 Triple Outlets outlets built to last 100 years. You get fre 
25 Single Pole Switches 
10 Three-way Switches 
35 Switch plates 


_25 Duplex Plates Sell The Market, it's Ready — Over 20 million regular wholesaler, write Westinghouse Electric 
145 easy to Sell us 


Westinghouse devices. 





Better Homes and Gardens to over 3.5 million 
selling tools with every introductory profit pack! readers. 


lf the Westinghouse line is not available from your 


homes need new switches, outlets and Corporation, P. O. Box 3054, Barnum Station, 


other wiring devices. Bridgeport 2, Conn 











you CAN BE SURE...1F iTS FREE: ge use 


Westinghouse 


Betty Furness, star of Westinghouse Studio One and Best of Broadway, helps sell this 
J-99925 line for you on TY and on these big 2-color counter cords and window banners. 
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Sd 
-_ 


“re ? 
— © 
. “ees Ses comes penermm 


BLOW YOUR OW WN HORN eee but he Sure youre playing to 


a packed house. The recognized leaders have set your stage the Journal in the women’s service field Time 


top newsweekly Life, mightiest of the mass weeklies and TRUE, America’s largest selling man’s magazine! 


The publication most readers preter 1S the most profitable tor vou. It you have a produc t for men, it belongs in TRUE 


Cuarantee. 1.750.000 ABC , Fawcett Publication. New York. Detroit. Chica 


go, San Francisco Los Angeles 





‘eh , 
7 rT? Ms 


S‘c/ «at a 
» 





Model C 


(27"" x 60°’ $9 1-9 
top) List 


Banquet Model B 
(30°° x 72° 95. 





ONLY THE FOLD-A-WAY 
HAS ALL THESE FEATURES: 





%& COMFORT-ZONE WIDTH ... extra 3 
inches wide for real dining comfort. 


% ALCOA ALL-ALUMINUM for light weight and 
strength. Holds over 40 times own weight! 


% PUSH-BUTTON OPENING. 
% PATENTED SLIDING CHANNEL CONSTRUC- 
TION no imitation can match. Braced legs 


eliminate side-sway. 


%& GUARANTEED BY GOOD HOUSEKEEPING! 


% SCRATCH-RESISTANT FIESTA EMBOSSED TOP. 


SUN N SURF +. 


LAWN KING 
“Wonder Fold 
chair. Extra wide 
‘“Tu-Tone’’ web- 
bing. Unique one 
motion fold. 


Write for 
name of 
your local 
Jobber 





CONTOUR KING fold- 
ing chair. Unbreakable chair. Finger-tip con- 
plastic arms: one mo- trol. Plaid Saran on 
tion fold. Extra wide 
Tu-Tone”™ webbing. 


SOLD ONLY THROUGH JOBBERS .. 


Made only by 





















































Made without skimping . . . of ALCOA aluminum 
. . . with features no imitation can match! 


Let's face it . . . since All-Luminum Products pioneered the folding 
aluminum table, a number of imitations have come along. They 
couldn't compete in quality, so they turned to price. Today you 
can buy folding tables in a variety of materials at a variety of 
prices—deceive your customers—hurt your own reputation. But 
the Fold-A-Way remains the Cadillac of the industry . . . the best 
made, the best value, the best advertised. And our sales continue 


to increase. It’s easier to sell the best (and the best stays sold)! 


LDING ALUMS CHAIRS 


SUN KING 5-position TERRACE KING budget 


chair in check or Plaid 
Saran. Plastic lacing. 


polished aluminum. Folds in one motion. 


Adjustable head rest. 
Folds in one motion. 


. NEVER DIRECT! 


AMLANKIN Gz 36th & Reed Sts, 


Phila. 46, Pa. 
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Biggest garden hose news since Koroseal! 


B. F. Goodrich 
special offer 


gives you 
8% markup 


Profit package assortment No. 0586 

















> . . . = een 
¢, , > 
You get 58.6 percent markup I rofit package assortment N 9, OD) 





: You get 55.7 percent markup 


Contains: 14 lengths of 75, 50 and 25-foot Koroseal: 





both red and green. 5 lengths (same sizes) yellow Contains: 38 lengths of Koroseal, Garden Club, Crys 
' — | nw ; . o | , | | _ 

Garden Club plastic. 7 lengths Crystal Clear plast tal Clear and Featherweight plastic plus 16 lengths of 
and 6 lengths of Drown Featherweight plastic. Total 5, SO and 25-ftoort B. F. Goodrich rubber garden hos 

: 

é 2 : 

4 a 

4 

ad 


, ; ; You buy 54 lengths. retail ; : $400.65 


You buy 32 lengths, retail . $240.15 

a 2 ; ; PRIZE (50-ft., Koroseal) retail . , 9.80 
i PRIZE (50-ft., Koroseal) retail... 9.80 at 

: : . Total retail value . . $410.45 
Total retail value . . $249.95 


b M You PAY only . ; 257.2 
You PAY only . ; , 151.39 . : 
YOUR PROFIT $153.21 





2 acs 


YOUR PROFIT $98.56 


| LE LEI SPL IGS TOM chs Se Ce ae ha setae Lat oe OME QO la tail ae Siac 





Highest markup and profit ever oftered People ask for Koroseal and other package. We send displays dire you 
garden hose! You get your choice B. F. Goodrich hose because of the way The B. F. Goodrich Company, Industriai 
idvertised. Big, attention-getting Products D n. Akron, O} 


? ? ? ;? : . 
4 > ISS ’ ’ . rT, Z ~ \ ryfe if 
L « i i ‘ ii Aik it i ik 


¥ ' 

, - . " * > ~F is " : “Y va a ‘ ry > 4 r? , ¥ 

‘ tii] : . ¥ ( HK ; pat it \ iC A aL fC icGiS Lull iti Lite. — QOUics & (, 
; 





- , ’ , 
assortments contain Koroseal hose and lens and [he Saturday Evening P 
: Oss or . 
iil a Wi | ta cri | >>. K or > il < £ilijpraif 
7 ’ + 
' () isi t ‘ is th ivgvest vet: Wil! 


pads | iif ~ ‘ + ¢ . € Li y I 4 1} i t ; ii ; i] 
' ' 
tains the high quality iricl millions including your customer nd 
r gor hye - 4 * * 4 . es = + ’ ers ‘gory ‘ ; . a 7 P rc! 
The new plastic line is an ideal You tie-in with advertising. We giv by 
> ’ _ _ ° ’ . | 7 ; ; | : 
suppiement ft K Cai. If Incl es you tree 1isplavs and streamers for e 
Garden Club. best value next to Koro- ounter. wall and window. These read B E rl 
. , “ , —— . — ae Pg = . 

seal. Crystal Clear f: istomers wh K orosea! in Drgnt, Day Glo SCTiIpt 

1 and mail the INDUSTRIAL PRODUC Ts 
your price plastic business reply card packed in each proht DIVISION 

; : 
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WATERLESS 
HAND CLEANER 


A QUICKEE Dispenser excites 
curiosity, builds traffic, sells 
QUICKEE. Install one in your 
sales room. 


FREE QUICKEE SAMPLES make 
sales. FREE samples are yours 
for the asking. 


Feature QUICKEE-GLAD RAG POLISHING CLOTH for easy! 


companion sales 


YICKEE PRopuct 


. 8. £ ¥ 
» 
; ~~” 


a 


f 


oN 


Painters and mechanics make good money 
today. Like the rest of us, they like to step 
out — have fun 


QUICKEE is a worker’s best friend. It re- 
moves tough, incrusted paint, dirt, grease, 
grime, tar, pitch, etc. in seconds — with 


or without water 

When a worker uses QUICKEE, he doesn’t 
have to hide his hands in shame. That's what 
makes QUICKEE such a wonderful profit 
item for you. For clean money from dirty 
hands, stock up with QUICKE! 


ANOTHER GOOD SELLER! ash-Cutton Spray 


QUICKEE Paint and Varnish Remover 


Just spray 6): Removes 
paint, varnish, lacquer, shellac and 


enamel! Write information 
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You ean t afford not to sell 


power-driven and , "““ ’ ‘ 's & ’ 
+ 

paint brushes for Pi ‘I Shi it . ' at ° 

every home and 


industrial use. Flere’s why: y 
T 7 ' 


fer, 


. , oe 
Maintenance, 


brushes prove 
burgh 
“1H0S } —, : 
bristle 
‘2 ’ ur Cust shat »S 
industry. Stock the compl 
texturized synthetic (Pittsburg 
Pynex Nylor | hogs’ brist! 
For address of your nearest Pittsburgh supplies 
‘ 


GLASS Co., Brush Div., Dept. A-4, 3221 Frederi 


PITTSBURGH 
; 2 
Kad Stripe BRUSHES 
GRUSHES © PAINTS © GLASS © CHEMICALS © PLASTIC © Fieger $93 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Here’s your opportunity 
of a lifetime for 


EXTRA PAINT PROFITS 


Dealers everywhere are making this statement: ‘‘Man, how 
Shingle n’ Shake is selling!"’ It's being used in volume on 
mass housing developments, individual homes, commercial 


buildings, institutions—wherever there's any kind of rough 


Rewes! flat finish for all 


« & s 
Tour ‘€itered exterior: 


exterior surface to be painted—from brick to asbestos 
shingles. Yes, asbestos shingles! Those are things to remem- 
ber about Lowe Brothers Shingle n' Shake . . . it’s not just 
another outside paint, but one made especially to meet 
the particular needs of a tremendous untapped market! 
.. And that's why dealers everywhere say Shingle n 
Shake has provided them with the biggest exterior paint- 
selling opportunity in many years. But it's only the begin- 
ning—the market is growing bigger every day! 
Put Lowe Brothers Shingle n’ Shake on your shelves now 
—make the most of this great opportunity for extra paint 


profits in your area. Write for complete information today! 


The Lowe Brothers Company « * Dayton, Ohio 


right for every rough 
exterior surface! 


Asbestos shingles, wood shingles, shakes, 
rough-sawed siding, brick, cement, 
stucco—"’S n’ S” is perfect for all! 
Alkyd-reinforced for longer wear. Fine 
range of wanted colors. Easily applied 
with brush or roller. Piles on—hides per- 
fectly—dries quickly. One coat covers! 


hacked by a complete program 
of advertising support 


-_ 


ee 


ee _ me 


& ee 
J 


ot 


Lowe Brother’ | 


SHINGLE n SHO | 
NT 


= 


oe 


a ~~ ecg 
‘ al 4 
——— - 


had 


; -” 
: 
a 


Lowe Brothers 


PAINTS - VARNISHES 


DAYTON, OHIO 
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The best tool 


for every job 
and you can 
diai them all 
with SHOPSMITH* 


MECHANIX 
ILLUSTRATED 


A FAWCETT PUBLICATION 


67 West 44th Street - New York 36, N. Y. 





GET THE 4 BIG SPECIALTY PAINT SELLERS 
IN ONE PROFITABLE PACKAGE. .. . 


ACME’S “BIG-4 SALES BOOSTERS” 


ALL-PURPOSE BLACK ENAMEL (Alkyd Base) Hs. are the four fast-turnover, depend- 
A jet black that makes many other blacks look able specialty items which every dealer 
gray. Quick drying, dries to a beautiful high gloss. tame dl 

For use on wood or metal, inside or out. Easy to should carry: All-Purpose Black Enamel, 
apply, it flows on smoothly. Sil-Tex Aluminum Finish, Non-Flammable 


SIL-TEX ALUMINUM FINISH 3 Ss Paint and Varnish Remover, and Tinners 
Perfect, fine-quality, all-purpose aluminum finish. 


Kasy to apply, can be used inside or out. Its Red. These big volume products will in- 


es gare — qualities will conceal even a crease your profits and promote repeat and 
MACK SuUFiace, ; 


NON-FLAMMABLE PAINT AND VARNISH REMOVER tie-in sales. 
Quickly and easily removes paint, enamel, varnish. Now vou can make additional profits by 
leaves surface ready for immediate finishing. Does < Baers: . ouie, 
not raise grain of wood, is non-flammable and ordering the “Big-4 Sales Boosters in 


non-combustible. one convenient package. 
TINNERS RED 


An improved protective paint for first-coating tin Get these top-quality, profit -producing 


and galvanized surfaces, such as gutters and products by ordering from the Acme 
downspouts. Is economical and has excellent ' 
’ 


ling and adhesion. Dries quickly ...1¢ to2 hours. jobber today. 


ACME QUALITY PAINTS, INC. 
DETROIT 11, MICHIGAN 
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EW FORMULA 








gives you 
VOLUME SALES! 


REDUCED INVENTORY! 
SATISFIED CUSTOMERS! 
BIGGER PROFITS! 


It's new. It's different. It's better. 

Three vears ago our Research and Development 
Department took on a hard job—to produce an elas- 
tic glazing compound that would be definitely superior 


} 
to anv ot the conventional brands on the market. 


After three years of testing ...1in the laboratory 
and in the fheld... we developed K.-120. In actual use 
under all condition K.-120 Surpasses every other 


formula. K-120 is the only formula that has all 


FOR GREATER 






HANDI-GLAZE gives you a double opportunity for fast turnover. First 
a new product formula. Second, a new display carton (shown below) 
s that will make extra sales and extra profits for you. 


TRIPLE PURPOSE 
GLAZING COMPOUND 





the features to make it the WORLD'S FINEST 
glazing compound. 

Moreover, it’s a triple-purpose formula. K-120 is not 
only the best elastic glazing compound, but also takes 
the place of putty and knife grade calking. You stock 
only One product instead of three. 

We call it HANDI-GLAZE, to tie it in with our 
famous Handi-calk name. It’s packaged in bright, new 


lithographed cans that will move fast off your shelves! 


ELASTIC e® SEALS PERFECTLY ® NEEDS NO PRIMER ® NO OIL SEPARATION 
WHITE COLOR e@ EASY TO HANDLE @ CAN'T DRY IN CAN @ WON'T DISCOLOR PAINT 


2366 Woodhill Road 
Cleveland 6, Ohio 


Hutson Division 32 Main Street 
Conyers, Ga. Matawan, N. J. 
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The two latest additions to the “Dutch 

soy’ interior line are new WONSOVER 
and new COLOR GALLERY Interior 
paints. 


And between them—between these 
two modern, easy-does-it Nalkyd wall 
finishes—‘‘Dutch Boy” dealers have 
everything 1955 paint buyers want in 
interior flats. 


Everything! Sales prove it! 


—_ the 


paints 


n ready mixed 


In ready-mixed paints, WONSOVER 
is in a Class by itself! 


For easy application, easy cleaning, 
you just can’t top brand-new WONSOVER: 
it’s made from special Nalcolyn resins, 
“Dutch Boy.” It dries fast, 
it’s high-hiding, it’s odorless. It’s popu- 
larly priced, too. What’s more, it comes 
in a wide range of most-wanted colors. 
And, great news to paint buyers, all these 
wonderful WONSOVER colors are pre- 
harmonized. No color clashes! No won- 
der WONSOVER is easy to sell! 


uci lyseri ‘ely 
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In Easton, Pa. 
H. M. Prince says 


WONSOVER IS 
A BIG SELLER 


The local school board, 


: for example, wanted to 

: redecorate Easton High 

7 eS School. Teachers were 

we e & : going to do part of the 


painting. So Easton 

Paint-Up, owned by the 

ing nce brothers, recommended new, easy- 
n loes-it “Dutch Boy” Nalkyd Wo ER 
: ae lor plann qaoes-it itch HOY NAIKYV ONSOVER., 
in simplified co They sold 400 gallons—and both WONSOVER 


GALLERY Thc a0 ened oth Worm 
COLOR the Roard. The 7 T her painters, too! 





“COULDN’T 
COMPETE 
TODAY 


without the Color Gallery’’ 


Griffin & Sons is the oldest “Dutch Be 
dealer in San Francisco (1906 it’ 

one of the first stores to stock the ¢ 
Gallery. “Every vear since that time,” 
says Frank Griffin, Jr., “our paint b 
ness has grown while our inventors 
diminished. We couldn't compet Lon 


without the Color Gallery ys 








Sells color, sells paint, Boy” salesman calls. We want 1955 to be 
steps up profits! a big profit year for you. The biggest ever. 


The last word in simplified color plan- To dealers everywhere: if you’d like 
ning, the “Dutch Boy” Color Gallery not _ to put in the fast-selling, nationally ad- 
only helps your customers find the colors vertised “‘Dutch Boy” line, find out if 
they want. It also tells them what colors there is a “Dutch Boy” franchise avail- 
go together. Selling color sells paint— able in your area. Phone or write our 
that’s why profit-minded “Dutch Boy” nearest office. 
dealers are sold on the Gallery. 


To “Dutch Boy” dealers: if you’re not . P "(e 
. 4 a" —_ ' ’ : New York 6: Atlanta: Buffalo 3: Chicago : 
vet carrying both WONSOVER and COLOR SATIGTEAS BERD COMPANY 7 ,~ 


20; Cincinnati 3; Cleveland 13: Dallas 2; Philadelphia 25; Pittsburgh 12; St. 


(;ALLERY, sign up next time your “Dutch Louis 1; San Francisco 10; Boston 6 (National Lead Co. of Mass.) 
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Standard and Special Washers | 
of Every Description to Meet 
the Demands of Your Trade _ 


A GOOD NAME TO REMEMBER 
WHEN YOU NEED WASHERS 


You need never be at a loss for a dependable source 
of supply when it comes to Washers because Mil- 
waukee Wrot Washers are literally stocked at our 
plant in thousands of different sizes, including all 
standard and semi-standard sizes. In addition to 
this large and comprehensive inventory, special 
orders to meet specific requirements can be made 
up from our more than 25,000 sets of dies with- 
out doubt the most extensive assortment in the en- 
tire washer industry. 

Let us help you keep up your shelf and warehouse 
stocks of fast-moving U.S. Standard, S.A.E.. Rivet, 
Lock Washers and various other types of “in de- 
mand” washers. Prompt deliveries: 


HARDWARE DEALERS: Please order from your jobber. 


Se MACHINERY 


NO. 200 ASSORTMENT @ 
MACHINERY BUSHINGS Ye, BUSHINGS 
ee ee eae CONVENIENTLY PACKAGED 


otal of JZUK) na ‘08 ~ 
Machinery Bus! EMERGENCY REPAIRS x“ Loom 


litterent si7s 
r) . to 


| 


+ Rave 


enabling you to All standard SIzZes are ivallable in | lb and 


ii Ty of 


display board, a 5-lb. boxes, as illustrated, and in 200-Ib. con- 


ms mchuded w ~ dpe are aire 


ot ’ wh 


| rehase cach No Ma | (* _ tainers for bulk supply. To facilitate ease of 
a f y) . ’ shipment it is recommended that jobbers 
a 2 ee Yee At order paper box units in standard 200-lb. 

— <> — ——— WROUGHT Wasnte meG. CO is i packages 


DISPLAY BOARD FREE DEALERS: Order from your jobber. 


WROUGHT WASHER MFG. CO. 
THE WORLD’S LARGEST PRODUCER OF WASHERS 
2218 SOUTH BAY STREET MILWAUKEE 7, WISCONSIN 
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Two great 
Corbin 
padlock 
values 


Compare these really-secure Corbin padlocks for 
value! You'll see why they both are sure-fire 


best-sellers in leading hardware stores everywhere. 


(Above) P65 95c suggested retail, 1," x I case 


Ss d die cast ca’e. aluminum lustre Hardened 


stee! shackle, codmium plated. 5 disc tumbler security 


Packed one-half dozen in a box 


(Below) P9S $1.75 suggested retail, 1’.'' « 1°",." case 
S id die cas? cose aluminum lustre Hardened stee! 
shack e zine plated 6 pin tumbler extra security 


Pocked one-? alf aozren in ao Dox 


You get fast profitable sales action with 
Corbin padlocks, backed by Corbin's 
national advertising. So call your Corbin 
distributor today ... make sure of an ade- 
quate stock ... and CASH IN by displaying 
AND SELLING popular Corbin padloc ks! 

‘I hey re really secure... priced ris hrf 


, 


made to cell On ti ht 


CORBIN “FREE HAND’ NIGHT LATCH 
ng profit-moker. Aluminum cas - 
fir sh Easy one hand operation, 


4 ?? ‘ Z as ; T 
4 ck. Packed one in a box, 


CORBIN CABINET LOCK DIVISION 


The American Hordware Corporation 


CUNGIND 


New Britain, Connecticut 
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STAGING 

VENETIAN BLIND CORD 
SASH CORDS 

CLOTHES LINES 
MASON LINES 
FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 


QUALITY MERCHANDISE AT COMPETITIVE PRICES PARCEL POST TWINES 


POLISHED INDIA TWINES 


: PLASTIC CLOTHES LINES 
romp f) elivery GUARANTEED on q JUTE TWINE 


NYLON 


You can put your confidence \ Fees 








Art. No. 583 


CELLOPHANE LABEL 
WRAPPED TUBES 





Full range of sizes 
6 to 72 ply on 4 oz. - 8 o2. and | Ib. tubes 


ORDERS OF $50.00 OR MORE, FREIGHT 

PREPAID. Orders of less than $20.00 f.o.b. Mill, 

Lawndale, N. C., Los Angeles, Calif., Marietta, 

Minnesota, or Dallas, Texas. Orders of $20.00 

to $50.00, freight allowed to $1.00 per cwt. , oe 
Freight prepaid does not include extra charges When you display the JIGS line - 


incurred outside carrier's regular zone of delivery. e / 
it Sells: 


Write For Size Cards And Price List. 


Cleveland Mills Company LAWNDALE, NORTH i eeenes 


ESTABLISHED iN 1873 786! Sepulveda Bivd Marietta 104 Gaston Ave. 
oa ae EL ew ee _ | Van Nuys, California Minnesota Dall ss 26, Texas 
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(hot a. Cine! GYD 


FOR REAL GARDEN SUPPLY VOLUME 


This is the line that’ll add real PUSH to your Garden Supply Business! 
Better design, better made, better prices . . . it all adds up to more 
sales and more profits for you. For more information and prices just 
send us the coupon. 


GHD LAWN SWEEPERS HID « DUNHAM’ LAWN ROLLERS 


. * TWO MODELS 







20°’ Sweeping Width ee ee 
24° Sweeping Width he needs of ne wner 
sof . ourses Lor 3e 
( * BIG BASKET CAPACITY - 


20° Mode! 5'/, Bushels 
24°’ Model 71/, Bushels 


RUGGED all steel 
frame 


* Fill with water or sand 














Heavy duty brush 


P Drum edges are rounded 


Ball bearing brush reel 
Rubber tires 





Self cleaning adjustable 


f 
sll scraper 


_ 
s is the finest lown sweeper you 
mn sell. it's built for easy 

andling and long service life 
verything cobout it is rugged, 
verything about if is modern 


SKS Lawn anp HOME AND GARDEN 


y, GREEN CULTIVATORS WHEELBARROW 
‘ 









Oilite bearings 





amare + 









* BUILT RIGHT 


* The Best Aerator \ * PRICED RIGHT 





, Big Deep Drawn 
* E-Z does it push pull ; 


action 









* Big seller to 
homeowners 





», 
Manufactured by 
OHIO MACHINE PRODUCTS, Inc. 
COLUMBUS, OHIO 


Manufacturers of the Dunham Hend 
ond Fairway Water-Weight Rollers 





. ¢ 
jew York & N y 





Name 


Address 





Exclusive Sales Agent 


JOHN H. GRAHAM & CO., INC. 


My jobber 
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How to 
,double your sales torce... 


without extra expense 


LOOK WHAT EMERSON-ELECTRIC’S DOING TO MAKE 
°55 YOUR BIGGEST YEAR YET FOR FAN SALES! 


This summer Emerson-Electric will put a powerful new selling force to work 
for you— both inside and outside your store! Great ‘‘outside”’ 
salesmen ... powerfully different Emerson- Electric 
advertisements that make summer comfort 
come right off the page... will be featured 
in dominant LIFE ads, in big 

space in newspapers! 


A great new salesman inside 
your store! Emerson- Electric's 
sensational Fan-Guide Dis- 
play! It helps buyers select 
the right fans by just twirling 
a dial—does a big part of the 
selling job for you. 


Plus all these extra sales helps 

Eye-stopping Low-Table Fan 

Display ... Window Fan Cards in 

bright Day-Glo...attention-getting Win- 

dow Banner... as well as colorful Consum- 

er Folders ...and a new cooperative 

advertising plan with newspaper-ad mats, 

_ ae etude radio and 'I'V scripts to help you tie in! 


~. es 
FAN SELECTOR GuivE ; O “. With brilliant new styling in America’s 


Titi tie) Miliel 14 *., y ¢ most complete line! All of Emerson 
of St. Lovis i S— eee = Electric’s famous “‘lifetime features’’ 
—— = now wrapped up in exciting new Fantasy 
designs and decorator colors! All backed 
by the famous 5-year, factory-to-user 
guarantee. 


a . eee atte 
FN JOY . Better check your stock and order Emerson 


Fans early ... start cashing in early with 


COOL this powerful new selling program! 


Write for Catalog No. 3017. THE EMERSON 
COMFORT PRM mocmuc neo co.sr tous 2. ao 
with 5 bs :| 
EMERSON — Ccmerson 
ELECTRIC ane 


bap |» FANS = 
“* | SELECT THE FANS YOU NEED NOW! 


_ | Electric 


‘Wel EMERSON - ELECTRIC 
of St. Lovis « Since 1890 
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CYLINDER | 
) FLAT STEEL | 








The KEIL No. IQ! 2 Key Duplicating Machine will cut cylinder keys, flat 
keys, and practically all solid and drilled bit keys, except those requiring end 
and side ward cuts. 


It is equipped with tw separate carriages, on which are mounted two vises 
each. These convenient carriages, one for cylinder keys and one for other type 
blanks, operate independently and eliminate the necessity of substituting 
vises. A protective hood automatically covers the cutters while the machine is 


7 
operating. o KEIL 


* 
Model No. 10'/2 —_— Key Machine mounted on a board with Pi LOCK CO... 


a 44 H.P. motor — ready to operate. 


¢ 
Model No. 10 — Key Machine only. PY INC. 
y CHARLESTOWN, NEW HAMPSHIRE 
. ¢ 
Ask your jobber ¢? Please send me complete infor- 
@ mation about your No. 10 & 10/2 
af Key Duplicating Machines. 
7 
? Name 
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NATIONAL LOCK... 


thtough the year 


leader in merchandising 





— 


. 
* m1 939 came envelope packaging 
OfpOk National Lock was one of the first to package hard- 
\E Wt ware items individually in printed envelopes. An 
: efficient system of packaging back in the year 1935. 








hardware was carded 


National Lock was one of the early leaders in the [. 
development of carded hardware. Here was a new 
innovation in convenient purchasing in its day. 











’ 





_IN it was transparent bags 


Polyethylene and cellophane bags have been used 
extensively by National Lock. They were superior 
for effective product display and protection in 1947. 


Now in (955... CeleeCae-Petk 





Trade Mork 


THE ULTIMATE PACKAGE 
FOR MODERN MERCHANDISING 


Couleniuil ...for you 


and your customer, too 


pnotitabte ... stimulates 


impulse-purchase sales 


® HANDY BOX HAS CLEAR ACETATE SLIDE COVER 

@ PERMITS CUSTOMER TO SEE AND EXAMINE MERCHANDISE 

® SAVES VALUABLE STORAGE, SHELF AND COUNTER SPACE 

® ASSURES DEPENDABLE PROTECTION OF HARDWARE PRODUCTS 

® PROVIDES THE ANSWER FOR EFFICIENT, QUICK-SERVICE SELLING 


write for Catalog-Price List No. 255 describing 


the EXCLUSIVE new ‘*‘*Select-a-Pak’’ program 


FP Beek © ee ee Gee EP eB 


ROCKFORD, ILLINOIS © MERCHANT SALES DIVISION 
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A Special Report 
By Hardware Age 






















A report of the 
Southern Hardware Convention 


the 64th annual convention of the 


Southern Wholesale Hardware Assn. 


and the 108th semi-annual convention of the 


American Hardware Manufacturers Assn. 


page page 
Wholesaling Efficiency Studied 74 Old Guard Honor Pins 82 
Old Guard Elects 75 Profit Improvement Program 83 
President's Address 76 AHMA Officers 86 
Dealer Sales Promotion Help 78 Plan for Returns and Credits 87 
SWHA Officers 80 Behind Scenes in Washington 89 





Salesmen’s Compensation Potential Appliance Market 


Wholesaling Efficiency Studied 


Roads to achieving more efficient 
wholesaling operating procedures 
in order to cut distribution costs 
were explored at the recently con- 
cluded annual Southern Wholesale 
Hardware Convention. 

With that in view the convention 
featured a management consultant 
who discussed methods of improv- 
ing the profit picture; an appliance 
sales executive who pointed to the 
methods necessary to capturing the 
huge market potential in those 
lines 

Industry speakers discussed such 
subjects as salesmen’s compensa- 
tion; sales promotion help for re- 
tailers; the problem of returned 
goods, and the carrying of samples 
by salesmen 

In addition, the convention 
heard nationally known speakers 
discuss the implications of 
situation in the Far FEast, 
meaning of Americanism, both 
which talks related to the welfare 
of business and the country toda\ 
This was the 64th annual con- 
Whole 
sale Hardware Association and tne 
LOSth 


vention of the Southern 


semi-annual convention of 
the American Hardware Manufa 
turers Association which this vear 
after a two-vear absence, returned 
to the Palm Beach Biltmore Hotel, 
Bea h, Fla 


at the convention totaled 1400 dele- 


Palm Registrations 


yates and their Wives 


in 1956 the Southern Hardware 


R. M. MILLER, Railey-Milam, Inc. 


president, SWHA 


Convention will return to New Or- 
leans, La.. where new hotel facili- 
ties are available. In 1957, it is 
expected that the convention wil! 
again be in Palm Beact 

At the concluding DUSINeSS Se@s- 
Southern Wholesale 


Hardware Convention. all officers. 


sion of the 
vith the exception of two new ex- 
ecutive committee members, were 


e-elected The new committee 
members are KE. R. Courtney, vice- 
Watkins-Cottrell Co.. 
and John W. Shef- 


held, president, Sheffield Hardware 


pre aent, 


Rie | mond. Va . 
Americus. Ga 

R. M. Miller. Railev-Milam. In 

Miami. Fla.. 


year as president of! the 


continues for anothe 
southern 
issociation with S. D. May. Blue- 
held Hardware L o., 
of \ ice-president, and 
W. W. French, Jr.. Moore-Hand- 
ley Hardware Co., Birmingham, 
Ala., as 


a els 
Bluefield 


second vice-president 


FRANZ T. STONE, Co'umbus-McKin- 
non Chain Corp. President, AHMA 


T. W. McAllister, 
managing director and treasu 

The American Hardware Manu- 
facturers Association did not hold 
Franz T 


Columbus-McKinnon Chain 


business meeting 
onawanda, N. Y., Is presi 
Mark 
X \\ bicox Lo 

Bs W ood. 


Piqua, 


1 
Vice-presidents ar 


~~ SS 


A note sai 


Monda \ 


ch was 
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Hardware Convention at Palm 


Beach, Fia., April 10-14 


at Southern Convention 


held on the Cabana Terrace of the 
Palm Beach Biltmore Hotel, proved 
a popular part of the convention. 
It will be repeated in New Orleans. 

A highly interesting and enter- 
taining speaker at the convention 
W. H. vice-president 
and sales director, EMC 
ing Corp., St. Paul, Minn., who in 
speaking on “You Make the Dif- 


was Gove. 


Record- 


ference’ interlaced humor with 
basic selling points. 
Mr. Gove offered this formula 


First find 
said. 


be easy 


for success in selling: 


out what people he 


Then make it easy 


Also, in selling, be 


want, 
TO get 
to buy from. 


vourself—vyour best self. Selling 
is more than just a system. It’s a 


of 


He also said a good sales- 


matter communication between 
people 
man is a good listener. He renders 
and 


ask 


flawless people, 


service to 


finally, he never forgets to 


people to buy. 
With 


isuidl 


Palm Beach offering un- 


entertainment opportunities, 
an interesting 
for the 


Qn Sunday night, April 10, dele- 


program Was ar- 


ranged hardware 


Visitors. 


yates were guests ot the assocla- 
ion at a reception held in the 
Florida Room and West Lounge of 
the Palm Beach Biltmore Hotel. 
The committee responsible for 
convention arrangements was com- 
posed of R M Miller, Railey- 
Milam, Inc., Miami, Fla.: Franz T. 
Stone, Columbus-McKinnon Chain 





HARDWARE AGE, APRIL 28. 


1955 














Corp.; Mark J. Lacey, Peck, Stow 
& Wilcox Co., Southington, Conn.; 
T. W. McAllister, managing direc- 
tor of the 
tion, and Arthur L. 
tary of the manufacturers associa- 


wholesalers’ associa- 


Faubel, secre- 


Entertainment 
N. 


Cooper, 


A. 


Brady, 


George 


L). 


Was 


The report of the Southern 


in cnarge « 


Drody, Walton Hicks, T 
A 


C 


(;. 
sr ‘ ; s B. Yerkes, 


Pound, 


Spicola, 


Robert 


and R 


‘ 





represe nrarr: 


meeting 


tion. 
Old Guard Elects Eaves President 
Sam K. Eaves. Dallas. Tea manufacturers 
elected preside nt of the Old Guard at its annual 
Southern ( onvention. Other officers elected were 


W. 


Mads clected first vice-preside fi 


S. Gardne Ps ( J atffanooda. 


Min 


BE 


panutacturers representative, 
Ha) ry A. Hoftine r. Jackson 
ras re-elected secreraryv-freaqgure) 


Charles A. Pitts. Remington A) 





During f nventior fhe Ojid C, 
p07 in several of it membe hie 
They wer Harry Taylor, Plymo 
(). Ame («a LS. Pr yp. The Stay 
C. Scruggs & Co., and Harry Hoffne 


‘7 


Tenn 
Pe and R VJ Ba fits. New (jried) 


second if 


‘ 


4 


dave KRSROnn) rile . 


lected 
magqrniu@rde 


ssistfant? 


; 


fsere Ff ® 


secre 


rer) j- 


fr 


a 


, 


manutacturers rep) 


jj 


Pe qite 


réeee 





HARRY HOFFNER 


OO OWOTTCeOa CON 


ard a 

rere named ft 
fir ordade f 
eu Works: J 


fj 


chairman, 
Curtis. 


F. 


E. W 





M. 


J. Kenny, 


Jr.. Robert S. Sivite 


M 


s. 


ff 


> 


Towel 3, 


Mille: 


‘ ‘af 








President's Address 





... we must streamline operations; im- 
prove stock turn; reduce handling; have 


real salesmen. not order takers. to reduce 


the cost of distribution .. . 
DY R. M, Miller 


, 3 ’ : Re » | YI ‘oy 4 
tne whonoilesaie nardadware vousiness. sSaies were al- 


ST eq ial 0 ne high level oO! 1Y95, and, generally, 
omy ul a. oe CO ild. Sufhee to say tnat, ; we volume for this year is running a lead of 1954 


now usin s in general in this itryv 1 lil but when we examine the profit-and-loss Statements 


«lil KA > 


riding on » crest of a long-sustained wave of pros we find another and sadder story. Most reports are to 


» 
perity the effect that the decline in net pronts on wholesale 


It mav conti . to ride high for a lon ime 1 hardware operations, which started some four or five 
" . "pe *~ “are he ~ . nriniie 2 iat : 2 T . Dr by . 
come. Yet there are some factors which maj years ago, has continued to date with the probable 


result that the 1954 average net after taxes was 


a bit of caution. Among these is the possibi 


the probability, according to what seems to be good scarcely sufficient to return even a nominal 6 pct on 
authority, of a lower rate of automobile production the capital employed in this industry. 

and a lower rate of building activity later this year Those of the older generation of wholesale hard- 
But one can scarcely venture to appraise what is per- ware executives will not be too alarmed by this situa- 


» . . . : The hata + > } _ 2 he : . ac 
haps the most important tactor qt a t Le ntern: tion. T ney nave le arne d iOnyg Since tnat history has 


‘ i oii. 
tional situation. a tendency to repeat itself, even in business and eco- 


' - nomic trends. 
Last year brought only a very minor “recession ~ - — : , 
T Ai ; | They will recall a somewhat similar situation which 
The decline in general business activity was much , “ae nas T} al 
| yrevalied in tne iate ZUs. ere was even a specia 
smaller than most people had anticipated; too small in | | : ; | : a specie 
, mrase coined to describe tnat period. t was known 
fact to register any noticeable decline on many busi- — “a8 ihe. eS ae 
ness charts as the period of “profitless prosperity.” Sales were 
. | : high but profits were low. 
In that very fact may lie our best nope for a con- , ; 
i higt | f : , It is no mere coincidence that the period of so- 
tinued high rate of business activity during at least + 7. ' > 4) 
ootinn ai . y during at least called “profitless prosperity” of the 20’s occurred 
tne ‘Xt year Or two because government has demon- , . :, : . . 
e next year or two because government has demon around eight to 10 years after the close of World 
. > . : >» | ry? Te : ' : + ’ ry (a>? a , } Th; << ’ . - 44 . 
strated to some extent its ability 1 HtrO, OUSIMNE War I, just as our present period of “profitless pros- 
trends, and next year is an election year perity’ is occurring some eight to 10 ye: 


T he vear 1954 Was on of contin led i] h \ close of World \\ ar I] 


HARDWARE AGE, APRIL 28, 1955 








Southern Hardware Convention 







pip 


had been 





We 
























iali Ordael ouses, cna stores and | 
reason to question the future of hardware wholesal! count houses. all have demonstrated that it is pos . 
ing. But we find the same situation prevailing in to reduce the cost of distribution. but onlv with th 

‘ many if not most other lines of trade, and more pal sacrifice of certain services which most : 
ticularly, in those dealing with the distribution of demand or which are essential to orderly and efficient 
durable goods market development. It cannot reasonably be ex 
pected that any type of outlet will become, and 
: hecked , a a + 
net profit declines must be checke main, a dominant factor tn distribution uniess a 


Wholesalers of electrical equipment, household ap- forms the services that are necessary in the ieVeilo] 





pliances, automotive equipment and simiiar lines are ment and maintenance of the markets for n 
complaining generally about excessively keen compe- dist 
tition and dangerously low net profit percentages. Re- The immediate problem for most hardware whole 
tallers of such lines are also experiencing the sam salers is to bring our operations ba tear , 
trouble profital ‘ Hbasis Koy f we are na yh ‘ Tria Ks ; Pa 
Average net ll Line reta hardware rade Nas bet a vyood interse rt retur! ? } mve rmeni! } 
dec] I ng stead | l re ent vears even though Vol rri¢ ore ? ‘ nera prospertt Ww} ? le} r} ‘ 
nas bee! maint ned ata Nig! level And n tne reta we he the } zines eo ft (i ry rel 
the National Automobile Dealers Association, 1954 Adapt to changing time 
average dealer net profit before taxes was less t The solutions to our problem n e dif 
~ ; i) - ' 7! i 
l pct 6 10th of 1 pet. to be exas and still more difficult t pp We n ‘ 
If 3; a bit +3 ; {oO} some Ol . inaderstand elves ‘ . i ‘ . wit) = h ‘ . 
4 : tne alfil reports of ma! ilact irers veneta l Ness exXe ‘ ‘ rs . »* ram ial lhe ” 4 ‘ ‘ 
' . ahr + nenfite at all_+is hiaoh lawal and at ' 
are showing net profits at all-time-high levels, and a executive at least. has bes 
the same time the distributors’ net profits are dwin- period of inflation, rising prices, merchandis 
dling. Perhaps the best explanation may be found in ages and abnormal rate of stock turn 
the fact that, though supply has long since caught up Peofits have heen made in an inffations — 
with demand, the manufacturers are still pressuring despite careless buying and inefficient seiling e 
thelr sales oryanizZations for record volume. ment have hag) yy ey + = me} whieh nave pdded 
The res i} 1s ontin ied effort TO develop new dis- to operating ,at nad wi h we ld . + by tified r} 
tributing outlets, creating excessive ompetition at a normal market 
both wholesale and retall levels: and along with all Phere na peey 1 Tendens TQ fic nad rit} Tié 
‘ ‘ ‘ ss <4 : 
this Our expenses continue to rise and our gross mar- reward for margin: to sell to accounts whicl ad 
yins to Snrink hye served 4 profit and to spread out = 4 7 ; ry 
There is still a ther recent development in distr whic annot he ered efficient] The ¢ 
Dution, the discount nouse 5s whnicn Ww aiso not he TOO 
aiarming to the older generatio? f hardware me! 
For the will recall other similar developments whic} 
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pecome daominan actors in tne distribution oO! 





nave 












+ } “ 11 ' ‘ :, ; 
certain rapidiy-turning stapie mercnandalse. omece 0 ne Stra I 


ii 


W. F. Stephenson Warren Hardwa: 


» 4 £ a» » ¢hno i+ ‘e field th _— “% » ¢al _r 
B ‘ il im” iit naraware Lie it Lne Cnaifls nave int Nn, 
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many if not most operators have fixed their eves Margins are determined largely by competition or by 
seems to have been volume rather than net profit. the whims of our suppliers. We can’t do much about 

Let me hasten to add that this is not intended as that except, perhaps, to drop such lines as cannot be 
an indictment of management in the wholesale hard- sold at a profit. But we can do something about ex- 
ware trade. Rather, it is merely a recital of the condi- penses, at least to the extent of keeping them in line 
tions which will be found in the field of distribution with industry averages if we will make good use of 
generally during an extended inflationary period. effective cost accounting systems. 

We have plenty of executive ability in the wholesale Some wholesalers here and there have been giving 
hardware business: more than in any comparable considerable study to the possibility of reducing dis- 
field, if we may judge from the record of past years. tribution expense through closer working arrange- 
But in common with all other operators we have per- ments with their dealer customers. The objective of 
mitted careless practices to creep in during a period such plans is concentration of purchases by the dealer 
when such practices did not leave any immediate im- with one wholesaler. 
print on our balance sheets. For the most part the dealer would place his orders 

Now we face the necessity of doing something to by mail. Of course, a portion of the hoped-for sav- 
improve our net-profit percentage. And if there is any ings, if any, accruing from such a plan would be re- 
one solution to our present problem of “profitless pros- turned to the dealers. The dealers also would expect 
perity,” 1 probably Is to get back to the basic prin- as further compensation for their concentration of 


ciples of good business management. purchases more and better sales promotion service 


The two factors which govern our net profits are from the wholesaler—catalogs, promotions, displays 
on tne one hand, and expenses on the other. (ontinued on page 96) 


Sales Promotion Help 
For Retailers 





a panel discussion by better today than they and deserve our continuance. Now, 


‘ew vears ago. we believe most of our salesmen 


ie A. Cham erlain First, and most important, we are behind us, and a large number 
D ’ , ’ ’ ‘ A ‘ nm? 


ru } 1© have kept at it. Back in the lean of dealers look forward to each 
Railey-Milan days when we were lucky to sell promotion and apparently would 

100,000, we were often tempted to be unhappy if we did not have one. 
P. Vv. Coke quit, but two or three of our sales- The next and most important 
D 


- Loans men and a handful or our dealers feature, ; far as the actual cir- 


eemed interested eno! gh to merit ilar Is CoN erned, is the selec tion 


Carter Hardware Co., Inc. a 
. aoe ere 907 SOUTH DIXIE « Fhone 7306 Losier 
W. E. Smith i ] WEST PALM BEACH. rLommDA 


4 


wry, > 


by J. A. Chamberlain 


We sponsor two dealer circular 





RIDAY. JANUARY 21 
SATURDAY, JANDARY 29 











promotions each vear. Our latest 


circular, illustrated, was in Janu- 





ary, and our 12 salesmen sold 292,- 


000 of them to 65 dealers. 





| have been told that this is a 





little above average and | am gO- 
ing to explain how it was done. | 
think I can give vou a few definite 


reasons why our circular promo- 
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of items. This is one of the biggest 
jobs of all, and a _ vyear-around 
proposition. Before we finish one 
circular, we are already lining up 
items for the next. 

Each item should be judged as 
if it were the only item in the cir- 
cular, and the success of the whole 
venture depended upon it. A few 
vears ago, we used to make up a 
quick list of related stock items 
patterned after our previous Ci 
culars and those of competitors 

Most any 

as in season and the price could 


be cut a littie. Now we try to find 


thing would do if it 


items that have not been adver- 
ised to death: items that are not 
n all other circular 

The number of items in a circu- 
lar is also important. You have all 
seen ads with so many items that 
pick out any par 
ticular one Our first circulars 
pattern and con- 


Lined as many as 150 items. 


Dealer orders have increased 

We nave gradually decreased 
this number. and our last one had 
only 67. Surprisingly enough, the 


ver rs ' , ' : 
averat (if ie@r-ordaer | Ss increased 


ariet iri msequel tly b iVs all 
of the iten ndn of each one 

he nd mavb 
mor yO] nt t! prey 

: s the pricing of 
t he tems. In tft] competitive e} 
I VO re going to! ‘ a sale, you 
had bctter mike it a real knock- 
down, drag-out affair. A half-way 
sale w hare ripple. 

We ad not have cktiy hard and 
fast rule, but practically all items 
In our recent circulars were cut 
2D pet OO} more rie decreased 
mark-up Is divided proportionate! 
petTween t he qageaie} and the qd 


We have had practically no com 


plaint from dealers cn that score 
Phe re too bus ting on the 
istomers Vine yTTi¢ n to worry 
about the sn i pront on tne fev 
rceuial ten 
(rie cié ‘ rer ry rh tT Me nad 
ver 500 customers in his store 
qauring ri¢ qj OT oul last sale 
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further, 


would like to explain that we d 


Before we KO LnL\ 


" ' ‘ : ‘ 7 
not feature nationally advertised 


traded items. We lean ove}! 


_ 
* 
- 
— 


backward to select merchandis 


that will cause the least DOSSIDIé 
market pset, and that is anothe 
reason selecting items is so difh 


' ; 
‘ LLit 


We have two or three method 


I securing merchandising that 
will make good Va es ind st 
fford a little profit. We are a 
VaVS OT) the ookK-out lO! 84 Og 


’ 


specials, show spe 


; ‘ ) ) 
Pua YA, Se ASOTlLaA 


is, ClOSe-0 iTS or imports 


Yo oOuid t) ~ irprised “at the 
ood met} na if ‘ } ? 1) 
ron i mal racture la ine 
1ST beca is¢ ne nas rrié 17 Viti 
i slightly changed model or colo) 
Some manutacturers are ery Cc 
DerTaclve poUuUL MaKIhng ip OTTi¢ 
hing special, such as a set, assort 
ment or special pack. Some imports 


make yood specials ll tney nave 
not peen used too mut! 
_ _ ae 
rreignt savings are another wi: 


of developing a good bargain; pal 


ticulariv at our distance fron 


a ] ‘ : 
irces of supply. If you are con 
qering a fairty large item ol! 
ero ip OT items. Vou Cag) save 


lew pennies Dy 


nd the ensuing lower pric 


’ ‘% — : 
probably sell the additional quar 





Import int ic. «l rood 


sale. A customer going into a store 


i] response to a Sale Circuiar, 1 
impressed if he can spot larg: 
pile ot le merchandise ; on 
he walks in the doo 
hie owner and | clerk re 
Ls mpressed. The bigger it 
eat I raer tney nave t work t 
get it in and placed, and the harde! 
they work to sell it 
\ dozen or st ttle electri 
plumbing iten mav be all right 
/ t we believe one pood / ry 
priced, large item create more 
nterest and sal 
10 full carloads 
| idition to Lu hipment 
re Duving 10 1 carioads of! 
ercnanadise tor our rex! reulal 
ir are solid carlo of one eac! 
WW nHeleve Tnat ypood COUD 
ten priced right reate ntel 
4 ‘ \1 ‘ ,at 4 ’ ’ rTrnerTy 4 
I na tnere pient ot grun 
t) ny | tne ’ run oO i7 Wi ' ci el 
7. OOD ttie ‘ nen « t rey? L 
et last time, and estimate tnat 
hetween &-1L0.000 were needed A 
x-inch skillet normally a pretty 
minor iten but +t January it 
as tne hottest. most discussed 


nd most cussed item in Florida 


, , : ' 

Wi aiso bveleve a Tresn, local 

‘ed theme is essential. Everyone 
ran I th the | 


ll! Round 
), Parade of Valu J ibilee 











just the otner day seems to me. 


We try to have 
each time, wording and illustrat- 


something new 


ing it so there is no doubt it Is 


strictiv a Florida circular for 
Florida folks. Last “urmmer. we 
called it the Homefolks 


Sale. 


Florida 
should have some 
sort of a display kit to tie-in with 
the circular. It does not have to 


The dealer 


some banners, streamer 
preferably the 
color as the circular. We 
have these printed lovally in bulk 
and assemble them into kits. 


be fancy ; 
and price cards, 


Same 


A wonderful dealer service 
The last 


our increased circular sale unfor- 


important reason for 
is no longer with us. That 
postal regulation that al- 
merchant to send adver- 
aterial to the occupants 
a | route. 
a wonderful service for 
dealer, but only lasted 


a year. Now, the dealer will 


LO address each cre ular eA- 


P. O. Boxes and Rural 


Rout or else revert to the old 
method of hiring people to distrib- 


ute them 


from house-to-house 
Anyhow, we are yoing ahead, 

confident that the aggressive 

dealer will figure out a way. We 


} 


believe the independent dealer 
needs and appreciates this type of 
promotion. We believe that every 
distributor, who has the facilities, 
should Sponsor a circular except 


the ones who distribute 


by F. V. Coke 


Mr. Coke described the arrange- 


ments of merchandise generally 
used in organizing the consumer 
catalog offered by his company. 
Traffic builders, he said, go on the 
with hardware and 


items on the 


first page 
housewares inside 
pages. The back page is generally 
devoted to seasonable items. 

He pointed out the necessity of 
putting “good buys” in the catalog 
and in those cases where low 
prices are featured, the margin is 
adjusted between the firm and the 
retailer. 


Also available is a one-page in- 
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sert for hardware-furniture stores. 


This is also offered separately to 


the exclusively furniture accounts 
the company supplies. 

Mr. Coke said that it was neces- 
sary to sell both the firm’s own 
salesman and its dealers on the 
value of the consumer catalogs. 


Presently about 75,000 are dis- 


tributed. 


by W. E. Smith 


We are a small wholesaler, by 
comparison, and naturally our pro- 
gram is not so extensive as those 
offered by the 


wholesalers. 


national 
Everything we do, 


so-called 


however, is prepared by us in our 
own promotional department and is 
especially tailored to fit the south- 
western market which we serve, and 
is more personalized to the in- 
dividual needs of our customers. 
There are many helpful aids 
available to retailers through ou 
company, including such things as: 
sales 


Planning promotions and 


events; quarterly consumer broad- 


sides; custom-designed handbills 
complete 


planning of formal! openings; letter- 


and special circulars; 


neads, 
iess rorms. 
re arrangements s ich as floor 


ley y ; , , 1. '  y« 
MaV-OULS and GISsSplays; prepara- 
> 


1 of advertising lay-outs; ad mat 
service; appliance and power tool 
demonstrations; clinics for product 
education and merchandising ideas, 
and many other services too numer- 
ous to mention. 

Time will not permit covering in 
detail each of the promotional aids 
we have available for our customers, 
so my comments will be 
primarily to advertising assistance 
through the use of our broadside 
handbills which are 
printed on Multilith equipment, and 


confined 


and special! 


the newspaper advertising work 
which we do. 

Our broadside was developed by 
the trial and error method for we 
do not profess to be experienced 


printers. Our first ones were 8&- 
page, multi-colored affairs, contain 
ing about 140 items and costing 
about $25.50 per thousand to pro- 
duce. 

The broadsides we are now 1 
nishing our customers are only 
j-page, 15x10 in., one « olor in mult! 


tone, with only about 55 items, anc 
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R. M. Miller 


Railey-Milam, Inc. 


First Vice-President 
Ss. D. Mav 


Bluefield Hardware Co. 


Second Vice-President 
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Moore-Handlev 


Vanaging Director 
T. W. MeAllister 
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Charles E. Nash 
Nash Hardware Co. 


"RE. R. Courtney 
W atkins-Cottrell Co. 


‘John W. Shefheld 
Shetheld Hardware Co. 


W. J. Stauffer 
Stauffer, Eshleman & Co. 
4. L. Carr 


Keith-Simmons Co.. Inc. 


R. C. Neely, Jr. 


Amarillo Hardware Co. 





Officers of the 
Southern Wholesale Hardware Association 
Reelected at Palm Beach Fla., April 14, 1955 


Advisory Board 


Hardware Co. 


Vewl, elected 


Mark Lyons 
MeCowin-Lvons Hardware 


& Supply Co. 
R. H. Baker 


Fones Bros. Hdwe. 


A. C. Rankin 


league Hardware 


H. J. Allison 


Allison-Erwin Co. 


W. A. Parker 
Beck & Gregg Hdwe. 


R. R. Witt 


Builders Supply Co. 


Edmund Orgill 
Orgill Bros. & Co. 


W. H. Terstegge 
Stratton & Terstegge 


Fred C. Barksdale 
Brown-Roberts Hardware & 
Supply Lo. 


Charles E. Nash 


Nash Hardware Co. 
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can be produced for less than half 
the cost in quantity runs. 

It has been our experience that 
a smaller broadside is more adapt- 
able for use by our dealers and has 
equal, if not greater, pulling power 


than our larger issues. We en- 


include in each issue a 
few “hot specials,” 
and the balance of the items at 
regular prices. 


deavor to 


a few “specials,” 


We also have a coupon, repre- 
senting an unusual value in each 
issue. This is primarily planned to 
bring istomers into the dealer’s 
sTore 

Our broadside is designed strictly 
as an advertising aid to help move 
merchandise off our customer's 
shelves, and not as a sales gimmick: 
requiring him to place in stock 
many items which he would not 
ordinarily carry. Brand names are 
omitted unless we feel that they 
bute to the pulling 
power, making it possible for our 


customers ti ise 


especially contri 


goods they have 
in stock if they meet the general] 
description. 

Our hand-bills and special cir- 
culars are custom-designed to fit 
our customer's own particular 
Man\ include 
lines which we do not carry, such 


needs. times they 


as maior 


: . 
appliances, tTurniture, 


ow Are Salesmen Paid? 
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plumbing fixtures, and others. They 
are available in one of two colors, 
printed on one or both sides, and in 
11x15 in., which we pro 
Multigraph-Multilith, 
and 15x20 in., 
Multilith. 


We also plan newspaper adver 


LWO S1Zes, 
duce on our 


produced on our 


tising, and do the lay-out work for 
many of our customers; some on a 


monthivy basis, with 


- 


varving 4a 
grees of success. 

At Amarillo, Tex., we are « 
operating with two other whole 
salers in planning full-page monthly, 
ads for a group of 10 independent 
hardware retailers, known as the 
Hardware Stores. By 
their funds, 
they enjoy reduced contract rates, 


Associated 
pooling advertising 
and are able to match the full-page 
advertising of some of the large 
chains, which they could not afford 
to do individually. 

Many a dealer is not convinced 
of the need for him to do consistent 
advertising for the well-being of 
his business, but we feel it is the 
responsibility of every wholesale 
to make him aware of it. 
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compensated... 


Immediately following the at- 
tack on Pearl 


nomic structure underwent a dras- 


Harbor, our eco 
tic change. We passed, within 
vear’s time, from a fully competi- 
tive situation in wh.ch all mer- 
chandise was plentiful, into a pe 
riod of scarcity, higher prices, 
black and gray markets 


Qne verv natural result of a 


... areport of a survey of 52 southern 


wholesale firms on how salesmen are 





Advertising impact cannot be 
turned on instantly like an electr! 
light. It must be continuous to Db 
effective. Without continuity, tre 


quency and repetition, its full va 
can never be realized. 


The market is not static, but 
changing constantly. For this re 
son every retail hardware dea 
should include in his operating bud 
get a reasonable amount fo! 
vertising, in one form or anothe 


Tc) publicize his name and prod 7 


Last Fall, we held our first sal 
clinic for our customers It wa 
aimed primarily at passing along 
product know ledge and merchandl 
ing ideas of housewares. It 


enthusiastically received by the 


dealers attending, and we expect 1 
hold additional sales clinics on othe: 
lines, as time permits 

The Wooster R ibbel t ‘ 


Wooster, Ohio, has since prepared 
brochure based on actual expel 
ences of “How to Conduct a > 
cessful Sales Clinic,” and if Ou 
are planning one, write fo! 
It can be helpful 













market in which scarcity was the 
dominating factor was the lack of 
salesmanship All of use could read 
ily sell every item could secure 
from the factories and mills; man} 
of our salesmen left us, either fo: 
the Armed Forces or to engage in 
war work, and telephones played 
much greater part mm oul ile 
than ever betore 
an 


i nis condition { mtn ied tron 









1942 through 1948 to be 
by a short period of competitive 
selling through 1949. Then came 
the Korean War, anc it was not 
until late 1953 that we again came 


followed 


to a really competitive market and 
realized very quickly that our 
salesmen were agaln to be one of 
the most important factors, if not 
the most important factor, in the 
conduct of our businesses. There- 
fore, an examination of the vari- 
ous methods of compensating oul 
salesmen is a matter of prime im- 
portance. 


Straight salary is gone 


On Feb. 7, 1955, Mr. McAllister 
sent a questionnaire to our mem 
bership with reference to compen- 
sation of salesmen and the an- 
swer to that questionnal rorm 
the basis of this discussion. 
two of our members sent in 


\4 .° r 


some answer were concise 


and definite: others were not and 
we will leave it to your good judg 
ment to decide whether this last 
condition was intentional or not 
However, every answer was ana- 
lvzed, and none were exciuded 

We find that compensating ter- 
ritory salesmen by a straight sal- 
ary is a thing of the past. We 
interpret straight salary to mean 
that amount paid a salesman for 
his personal services. If that sal 
ary is supplemented by a bonus of 
inv kind, either extra commission, 
or a percentage of gross or ne 
profits, or by any other method, 
ceases to be a straight salary. 
OUF ODPINion 

With this 


straight 


interpretation 


salary, we have some 


members saying they pay only 
straight salary, only to follow that 
up with a description of thei 
bonus plan. As a result of this, in 
our analy sis, we show no salesman 


compensated by straight 


and our percentage covering th 


classification is a big “0. 


In our next classification. Salary 
Plus 


members or 15.38 pct of those re- 


Expenses, we have eight 
porting. Of these eight members, 
two only had fixed expense allow 
ances. One of these was S300 per 


month, the other was $250 per 


month. 


82 


as follows: 


The remaining six had a sliding 
scale for expenses, two merely 
said “varies,” the other four were 
$315 to $520: $250 to 
$410; $300 to $750; $250 to $350 
all amounts being for a period of 
i month. 

OQur next group is those pay- 
ing straight commission on sales. 
There are 18 members or 34.62 pct 
reporting. Five had fixed drawing 
accounts; two had drawing ac- 
counts of varying amounts. 

The rate of commission seems 
to vary in practically all instances, 
the lowest rate is 2 pct and the 
highest is 7 pct. One member pays 
6 pct on ‘ms of 20 pct or greater 
profit, 3 pect on items of less than 
20 pet. Another pays 4 pct com- 
mission on the first $90,000 in 
innual sales and 2% pct on sales 
n excess of $90,000. Still anothe: 


pays 6 pet on the first $50,000 an- 
nual sales. 5 pct on $50,000 to $75.- 
000 and 4 pet on sales of over 


a = 
> é 


5.000 annually. 


Qur biggest classincation 1s 
composed ot tnose mi 


mbers pay- 


ing tnelr salesmen percentage 


of gross profits. Twenty-three 
members of the 52 reporting, or 
14.23 pct, are 


members pay 


in this group. Three 
fixed qgrawinyg ac- 
members 


counts. Kleven have 


drawing accounts of 


Varving 
amounts. Nine members did not 
let us in on their secret. 

Our last group is made up of 
those paying their salesmen a per- 
centage of the net profits and 
there are three or 5.77 pct of the 
52 members in this classification. 
All of these 


counts of varying amounts. 


have drawing ac- 


With reference to ownership of 
work, 
report dd that the 
furnished the 


automobiles used in their 
five members 
company) 
biles: 1] 


automobile 


automo- 
members reported the 
owned by the sales- 
man; six members did not men- 
tion this item. 

advised 


Seven members 


Old Guard Awards Honor Pins To Five 
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yave salesmen credit for phone 
orders. Five 


that the salesman 


members reported 
received credit 
on mail orders. 
seven members reported com- 
missions or percentages paid city 
salesmen and these were, in all 
instances, lower commissions or 
percentages than paid to the terri- 
tory salesmen. 
One member had the following 
sliding scale covering all his sales- 
$150 month- 
ly salary plus 3 pect of 


men: City salesmen 
sales; 
‘territory salesmen—3150 monthly 
salary plus 3% pct of sales; dis- 
tant territory salesmen—7 pct on 
first $6,000 monthly sales, and 5 
pet on all monthly sales in excess 
of $6,000. 
With 


salesmen, 18 


reference to. specialty 


members reported 
their use, some with straight sal- 


ary, some with salary and extra 


commission, and some whose sal- 






A Program for 





Profit Improvement 


Southern Hardware Convention 


aries are paid by the territory 


salesmen, who in turn receive 
credit for specialty sales in their 
respective territories. Twenty-five 
members advise they did not em- 
ploy specialty salesmen, one ad- 
vised they were seldom used, eight 
members did _ not 


matter. 


mention the 
Perhaps it is significant that 


only three members mentioned 


major appliances. Does this mean 
some members no longer sell them, 
or have we found that the profit 
is small and that we no longer give 
major appliances the front spot in 
our sales efforts that we did sev- 
eral vears ago when at practically 
every convention major appliances 
were the chief topic of conversa- 
tion? 

















by George D. Wilkinson 
Manadaeme * | 


an [ mA Cc ant 
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an industry . 


Now we come to the $04 ques 
tion, what we actually pay our 
salesmen and here we have some 
misunderstanding. Some members 
report the percentage they pas the 
salesmen, others report the selling 
cost and there can be a lot of dif 
ference. We give you the figures 
we received without attempting to 
break them down. 

The lowest percentage reported 


' ) 


is 2.5 pet, the highest 16.87 pet, 
which we are quite Sure Was an 
error, but eliminating that figure, 
our next highest is 10.02 pet. By 
eliminating the figure of 16.87 pet 
and also eliminating five members 
who did not give us this informa 
tion. we find that the average fig 
ure given us by 46 members 


9.035652 pet. 


* .. poorly managed firms drag down 


.. when management is 


ignorant, it is tempted to lower its 


> 


prices... 


price. The difference between the 


producer’s price and the consumer's 
price is the tribute which the mid- 
dle man exacts just for being there 

Anyone connected with the busi 
ness world knows how false that 
concept is. From the point of view 


of theoretical economics. we know 


that to provide merchandise at the 


time it 1s required and at the place 


it 1S required, IS a valuable part of 
t} 


he economic cycle 


As a matter of fact. | 


economi 


class place and time utilities as 


form utilities. 


an . . | 
equivaient WIth 


that the distributor who adds piace 


and time utility to a commodity is 
as much a producer in 


economk 


> 


4 . ‘ ' ' : > ¢ : 
neoryv as ! ne manutacturer who. 












from your point of view, mere! 
creates the form in which the 


sumer wants the commodity 


Businessmen don't need to 5 
back TO theoreti al economth I} ‘ 
have seen time and again what 


happens when a manutacturer tri 
to DV-pass the distrib itor Dv rea 
ing out directly to his ultimate cor 

immer 

They have seen that effort eithe 
borged down because the manu 
facturer just didnt have what it 
takes to make the contacts, r else 


end ip bv costing rhe prod ice) 


ist as much as it wo ild have t 
if ne had yone thro vr) i i) 
trib it : 

()y Lie otner hand | om Ti nw 


Contacts—Palm 


Beach Style 


that far too many distributors fall 
into another kind of trap. If you 
say to them, “What are your 
s?” they will say, “Well, I have 
two kinds of costs, purchases and 
overhead.” 
When you he word “over- 
x ipiving that pur- 
inalterable 


. 
> 


Caf 


between purchases and yo 
price there is gross profi 
hat gross profit, vou hat 
verhead, and overhead 
mething which is bothersome 

Overhead is the sole controllable 

t in the distribution business 
It’s the only opportunity, In many 
instances, to change a loss into a 
profit. 

But more than that, overhead 
also symbolizes your sole contribu- 
tion to economic society. You can’t 
buy and sell and in the process of 
buying and selling create time and 
place utility without incurring ex- 
penses. In incurring these ex- 
penses, you also incur the right to 
charge more for the goods you buy 


than what you paid for them. 


You must cut costs 


You incur the right to charge 


7 


enough to cover these expenses and 
make a legitimate profit. But that 
doesn't give you freedom to charge 
whatever you want. In the competi- 
tive economic system of today, you 
have an obligation to society to 
make your charge for the service 
you perform as inexpensive as pos- 
sible. You have an obligation to 
constantly find ways of reducing 
the cost of your service to society. 
This is part of the obligation that 
every member of the free enter- 
prise economy has to fulfill. 

This is one of the factors that 
has made our country as great as 
it is today, with the highest stand- 
ard of living in the entire world. 
We achieved this result because 
private enterprise welcomed the 
challenge of seeking better and 
cheaper ways of producing more 


and finer services. 


This willingness to accept a chal- 


} 


lenge is not entirely altruisti 
Very few businessmen have gone 
out and done that sort of thing 
just for the sake of doing good. 
We usually do good in other ways 
and feel that in business we are 
out to seek a profit. 
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There have been failures in our 
enterprise system, but business is 
a man's game. It isn’t for boys and 
it isn’t for people who cry. If we 
find ourselves in a situation where 
somehow or other the profit isn’t 
just what we want, 
plain about it. 


we can’t com- 
That’s the game 
that we willingly entered. We knew 
that the stakes were high, as pri- 
vate enterprisers. We also knew 
that the rules were rigid. There 
is no much 


sense in 


crving too 
about profitless prosperity. 


It isn’t just too bad the profit is 
low; it’s something on which we 
have to take action. 


Every busi- 
nessman is faced with unfair com- 
petition and with ignorant compe- 
tition. I am not going to deal with 
unfair competition. That is some- 
thing trade associations are inter- 
ested in, in various ways. 

[I am here to discuss what you 
can do about ignorant competition 
and also what you can do yourself 
to increase your own profits. 

The first thing that I think vou 





can do, to get back to my original 
point, is to forget the concept of 
overhead, forget the 
gross profit, and recognize the fact 


concept of 
that you don’t have any profit at all 
until you have paid the legitimate 
costs of your enterprise 

Control of these expenses is the 
major task of management. In the 
present situation in your industry, 
these expenses are not overhead 
They are warehouse costs, inven 


tory costs, administration costs 


Continued on page 86 


Salesmen's Samples 








oy W. D. Stuart, Jr. 


President 


. ; rr 
Richmond Hadwe. Co. 


> an = j 
Richmona Vo. 


In the old days, the best salesman 
always had a sample of something 
with him on all occasions. There is 
nothing that I know of that wil! 
produce more business for a sales 
man than to carry samples. 

It is hard to convince some of the 
vounger salesmen who came along 
asking, 


ha 


when selling only meant 
“Have you got the merchandise‘ 
that carrying samples will increase 
many old 


their business. Too 


timers, also, have forgotten the 
Vaiue oI carrving samples. 


Many 
cerns have put on 


wholesale hardware con- 


trailers to in- 


crease the sales of sporting goods 


and special lines, but have over- 


looked the fact that 


eral hardware, housewares, power 


sales of yen- 
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... Samples are sales starters. They can 


increase general hardware, housewares 


and power mower sales .. . 


mowers, etc., can be increased by 


salesmen carrying samples. 
Carry the samples into the deal- 


’ 
| 


er’s store. Do not tell him that vou 


have samples in the car, and that 


~ 


vou will be glad to bring them in 
if he is interested. 

More often than not, samples, no 
matter how small or large, can 
often be the 


With a few items to start an order. 


starter for an orde} 
the dealers will generally look about 
for enough more to make up a ship 
ment. The lush days are over, and 


the successful salesman Cat be more 


—_— 


successful with the use of samples 
and they will help the average sal 
man to improve. 

l p to about three years ago, 
when we sent samples to a salesman, 
we charged them to his sample a 
count and when the samples had 
served their purpose, the salesmar 
Was supposed to sell them and r« 
port the sale. We would then charg: 
the customer and credit the sale 
man’s sample account 

Sut we found that this procedure 
worked out 


Every so often, we would have sam- 


never satisfactorily 





ples which were as much as a veal 
old, returned by the salesman. They 
1uSst kept 
until they decided they had to clean 


accumulating amples 


up the house or garage. This meant 


a lot of shop worn merchandise to 
dispose of and more often than not, 
at a much smaller price than the 
10 pet discount 

About 
augurated a new program. We now 
end the 


three vears ago, we in 


salesman samples and 


charge them at 15 pct discount. 
They are then the property of the 
salesman, and he can dispose of 


them to suit himself. An 


tnat i* 


sample 
not paid for within 90 days 
deducted from his sales comm) 
1g) 
It is easy for us to tell. which 
salesmen carry and show the sam 
‘ 


ples from the way these items ap 


pear on their orders. We watch the 
number of samples and try not to 
overburden them with too many at 
a time 

Maybe this is not the best solu- 
tion, but it has worked for us, and 


has helped our business. 





three different types of costs, each 
of which is very necessary. 

This discussion is a composite 
of the bad parts of some six or 
eight hardware companies that |! 
have worked with in the last year 
or two. It is, in effect, a summary 
of a typical distribution company 
which needs to do something about 
its management. In the first place, 
its management is headed by a 
man who is sales minded. Probably 
he started his career as a salesman, 
and although he has moved to the 
top of the management team, he 
still thinks he is a salesman. He 
still keeps his hand very definitely; 
in the merchandising picture. He 
doesn’t do very much with the 
actual handling of the merchan- 
| if course. That is entrusted 

someone who has been with this 
mmpany for a long time and whom 
e feel perfectly competent to 


ake care of anything that happens 


Nobody controls warehouse 


In fact, inventory control and 
warehousing isn't really the con- 
cern of anybody in partic lar. Lots 
of people have their fingers in that 
pie. The result 1s that the ware- 
house is not always too orderly, 


] 


is sometimes lost because 


rorve’t where 1 was pul 

obsolete and 
slow-moving nand: but as 
long as there nt too much of it 
and as long as some extra 
pment that 


does very much 


or the financial 
man in the company is a member 
of the management team, but he is 
still an outsider because he is not a 
hardware man. He knows a lot 
about saving expenses, he knows a 
lot about your profits and losses. 
But his volce is really a Voice cry- 
ing in the wilderness of sales activ- 
Nobody pays much attention 
As a matter of fact, my 
experience has been that the ac- 
countant of a hardware concern is 
frustrated individual, be- 
cause nobody will listen to him. 


a Very 


The clerical force in this typical 
bad hardware firm is not the spe- 
cial concern of anybody. Every 
time somebody needs a girl, he 
says, 


“I need to have another girl 


86 


here to sit at that desk.” Manage- 
ment grumbles because that adds 
o overhead. If the person who 
asked has got a lot of prestige, if 
he brings in a lot of sales, or some- 
thing of that sort, he gets the girl. 
If not, he doesn’t get the girl. It 
doesn't difference 
needs an 
extra clerk or not. It just depends 
on who asked for it. 


much 
whether the company 


make 


Files and records in this com- 
pany accumulate. If there is plenty 
of room, they keep on buying filing 
cabinets. Eventually the filing cab- 
inet space in the office is all filled 
and then they have a houseclean- 
ing. W hat they don't need they 


either throw away or, more likely, 
they bundle up and put in a corner 
of the warehouse where, if they 
ever need it, they can find it. 

Now, these and other situations 
aloud for 


attention. But tne 


in this company Cry 
management 
management team is too busy 
They’ve got sales problems, so they 
don't pay attention to other prob- 
lems. 

Every so « 
and when the 
they stop and they 


ni 


of the time they take the advice 


t} 


ne person in the company who Is 


himself responsible for the crisis 





President 
Franz T. Stone 
Columbus-MeKinnon Chain 
Corp. 


V ice-Presidents 


Mark J. Lacey 
Peck, Stow & Wilcox Co. 


B. B. Wood 
The Wood Shovel & Tool Co. 


Cc. M. MeCreery 
Revere Copper & Brass, Ine. 
Rome Mfg. Co. Division 


Secretary-Treasurer 


Arthur L. Faubel 
New York City 


Executive Committee 
1955 


John C. Cairns (Chairman) 
The Stanley Works 


M. H. Geisking 
Tennessee Coal & Iron Div. 


R. R. Osborn 
Turnbuckles, Ine. 


Robert GCG. Patterson 
The Lamson & Sessions Co. 


1956 


ds. -. Culver 


Richards-Wileox Mfg. 


James G. Geddes 
H. K. Porter. Ine. 


Robert R. Raymond 
True Temper Corp. 


George F. Wright 





O flicers of the 
American Hardware Manufacturers Association 


Elected at Atlantic City, Oct. 6, 1954 


G. F. Wright Steel & Wire Co. 


1957 
Sheldon Coleman 


The Coleman Co. 


4. S. Johnson 
National Carbon Co. Division 
Lnion Carbide & Carbon Co. 


John Gibson Ill 
VMeKinney Mfg. Co. 


Paul C. Nicholson, Jr. 

Nicholson File Co. 
idvisory Board 

Favette R. Plumb 

Favette R. Plumb, ine. 


S. Horace Disston 
Henry Disston & Sons. 


Robert G. Thompson 


The Lufkin Rule Co. 


H. B. Wilson 
Mathias Klein & Sons 


Richard Harte 

O. Ames Co. 

Spencer T. Olin 

Olin Mathieson Chem. Corp. 


John S. Tomajan 


The Washburn Co. 
Herbert r. Ladds 


National Screw & Mfg. Co. 


Harold F. Sevmour 


Columbian Vise & Mfg. Co. 


George H. Halpin 
Minnesota Mining & Mig. Co. 


Richard L. White 
Landers, Frary & Clark 


Herbert B. Megran 
Starline, Ine. 


R. H. Coleman 
Remington Arms Ce. 
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Trouble in the warehouse. So they 
ask the warehouse man. Trouble in 
the office. They ask the office man- 
ager. And then they made a de- 
cision. They make a decision in a 
hurry because they want to get 


back to their primary interest 
buying and selling. 

Their decision is based, usually, 
on only half of the facts. Some- 
times it's a good decision, some- 
times it isn’t. If it’s good, it’s an 
accident 


| have overpainted this picture 


[| don’t want you to think that | 
believe this is the way every whole- 
sale hardware company 1s run 
There are many well-managed com 
panies in this industry. 

But the important thing is that 
it is the poorly managed concerns 
which are dragging your industry 
down. These are responsible for 
this decreasing profit from the 
management engineers polnt of 
view, because the pooriy managed 


‘concern is the one in which man- 





Southern Hardware Convention 


When man- 
agement is ignorant, it is tempted 


agement is ignorant. 


to lower its price, 

You probably all know of people 
in this business who are doing a 
thriving business in a line in which 
they are losing money. Every time 
they sell something, it is that much 


money out of the ir Ly cket. B iT 


they don’t know it, and they feel 


that as long as their volume is up. 
everything is fine 

If they are fortunate enough to 
have other lines in which mavbe 
the volume isn’t as high but which 
is profitable, the company may con 
inue to make money for vears to 


} 
come and still go on ruining the 


industrv in this wav. 


iney are not tne oniy ones who 
lose by this behavior. Their profit 
level is down, but so is their com 


petitors’ 


pront, beca ise tne com 


petitors are losing a_ legitimate 
share of the market. In the long 
run, so, too, is the consumer be 
cause sooner or later one or two 
or more of his suppliers is going 
to be forced out of business. 

This also has a secondary conse 
quence which I think you should 
consider. For one thing, when the 
profit level goes down it mean: 
that you cant pay as high salaries 
as you should, and this means that 
vou are not able to attract and hold 
the tvpe of people you W iid oLhkKe 
CO, particularly at the manageria 
level 

It also means that vou cant buy 
new equipment, or new processt 
no company which mal 
actures these new things \“\ 
spend much time on your industm 


f vou don’t have a lot of mone, 


Continued on page 


A Plan for Reducing 
Returns and Credits 





a 


Re OR ae ee 
Spiigakoeains ae 





yy — 


oy John S. Collar 


hal last Veal we made al 
ysis of our credit memos for a 

| Or one mont lassiiving 
eac} se as to \ se. Prior to mak- 
ing this analysis we felt that policy 
was involved in most cases and 


that defective merchandise was the 
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* ..55% of our returns were due to 


errors and misunderstandings... this 


new plan has cut returns and credits 


> 


considerably...’ 


ryr'ry Cause 7 rey ry Ne ’ 

7 ’ As rc ’ ' > 7 ’ TY) , ‘ 

i} ’ ePqcdit i | ‘ re Lit I 
. , 

erro?) ) ‘ eeamee | i] rrye 
First eparated our cred 

yperw " ’ +} nimi ’ ’ ry ’ 

etwer LOS¢ | e) ’ 


merchandise re 


credits involved 


turns and further checking de 


, , 
nr : ' 
oped na or these ases Oniv ab 
= ‘ . ‘ . . : % : 
LD pel CeTqy) Involved cle Pctive ‘i] 


damayved merchandise 


The remaining 55 per cent was 


made up returns due to erro} 






-Tourtns I ' if 


ron inderst a 
1} 
. } 1} TT) T { iat { ' 
t) ) nex! ’ » ’ ry iM ¢ ’ 
‘ il ~ ) Lit Tit Hers vt 
nc i Vict ' } i} i ' ry 





nye) consideration 


We finally worked out an analysis 
showing the ratio of returns 
sales for each man. The ratios fo 
the number of items involved and 
total money were shown separately 
Here Was an index ny whi n we 
vyains? 


. “+ ‘ | ‘ , 
mitv ; ra a T] ait man a>* 
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the average for all and we made a 
complete breakdown by cause of 
returns for each man. This analysis 
was prepared in a report form and 
discussed with the salesmen 
meeting, letting each man 
see the reasons why we had returns 
from his accounts and how he, as 
an individual, compared with the 
other salesmen. 

This showed us 
just how much of our trouble was 
caused warehouse and office 
errors and we were able to gauge 


at a 


sales 


analysis also 


by 


total gross sales as compared with 
the Gulf Area average of 2.57 
pet. Our last report showed only 
1.97 pet, a decrease of 33.3 pct. 

The report, as finally adopted, is 
prepared as follows: 

All credits for the month are 
first divided between those involv- 
ing merchandise returns and those 
where no return is involved. 

Those where no returns are in- 
volved are then tabulated by cause: 

Short or shipped in error; picked 
up and delivered to another cus- 


any of these credits. However, this 
tabulation has enabled us to direct 
properly our attention to delinquen- 
in the warehouse. 
The credits involving returns of 


cies office and 
yoods are then tabulated by sales- 
according following 
categories: defective, damaged, 
shipped wrong, written up wrong. 

This tabulation is converted into 
decimal] the 
ratio of items and money in each 


category to the total gross sales of 


men, to tne 


figures representing 


each salesman. 


the extent of increase or decrease 
from these causes. as well as the 


a report which 
salesman 
customers, 


There we had it: 
enabled us to say 
that 
from causes within his control, had 
either increased or decreased by a 


tomer; price errors, error in ex- 
tension; miscellaneous. 

This tabulation is by the number 
of items and amount of 
separately. 


to any 


others, returns from his 
When we prepared the first re- 
port credits 


amounted to 2.62 


money 
returns 
of our 


and 
per 


our 


cent The salesmen are not involved in certain percentage or number. 


A Sample Analysis of a Month's Merchandise Returns 


res represent the ratio of returns, number and money, to sales of individual salesman 


Shipped Wrong 
Order In Error 


Ordered Wrong 


Defective Not What Wanted 


Damaged TOTAL 


No. of 
items 
13 


No. of 
items 
01 
01 
.00 
01 


No. of 

items 
.03 
01 
.02 
01 
.03 
.02 
.03 
.01 
01 
01 
01 
.00 
01 
.00 
.02 
.02 
.02 
.06 

1.01 


No. of 
items 
.08 
.08 
.10 
.03 
.13 
.06 
.06 
.08 
.12 
.08 
.03 
.06 
.16 
.05 
.04 
.10 
.07 .68 
.07 71 

243 2280. 


No. of 
Tickets 


No. of 
items Amount 
.26 1.50 
15 .42 
.19 .14 
.19 .22 
.37 .85 
21 .64 
.20 .50 
.17 .25 
.29 .59 
1 .59 
.12 .24 
.16 .15 
. 30 .59 
1 .25 
1 .12 
.22 .06 
.19 .48 
.23 .95 
622 4,956.63 


Amount 
.47 
.06 
.12 
.53 
.70 
.67 
.40 
31 
.48 
.09 
.25 
.42 
31 
.14 
16 
.39 
34 
.40 

1137.91 


Salesmen Amount 


.63 
. 90 
. 58 
. 50 
01 
.62 
.68 
. 83 
.82 
.24 
.32 
.61 
97 
.53 
.49 
.02 


Amount 
.20 
.08 
.16 
13 
.14 
.15 
.19 
01 
.05 
.05 
.08 
.08 
.27 
.04 
WW 
.33 
.12 
.56 

1487 .36 


Amount 
01 
01 
01 
01 


01 OT 


A 
B 
C 
D 
E 
F 
G 
H 
i 
J 
K 
L 
M 
N 
0 


Ps 
= 
c 
4 
® 


TOTAL .08 
Prev. Report .09 
Total Quantity 264 


Re ee ee 


Credit Memos Issued Not Involving Merchandise Sales 
(Ratio to Total Sales) 


Short or 
Shipped in 
Error 


Picked Up & 
Delvd. to 
Another Dealer 


CREDIT 
SALES TAX 
& Bal. Acct. 


Error In 


Price Error Extension 


TOTAL 


No. of 
items 


No. of 
items Amount 


No. of 
items Amount 


No. of 
items Amount 


No. of 
items 


No. of No. of 


Amount Tickets Items Amount 


Amount 

44 
01 
.02 


15 253.49 7 
.00 . 08 .00 
.00 .05 .01 


Quantity 
Ratio 
Ratio Prev. Report 


274.15 
.08 
.08 


13 
.00 
.00 


150.25 
05 
.03 


101 
.03 
.04 


971.44 
.29 
26 


35.29 
01 
.04 


150 
.04 
.05 


180 
.05 
.07 


1584 .62 
51 
.52 
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Behind Scenes 


In Washington 








py Richard Harknes 


NBC \/ ~ hin abhdnata Nic or 
. NS v >» i iNOW Uureau 


j . ~~ s~ 
VV _cCcRHIinn?t — 
a bad : 


— « ~—" « 


I come to you in a state of con- 
fusion At a recent news confer- 
ence, | heard the 
State, M: 


be several months before the ad- 


secretary of 
Dulles, say that it would 
ministration would release’ the 
secret papers on Yalta. 

Two days later in the afternoon 
[ had thrust into my hands 834 
pages, 100.000 Yalta 
documents. 


words. of 


| heard Senator George, on tele- 
vision, call for a Big Four meeting 
with Russia. The very next morn- 
ing Senator Knowland, the Repub- 
lican leader, came out of the White 
House and said President KE isen- 
hower saw no point in sitting 
down and talking with the Rus- 
sians at this stage 

Later that afternoon the 


House 


that there was no difference in the 


White 


tried to tell me and others 


points of view of Senator George 
and President Eisenhower 

Then recently I went to a back- 
ground briefing dinner where the 
guest of honor was Admiral Car- 
ney, the Chief of Naval Operations. 


Admiral Carnev had st returned 
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“  .. unless we are truants from 


responsibility 


in Washington, we 


must choose between war and peace 


and make our choice known... 


from an inspection trip in the Fa 
East, including Formosa. 

He told us in great detail how 
Reds 


bases on the Red 


the Chinese were bullding 
seven new jet 
mainland. He told us how ou 
pnoto reconnaissance planes came 
home with pictures of Chinese 
roads showing plainly the marks of 
heavy Russian guns being brought 
up opposite Matsu and Quemoy 

Admiral! 


and considered opinion, as a mill- 


it was (Carney's cold 
tary man, that the Chinese Com 
munIsts would be in a position te 
attack Mats i, (uemoy, and then 
Formosa on or about April 15, and 
that we, with the attack on Fo 
That 


mosa,. would he if} the Wal 


vas a Thursday night 


We're close to war 


On the following Monday night 


the same group of us went tft 


dinner with the equally responsi- 


ble and equally well - informed 
White House news se retary, James 
Hagyvert\ Mi 


effect, 


Haggerty said, in 
“Relax, bovs. The Chinese 
Reds do not have the potential to 
attack. The administration has the 
strategy under study if thev do 

This is the first hot and cold run- 
ning national emergency, | have 
encountered in one week 

Like it or not, and regardless of 
what the administration says. we 
are perilously close to War in the 


Pacific. 


$9 


‘| ne b ntavon has H reserve tial 


powell plan drawn read\ tO put 
Into effect The White House has 
been considering for weeks a pro 


gram oO} stand-by controls 


As a preface to discussing the 
Far Kast, let me submit two pren 
ises: first, that American foreig) 


policy is not a complicated pr 


em. It has three points 


A three-point policy 


The first point Is to preserve ou} 
libertv as free-born citizen 


rhe second point is to retain oul 


\merican standard OT Ving and 
vhat that means in tern of oul 
iree enterprise system, and third, 
to preserve our pert t sate 
guard our standard of living by 
peaceful means, if possible 


Our foreign pol 
as that It was the same unde 
Truman and Acheson as it is now 


inde) Kisenhowel and ) i¢s 


The National Securit t at 
. ’ . 
or the Central! Intelligen: \ywen 
the Department of St | 
Joint ( niet of Staff are on t] 
ng to implement that very simpi 


basic American foreign poll 
Then | 
that if “War is too serio to trust 


snould like to ibmit 


to our admirals and generals,” as 

French statesman once said, 
' peace is too serious to trust alone 
to our 


politicians and our diplo- 


people 


mats: that the American 





BY 





must be informed about steps 
toward war being taken in Wash- 
ington. Then, if war comes, it will 
pe a national decision. 

What do we see in the Far East? 


We ~C¢ the issue already 


drawn. 
We have said that to protect our 
liberties and to protect our stand- 
ard of living that the retention of 
Formosa in anti-Communist hands 
is essential to American defense. 


The United States Senate not 
only ratified that treaty with 


Kai-shek, 


pledged the defense of 


(Chiang whereby Ww 
Formosa, 
but Congress also approved with, | 
think, only six dissenting votes, a 
lution authorizing the Presi- 

ee American sea, naval! 

id ground forces to defend 
Formosa, the Pescadores and re- 
whi h Ce iid 


and Matsu 


(] areas, mean 


encountered, regardless 
(‘arney-Eisenhower contro- 
recently. absolutely, no one 
ishington who as ally doubt 


at Mao Ts 


Mao is war mongering 


We let Hitler translate about 
f his book, Mein Kampf, int 
before we finalls realized 
want what he wrote. Mao 
the Red Chinese dicta- 
proclaiming in at least half 
broadcast from P piri 


will take I rmMmOsa this 


Chinese (.ommunist cities are 
decorated with huge banners pro 
claiming the determination of the 
(‘hinese Communists to take Fo 
Mmosa 

While that argument between 
Carney and the White House in 
Washington narrowed itself down 
to the question, will the Reds or 
will they not attack in mid-April, 
it seems to me, as just one ob- 
server, that that is completely be- 
side the point. The point is that 
the Chinese Communists will at- 
tack. Does it make any difference 
whether it comes in mid-April or 
mid-May or mid-June? 

Chiang Kai-shek is going to de- 
fend Quemoy and Matsu and For- 
mosa. The 


Chinese Nationalists 
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Bluefield Hdwe. Co. 


under Chiang will use Formosa- 
based bombers to attack Red inva- 
sion bases on the mainland. 

It is not a question of our un- 
leashing Chiang. He is going to 
do it in his own defense. Let’s be 
realistic. 

Then will the Chinese Commu- 
nists attack 


Chiang’s bases on 


Formosa’? If that happens, are 
vou and |, as American citizens, in 
hat war? 

These are urgent decisions which 
must be made in Washington and 
made shortly. But what are the 
alternatives we will then face in 
the Pacific? 

Alternative No. 1: Do we fight to 
defend Quemoy and Matsu? 

I say that 


view that we 


from any military 
should and perhaps 
must fight to save those two chunks 
of rock off the Chinese mainland. 
The military factors there are ob- 
vious. The psychological factor is, 
an Chiang lose more territory and 
still keep up the 


90,000 troops? 


morale of his 


We may go it alone 

Are we going to give Quemoy 
and Matsu to the Chinese Commu- 
nists and prove to all of Asia that 
we are, as Mao Tse Tsung says, 
paper tigers’ Are we going to 
follow that old rule in the Orient 
that nothing succeeds like success? 

Our allies, the British, the 
French, the Canadians, the south- 
eastern Asians, have made it 
rather clear that if we do fight in 
Quemoy and Matsu, we go it alone. 


W. W. FRENCH, JR. 
Moore-Handley Hdwe. Co. 


World War III should develop 
from that defense in the Far East, 
the allies will say, “There's one 
that vou started, Uncle Sam. You 
finish it 

Alternative No. 2: Whatever our 
decision is on Quemoy and Matsu, 
should we make it known to Ma 
Tse Tsung in the hope of averting 


’ 


inv attack on those two islands” 


We must serve notice 


There are several ways that our 
known. 
Perhaps the best way is for Presi- 


decision could be made 
dent Eisenhower to go on radio 
and television and tell the United 
States and the world of our inten- 
tions in the Far East. 

We could re-deploy our troops in 
the Far East. The Chinese Com 
their 


munists, with intelligence 


service. would know about it and 


know that we were moving in 
troops for defensive purposes. We 
also could cancel moves to bring 
troops home from Korea. 
Alternative No. 3: If Formosa is 
attacked by the Chinese Commu 
nists. how do we retaliate? We and 
the Chinese have been told by 
Dulles that we 


secretary would 


reply with semi-massive retalia- 
tion; a new type of atomic bomb, 
which merely blasts and sears and 
burns an area of about two square 
miles. There is no radioactive fall- 
out from this bomb. We could use 
it solely against Red military bases 
and airports on the mainiand of 
China. 

However, going back to the Car- 
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ney dinner, the important point of 
what the admiral had to say is, 
“Do we stop merely bombing Red 
invasion bases along the coast?” 
Or do we say, “All right, Chinese 
Communists, you've started it. We 
are going to atomic-bomb your en- 
tire industrial potential, all of your 
steel mills, all of your transporta- 
tion, all of your power projects. 
We are going to wipe out, clear to 
Manchuria, your ability ever to 
launch an aggressive war again in 


our time.” 


Mobilization is implied 


These 


VA hile 


alternatives. of course. 


largely militarv, go far 


beyond merely military measures. 


That last proposal, unlimited bomb- 
ing of the Red economic potential, 
carries on the face of it the threat 
of general war in Asia. 

That last then, means 
national mobilization, if that’s the 


proposa 


decision, all the way from the jet 


bomber bases on Okinawa. For- 


mosa and the Philippines, to back 


here at home. It means, again, 
allocation of materials, perhaps 
even rationing of materials if we 


face the threat of that general wat 
in the Far East 

There is very real evidence in 
that 
of general war in Asia is supported 


Washington tnat taking risk 


members of 
Chiefs of Staff in the 


D\ three of the tour 


the Joint 


Pentagon Oniy General Ridgway 
dissented [ she ild like to hasten 
tO Say that these admirals and 
generals are not warmongers. 


| think they are 


to war and hate war more 


more opposed 


they have seen it and thev hav: 


pecause 


, ’ : | ' ‘ ‘ . ’ 
fought it. 1) iT tney are Lath ed WItn 


a practical Situation. 


lheve, three out of four. that we 
; 
should fight in the 


tect ourselves here at home. 


They he- 


Pacific to pro- 


It’s very simple. This chain of 
island bases 1s me stronger than 
its weakest link. If Formosa goes, 


that chain of bases is broken. The 


Formosa can 
Philippines. 
The 


“ee . 
indefensible by 


Philippines are ly 
themselves. SS 
Formosa goes, the Philippines go 


Honolulu is indefensible. All it 


is a big Navy supply depot. 
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Chinese Communists in control of 


attack the 
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The that if 
Formosa goes, if your island chain 


military men say 
is broken, the defense of the United 
States, falls back not to the 
Philippines, not to Harbor, 


but to the Gate in San 


Pear! 
Golden 
Francisco. 

It’s as simple as that. If wed 
go to war in the Pacific, it will be 
‘or that very simple basic fact 

Why 
preferably the 
Secretary of State or the Chair 


Chiefs, doesn't 


somebody in Washington, 


President or thi 
man of the Joint 
go on television and draw a picture 
of the map and say, “Americans 
there it is,” | don’t know. 

A diplomat of a country friendly 
oO us returned to Washington re- 
cently from Red China. There in 
Mao Tse 
talked. This embass\ 

that Mao Tse 
turned to him and he 
in a pathetic voice, ““What 


Peiping he saw Tsung, 
and they 
Tsung 


person sald 


sald, almost 


do about those Americans’ The 


are sO unpredictable ' 


We have an example 


Mao Tse Ts inhy has a very coo 
The 


in Washington has 


point. present administra 


tion horrible 


example before it of what being 


unpredictable can mean in term 


ot War because We all recall the 


; 


speecn DV Dean A heson, then Pet 


retarv of State. in whicn Nhe vid 


<% 


that Korea was not within the de 


fense 


States. 


perimeter of the 


LU nited 


Taking Mr. Acheson at his word, 


the Chinese 


| think 
at the 
war In 


selves 


If Mr 


as 


imeter, 


ricualis 


Acheson had 
within our 
would the 


munists have aAttac ked t 


Communists attacked 
were more surprised 
going into the 
a than we were oul 
said that 
defense pe 
Chinese Com 
| doubt it 


If Washington would only say t 


the wor 
in part 
Quemoy and Matsu and we 
tne pinpo 


‘ ; : 
; : \ 7 ‘ l 


1 and to Mao Tse 


iicil. 


“You move against 
will UuSe 


atomic bombs on al! 


ndustrial centers 


We must choose 


| feel 
ily that 


Lrom Oul 


very 


deeply and person 


uniess we are truant 


responsibility in Wash 


ington that we must choose betwee! 


rngse 


ui) choice 


alternatives 


and Lo TiaAk 


known 


This issue of war and peace with 


the Communists present 


alternatives. 


Is it 


i 


: | 

: hile 

' nrist 
(divorce 


declared that our 


yive it 


time that Washingto1 
CCOnOMIE ALG 
gladl\ and in 

irit; Is it ! rie 


PCOROTTMI 


inti-l ommunism? Qur econom 


f ontinued on page it} 
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Potential 





kEssentially we are in the 
that of serving the 
lie Yours is the function of 
That of Westinghouse 
includes converting raw materia! 
Neither vou 


long survive unless oul 


HDUSINeSsS, 
tribution 


into finished goods 
nol Wwe canti 
nie 1) Dis . ‘ 


ied that our products 

good and values are tair 
Wur customers pockets are 

His credit is 


better than ever and his standard 


stuffed with money. 
of living is higher than he had 


evel dreamed He is making 


plenty, living part of it up, but 
saving more, too 
John Q. Public can ; 


what we have to sell. But a sig 


fford to buy 


nificant thing has happened. The 
post-war spending spree is ove 

The change trom a seller's to a 
buyer's market has not been grad 


ual; it has been as abrupt and 
violent as a tropical hurricane. 

The problem that you as dis- 
tributors and we as manufactur- 
ers share is that of coping with it 
and not being swept away by it 

It is a problem that has no pat 
solution. And the point to be re- 
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66 


. . - 428 million appliances can be 
sold in the next year... getting that 
business means developing efficien- 
cies that reduce selling costs .. .” 


emph.sized is that it is a mutual The important thing to remem- 


problem of production and distri- ber 
bution 


that ours is a dynamic econ- 
omy, and vast as the present plant 
It is not going to do any of us is, the capacity of the 
look back and affix 
The solution, if and when 
. will be found in that for- 


look 


of our leading automobile manu- 


D iblic to 


any good to consume is even greater. 


blam« President Eisenhower, during a 


it comes recent press conference, said he 


ward. streamlined that one 


sees. and | quote, wise manage- 
| household” 
bringing output to 500 billions by 


1465. 


ment of the nation 


facturers is current!yv advertising. 
True. manufacturers have built 


It’s running around 360 bil- 


plants and equipped them lions a year now. 
this 


economy a 


the ultimate in modern ma- (Consider picture of the 


echinery. Production facilities wil! American scant 10 


today turn out thousands where vears from today, 


called for “a 


as presented in 
schedules 


yesterday recent report of the govern- 
hundreds. ment’s Joint Economic Committee: 


A 1965 population of 190 million, 
Increase in production 157 million 14 years old or older. 
This year the industry will sell 


3.500.000 


There will be 56 million house- 
holds Total 


will be 76 mil! 


bout refrigerators. It civilian labor force 
could produce at least eight mil- - Ctellien em. 
lion without expanding present 


almust all other 
products and industries, the situa- 


ployment will be 73 million 
factories. ‘or 
— Fo Business expenditures on plant 


and equipment will be 60 billion 
tion is the same 


: | | dollars. Disposable personal in- 
Harlow Curtice, president of 


General Motors, recently said the 


motor car 


. 1 ' 11; 
come will pe 680 Diill 


posable persona! in¢ 


industry is 
building at the 


currently lt say eet 
. rid) ~ ¢ i Wii ' Ss _. 
rate of over 10 ii isehold V) | be Sh. i ) 


million cars a year. The most op- Consumer expenditures 
1955 
mate six million will be sold. 

W hat 


harmful nor abnormai. It is a per- ney Wii 


M . S257 bi mn. Consumers will spen 
Meniatin Gemaithe Mie wy 8357 llion nmsume! pend 


$50 billion for durable goods, an 


iverage of $893 per household 


has happened is neither 
spend $185 billion for 


> 


fectiy natural shifting in the bal- non-durable goods 
ance of supply and demand. le tal national demand for 
For many of the post-war vears goods and services at 1953 prices 


demand 


supply and in $535 billion, of which $81 
the catching up it was necessary, billion will be 
and proper, that production not 
only equal but forge ahead of the 
current market. 


exceeded 
business demand 
and $357 billion will be consumer 


demand. 


Quite a picture 


Continued on page 94) 
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“What is more important,” asks a paint dealer man, 
| “What's in the store window, or what’s in the paint can?” 
a A uw '*\ To him and to others, we always reply— 

| i: What’s in the can, satisfies "em... 


What’s in the window makes ’em buy! 


/ / | / That’s why we're proud of our Davis displays~ 


Displays that amaze, and always win praise... 






| 
/ \ \ Displays that you sell with, and oh, how you sell... 
j rf y j - 
/ J afk And as for finances . .. you'll do very well! 
' lL Ss ff 
a all BP ae errs 
ae) ual What’s in the Davis can brings ’em back full of smiles SFFers 
aS Some are just neighbors, some come for miles e 
— - But you'll always sell new ones, 
+ / 
i? a And more profits you'll win... 
Pp’. i With Displays in your window saying ys Ww (- ) 
27, | 
ONT erie STOP and COMEIN! °°? Gea > |e 
+ 24 AP, SERIOUSLY... -. 78 <a, 
ix wean, : rT ov , 
Xp ee i - ave you seen he Davis dis lays : y ou cant 
\\ ie WT a! WIN A VALUABLE PRIZE! Have y t pla; 
aor | a tell a book by its cover... but you can tella 
wu F, Can you top or rriter’s p mn sell displays ? : . - : aiaag i 
fan A ph + oe cowhide “Seuker”™ awl snage Agere oh paint line by the quality of the dealer aids it 
a (es —~ S| winner. Subsalt your entry today! Contest expires supplies. Beyond that... there’s the quality of 
? May 30 955 . h 


the paint to consider. Consider a can of Davis 
paint, and you’ll see what we mean. From color 
accuracy to high hiding... from coverage 
to flexibility of the entire line... . Davis is the 
paint that does it best ... for the customer, 
and for you! 











Y eee NEXT DOODLE: 
; Signs of Profit! 

























DAVIS 1761 Bosh & Severn St 
Balte. 30. Md... and Savannah. Ga 

; Po. | 
B CEE “1 5 Gentlemen No more doodiin’ for me! Tell me how | 
BF NT rs to Do it with DAVIS! 

ZZ oe AN NAME 
LLP 

a COMPANY 

PA) ADDRESS 7 
— CITY ZONE STATE 
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and profits 


BECAUSE BUYERS KNOW 
JENKINS 


GOES FURTHER 


Buyers know they get guaranteed footage in 
every roll of Gold Seal. They know that every 
inch measures up to top quality standards, — 
eliminates woste, goes further. 

Thot’s why they like it . . . buy it . come 
back for more. Make sure they can get it 
stock up on Gold Seal Tape now. It pays. 
Jenkins Bros. (Rubber Division), 100 Park 
Ave., New York 17. 


JENKINS 
GOLD SEAL TAPE 
FOR EVERY JOB 








Available in 10-roll cartons or single rolls. Every 
roll cellophone protected to stoy foctory-fresh. 


Jenkins Bros. also make Diamond Sea! Friction ond 
Rubber Topes which meet ASTM Specifications. 
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Where does the electrical indus- 
try fit into it? 

In the past five years the use of 
electric appliances has grown 
steadily. In fact, the industry has 
sold 353 million appliances. A 
number of factors account for the 
boom in appliance 
1950. 

One thing was the pent up de- 
mand created by World War II. 
Another was increased income. 


sales since 


Of course, the built-in stabiliz- 
ers of the economy—such as old 
age pension and unemployment in- 
surance—have tended to cushion 
the bumps in the average family’s 
fortunes. With this 
greater security, 


feeling of 
there is a will- 
ingness to make more extensive, 
long-range commitments for in- 
stallment buying. 


A big market ahead 

Also, sales were stimulated by 
our defense economy which con- 
tributed to full employment and 
rising income. 

Another situation brought about 
by our defense economy has been 
the shortage of domestic help. 

W here 


servants? 


domestic 
Some of them are work- 
ing in factories today and earning 
good money. Actually, these 
women workers are a double stim- 


are the former 


ulant to appliance sales because 
they, too, need more appliances to 
help with their housework. What’s 
more, their insure 


factory jobs 


their having money to buy appli- 
ances. 

Looking back over five years, 
therefore, we can see that there 
were certain economic and social 
factors that helped sell 353 mil- 
lion appliances. But beyond this, 
a great many of these appliances 
have been sold because of the in- 
genuity of man. 

In 1930 there were 19 different 
appliances. In 1940 there were 
56. By the end of 1954 there were 
a total of 56. And the end isn’t in 
sight. 

But what about the 
the appliance market about to be- 
come stabilized? What do the so- 
cial and economic 


future” Is 


forces at work 
add up to? 

We have been taking a long look 
ahead, 10 vears, in fact. Here is 
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the way it looks: More people—25 
and this means the 
There 
families 
more families 


million more 
forming of more families. 
will be six million more 
10 years from now; 
to buy appliances and use elec- 
tricity. 

There will be more people on the 
move, too. Some people will move 
across the street, and some across 
the country. But you can be sure 
that about four 


will move 


mill.on families 
somewhere each year. 
Each move represents a big op- 
portunity for selling appliances. 
Another thing, people will have 
more money to spend. In fact, as 
previously 


at least 60 


stated, they will have 
billion more dollars in 
personal disposable income. 

What will they do with 
money? One 


more 
thing sure is that 
they'll be buying more new homes. 
There will be a million new homes 
Ten million new 
opportunities to sell appliances in 


built each year. 


the next 10 vears. 
In this same period, hundreds 
of thousands of 


adding more 


families will be 
appliances in exist- 


ing homes. 


Competition is tougher 

looks favor- 
able for the sale of all types of 
appliances. But 


Surely the climate 
competition in 
the next 10 years will be sharper 
than ever before. 

Furniture, cars, clothes, travel, 
and gas appliances will be sharp 
competition in the next 10 years. 
Against this competition, we have 
three big benefits that we are sell- 
ing the American home. 

The increase in the use of elec- 
tricity due to these 
flects the size of the 


benefits re- 
market in 
which you can share. 
The first 


venience. Last year, 


benefit is more con- 
utilities sold 
55 billion kilowatthours to operate 
“convenience” appliances. It is 
estimated that this will double in 
10 years. Think of it: 
We are also selling more com- 
fort In 1954, 
billion kilowatthours to make 
homes 


the utilities sold 


more comfortable Ten 
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years from now we estimate this 
will increase six times. 

The third benefit that we are 
selling, and in some respects the 
most glamorous of all, is home en- 
tertainment. Based on industry 
studies, the home entertainment 
load will grow from 14 billion kilo- 
watthours in 1954 to twice that, 
or more, within the next decade. 

With a package like this, in a 
dynamic, growing America, how 
many appliances should we sell, 
not over a 10-year span, but just 
in the next five years? 


What about production? 

The industry says 428 million. 
Can it be done? This poses a lot 
of questions. 

Can manufacturers produce 428 
million appliances in the next five 
years? 

Five years ago, appliance, radio, 
and television manufacturers had 
a total factory square foot area of 
58 million. That is a _ sizeable 
plant. 

But in 1954, the factory square 
foot area of the industry had been 
stepped up to 91 million square 
feet, an increase of 57 pct. 

No, it can’t be the lack of manu- 
facturing facilities that will keep 


is from this goal of 428 million. 


Will it be a shortage of elec- 
trical energy? Five years ago, 
electric utilities had a generating 
capacity of 69 million kilowatts. 
Sut since then they have con- 
tinued to invest in additional 
capacity. Today, utilities have a 
capacity of 103 million kilowatts 
They are still expanding. So it 
won't be lack of utility capacity 
that will hold us back. 

But there are two big remaining 
questions that must be answered 
if we are to accomplish our goal. 

One is the question of sales 
This industry has a tremendous 
job ahead of it in the next five 
vears to sell the 428 million ap- 
pliances. From every sign I can 
see on the horizon, it looks as if 
it can be done—and manufactur- 
ers, distributors, and dealers are 
organizing tnemseéives to accom- 
plish this job. It won’t be easy 
It will demand our best efforts 

But assuming this big sales job 


will be done. there is still one re- 
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maining question to be answered. 
And that is the critical lack of 
adequate wiring. If our industry 
really solves the adequate wiring 
428 million 
can be sold in the next five years. 


problem, appliances 

In wiring alone, the hardware 
industry has an opportunity for 
plus volume and profit unequaled 
and unparalleled. I commend it to 
you for thorough exploration and 
development as a new field of ac- 
Livity 

We hear a lot 


“revolution in distribution.” 


today about a 
That 
hard 


, | . pea cee 
revolution s occuring i1n 


goods, just as it has already oc- 


curred in foods and other com- 
modities. 

The phenomenon that we call 
“discount houses” are, curiously 
enough, making money and they 
are qgoing 80 by selling at margins 
most of us have termed absurd, 
impossible or just plain downright 
business suicide. 

One of the reasons they have 
been able to do it is that some 
distributors have found that they, 
too, can sell these goods at lower 
margins, turn capital faster and 
have worthwhile profit dollars left 
for themselves 

For the hardwas 


qaistribdutor. 
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particularly, this is going to be a 
bitter pill and one that he may 
very well decide not to try to 
swallow. 

Yet, before throwing the pil! 
away, it might be well to reflect 
that sometimes even bitter 
effect sound cures. 

The volume is there. The hard- 


pills 


ware distributor and retailer can 
share in it, if they choose to do so. 

Perhaps one of the first things 
it will take is a complete re-evalu- 
ation of present accounting pro- 
cedures, to determine what this 
electric appliance business ac- 
tually can contribute in terms of 
dollar volume and dollar profit in 
relation to investment. Then look 
realistically at all overhead costs 
and see what this appliance busi- 
ness can absorb, without increas- 
ing overhead dollars to any ap- 
preciable extent. 

The resultant figures may sur- 
don’t know. 
distributors have found that due 
to increased volume and turnover 


prise you. I Some 


they can do business profitably on 
far lower percentages than they 
had previously 
sible 


considered pos- 


| he same 


even greater degree with the re- 


thing is true to an 


tailer, who has long had a lion’s 
share of the profit. 

A second and equally pertinent 
make a 


suggestion would be to 


thorough study of where your 
business is coming from and what 
it is costing you to get it; In terms 
of geographical breakdowns. 

It may be found that concentra- 

and harder selling in your 
natural local markets will produce 
more volume at much lower cost. 

A third suggestion is specializa- 
tion, and with this training, em- 
phasis on mass demonstrations 
and mass selling and techniques 
which have been tried and found 
productive in today’s competitive 
markets. 

It is encouraging to note that, 
even in the food industry, only 
slightly more than 40 pct of the 
volume is done by the big super 
markets. There is still plenty of 
room for the independent mer- 
chant who serves and serves well 
within his community. However, 
the other side to that record is 
that 40 pet of the volume is done 


by the super markets. 


President s Address 


on the other. 


link between the 





continued from page 18 


ind a1€S helps of all kinds to aid 
Whether such plans can result in any appreciable 


them in selling. 


: , . . 
orner Two nrancnes OT rne 


dist ribution Syste 


| 
) P Tiana bale Gal 
mane Up ne essential Connecuinhy 


haraware 


Ii. 


We also must continue to make every possible effort 


reduction in distribution expense is still to be deter- rate of stock 


mined 


: 


note that if we hardware wholesalers could dispense 
with the services of all our salesmen and still maintain tal attachment 
the same volume of business, the 
would be only about 3 pet of the consumer's dollar on 
the merchandise we sell through salesmen 


But in this connection, it may be pertinent to 


resultant 


Saving 


to streamline our operations, 
of merchandise through our warehouses, 


turn 


speed up the movement 
improve our 


. ont on | 4. , 
reduce manual! labor in the han- 


} 


dling of merchandise, cut down lost motion in our 
warehouses. We probably must temper our sentimen- 
r long-time employees who are no 
longer able to function with any reasonable efficiency. 

We should find ways and means of selling more of 


our merchandise in standard packages, cutting down 


Meantime, most wholesalers are probably working on the high cost of handling broken package lots. We 


toward this same end. so far as 


without actually becoming involved in any plan which 


may be termed 


are probably trying to either build up or eliminate the 
less profitable accounts and are working strenuousl\ 
to give better service to the really profitable accounts 

Whatever new plans or innovations we may have in 
mind, the basic policy which all must continue to fol- 
low is the twofold policy of extending best possible 
service to our dealers, on the one hand, 


most effective representation to our manufacturers 


96 


may be practicai., 


“controlled distribution.” 


Most of is 


takers. 


wh ich most of 


tional method 
wholesaler to 
and giving the 


With all these 


and will maintain our place in 
ture just as we have done 
retailer has met 
competition in the past. 


can give our salesmen more information: do more to 
make them real 


salesmen rather than mere order 


things that al! of us can do. and 


is probably are already doing, we can 


the picture in the fu- 
in the past. Our trad)- 
distribution from manufacturer to 
ine test of keenest 


There is every reason to be- 


lieve it will continue to meet the test in the future. 
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ChiNamel custom 


aie a omen t 


PAINTS . ebdsdibell 



















CUSTOMERS CHOOSE FROM 294 profit-proven colors. A COMPLETE COLOR PACKAGE — light and dark bases 


No need to fuss with a thousand colors or more ... Chi- in each of Chi-Namel's popular paints plus just 15 colorants 
Namel’s 294 custom colors have been proven the most give you a selection of 294 colors. These are fast selling, 
wanted paint colors by extensive research. You please more quick turnover colors that step up your paint sales. So easy 
people, make more sales with Chi-Namel. to mix and no costly big inventory of colors. 





the simploct, most complete 
eolor eyetom ever developed 








Hardware dealers told us the perfect color system must just 15 colorants. Low cost your initial investment is 
be simple . .. yet, it must offer a complete selection of amazingly low for such a complete color system. And with 
interior and exterior paints. And that’s just what Chi- the Chi-Namel Custom Color System you have customer 
Namel has developed. selected colors. Every one of the 294 Chi-Namel colors 
Here are 294 interior colors in flat, semi-gloss, and gloss has been profit-proven .. . a fast selling, quick turnover 
—an additional 165 exterior colors in either of two exterior color that customers demand. 
finishes and 19 colors for porch and floor enamels. Six of And when you cash in on paint profits with the Chi 
the major and most popular finishes in the Chi-Namel line Namel Custom Color System, you get powerful backing 
have been integrated into the perfected Chi-Namel custom with Chi-Namel’s hard-hitting merchandising campaign 
color system ... sales-makers for any paint department. Proven radio—store displays—publicity . . . everything 
Low inventory—you carry light and dark bases and you need to move more paint faster. 





"Write today ——— 


(ager agape ace" 8 ena genau re 
CHI-NAMEL PAINT & VARNISH CO. 
1103 Third St. So., Minneapolis, Minn. 


Send me more details as to why the Chi-Namel Custom Color 
System is the best color plan for my store. 









( Chi Namel 


S.A 


FACTORIES: Minnecpolis, 
Minn., Fort Wayne, Ind., 
Atlanta, Ga. 

BRANCHES: Boston, Mass., 
St. Joseph, Mo., Okichoma 
City, Okla. 


NAME 








ADDRESS siatapmmmeiealanieesan Se 
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A Program for Profit Improvement the fact 


that his company was 





LO spend to purchase tneir goods. 

So, from many points of view, it 
is important tnat you spend some 
time on your management pl 


Poor 


concern of the individual! company. 


ture. 
management isnt only the 


oncern of the entire in- 


accompanying table are 

listed eight factors wi think 

are important from 
of view 
think the best way 

importance of these 


yive a few examples of 


a good thi 
admits it Oh 
n the busi: 

from ano 


that 


Watch Hidden Costs 
Well, it d | 


thinking ts 


’ 
ry) | + 


companies would more than 


' . — 
prea \ | that CieTRK & 


time in In- 
creased inventory turnover alone 
There are many hidden costs in- 


volved when you don’t have in- 


ventory control. For example, | 


discussed this with the vice-pres- 
ident of a wholesale hardware com- 
pany which didn’t exercise 


He told me. 


is already 


inven- 
tory control “Our in- 
ventory under control 
We don't have all that paper work: 
so why go in for it?” 

Shortly after he made that stat 


sta lc- 


growing so fast that he had al- 


continued from page 87 ready bought another warehouse 


to take care of the increasing in- 
ment, | was sitting at another desk 


in his office and in walked the pres- 
ident of the company. The two of 
them spent the rest of the after- 
noon on a important sales 
problem. It seems that they had to 
tell an important customer that 
they were going to have to back- 
order something that he wanted 


ventory. 
Well, as part of my job for him 
I made a survey of his inventory 
growth. I discovered that his com- 
very pany was growing. His sales vol- 
ume had doubled every two years 
for six years. But his inventory 
had doubled the first two years, 
tripled the second two years, and 
badly more than quadrupled the last two 


In other words. while 


pany Was going up al a nice, 


cOom- 


even 


8 Important Management 
Functions 


growth, his inventory was snow- 


balling. Fortunately, I had 


me some 


with 
statistics from anothe 

Inventory control 

Warehousing practices 

Accounting controls 

Organization 

Office procedures 

Wage and policy structures 

Sales policies 


Investment policies other, I was able 


company which had inventory con 


trol. and | was able to show him 
the company grew, the In- 
vrew atl Same rate 


’ 


when vou had control 


inventory, 
by putting one curve on top of the 
demonstrate 
that inventorv control did. indeed 


mpressive 


Now, it wasn’t an unusual item 
It was something they should hav: 8ee} 
had In STOCK, but if JUST SO hap where 


Thev called — — ’ 


. .4 
a neal 


pened they were out. 
o le > 7 yur and leas ‘y . 
1 Dp Opi oO ry ane al 1 ood 

oft stock on 


had to ¢al 


exp “dite . 


; Last tne) 
+) > ‘~ | 
Lup th warehouse, and 
tear their hair, be entrust it te 
L’ . type O} help They had Lf competent TQ 
VA th. and SO Onl. 


if we would add up the 
the president of that com- : 
) Good Warehouse Practice 


the salary of the vice 


salary of all the isnt onlv a matter of compe- 


interrupted dur 2 is also a matter of “What 
the total would id 3 do if the person you had 
clerical time fon ‘usted ith your warehouse 
nventory incapacitated ?” 


control system hould suddenly be 


You can evaluate the money losses While | was surveying one com- 
th) 


lis situation, but how can you pany, the chief warehouse man 
evaluate the loss in customer gvood ran away with another ma} 


will. The thing that Well. 


about this situation was that nei- also ran away with t! nly 


y) 
Li fit Viti 


amazed me that's bad enough, but he 


brain 


where everything was 


‘> 


ther of these men thought this was that 
If it were I, | would have that warehouse. 

worried about it. To them, at for 

was just another sales prob- to search and search, and they 
“This is the sort of thing we ldn’ find 

into all the time. We 


t we can. 


Knew 
72. . . ls , r< 
The result Was 


weeks afterwards tft hey 


everything even then 


solve it Good warehouse pra ‘tice re- 


hat you plan the layout of 
For my money, they were simply 
The 


managing their company in. Ye 


warehouse. You plan where 
putting out fires. weren t put the material before it 


keep records of 
The president of another where it is, and you have a man in 


pany | went to was very prou charge of it who can bring a pro- 
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fessional attitude to the daily job. 

These things are far too often 
lacking. The same man who was 
building himself a new warehouse 
told me that he really didn’t need 
warehouse control, because it was 
such a small company everybody 
knew where everything was. 

He had no sooner finished Ssay- 
ing that when two delivery men 
They 
started looking and looking and 
looking while we watched. Finally, 
one of them said, “Well, let’s go 


came into the warehouse. 


back and ask where they put the 
stuff anyway,” and out he went 
This meant that at least two of 
their employees didn’t know where 
everything was, and I suspect a 
good many more didn’t either. 


} 


The third item I have or 


the 
ist OF Important factors 18S ac- 


counting controls. I am not talk- 





T. W. McALLISTER 
SWHA Managing Director 


about a ounting records 
Kveryvbody has accounting records 
| am talking about accounting con- 
trols. 

Most of your accounting records 
are about as much use to you in 
controlling your business as would 
be the speedomete! record on your 
dashboard in telling you where you 
had been. When you get back from 
a trip, you look at that and it tells 
vou how much mileage you rolled 
ip. It doesn’t tell vou anvthing 
mou where you were 

Most accounting systems will 


toll 


ell you how much you owe Uncle 


Sam. how much vou owe your cred- 


tors, and how much is left for 
vou to take home, and that’s about 
al] 

| am talking ab I st account- 
ny VW ni r) vill T inle Tr eo | 
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what parts of your business are 
making money, why they are mak- 
ing or losing money, and what you 
can do about it. 

I know one aggressive hardware 
man—not a wholesaler—who told 
me, “I work harder every year 
Every year my volume is up, but 
I don’t take any more home at the 
end of the year. Something must 
be wrong.” 


Organization required 
his books 


Examination of 


showed that many things were 


Wrong. For example, he had yust 
taken on a nationally-advertised 
line. The manufacture said, 
“You've yot to have Sper lalized 
salesmen.” He took them = on 
“You've got to have inventory. 
He took it on. 

Then. his books showed. even I 
he had sold everything the mar 
facturer told him he would sell 
he still wouldn't make a profit. He 
just couldn't make a profit at that 
volume. It was hindsight, but 11 
was enough to tell him that he 
had better get out of that line. and 
he did. As he learned to use cost 
accounting, his gross volume went 
down, but his net profits went up 

The fourth factor on the list 
organization. A strong man start 
As the business 


he hires more people to help him: 


a business. 


but he doesn’t learn to delegat: 
He doesn't learn to build an oO} 
ranizatiol which is bigver that 
he is so that if he were to sud 
denly leave the business ould 


On. 

| know one company where one 
of the best salesmen is also thi 
warehouse superintendent for the 
simple reason that he likes to put- 
ter around the shelves. By and by 
where ne 


he gets to the point 


knows more than anvbod\ else 
about what is in the wareho ise 
Eventually he officialls 


the warehouse superintendent, i! 


becomes 
addition to his primary job of 
bringing in business. 

A situation like this has dan 
gers, too. It sometimes leads to 
conflict of authority. In this case 
there is a lot of antagonism in the 
company, 


chief ac- 


hecause Tne 
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countant is also a competent man 
He is the man who controls pur- 
chases. He shouldn't, but he does. 
And because he controls purchases, 
he thinks that he also ought to 
know something about the ware 
house. The two of them are con 
stantly at loggerheads 

The principles of organization 
are sometimes difficult to apply be 
cause they affect people People 
are hard to classify. But, any com 
pany that wants to survive beyond 
the useful business hfe of its pre 
ent head has got to learn to appl\ 
those principles 


The fifth factor on mv Ist 


, ' 

office procedures Paperws rk 1s the 

bane of anv business. The days ars 
4 rie vwnoen Vo ‘ ild cit Ou Tie 


Today you mak 


t requisitions in duplicate, in 
volces n triplicate. certification 
n quadrup ite, bills of lading o 
five rt forms, receipts X-pat 
rorms, advice ti the sromel 
even-part forms, and so on, ad 
nfinitun | have uth rut 

ross fi rteen-part torn 

The cost of the papel I 

tuation alone 18 enough to maki 

man wondel When vou add 1 
finat the eoxt of the nNeprson ur} » ha 


I 
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forms, the cost of! 


the cost of the 


| thoaco 
iil iff nes 


he filing cabinets. 


people who analyze the forms, 
classify them, read them, file them. 
destro them, record them, and do 
all these things Ou nave a tay 
yering cost 
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My experienc 
y re 


cates that thats a good figul 


if you take all of your clerical! 
and office expenses, add to it the pon volume 
me of the officers who spend time ne comes along which 
doing clerical work, add the time promises 

by of your salesmen who do clerical particularly if the mark-up 


attractive, they take it on. 


> 


increase tnelr \ 


work, add that all up and take 30 


> 


percent of it, you will find you have Every sales decision that you 

something worth saving. make involves all the things 
The sixth factor on the list is have been talking about. It in- 

Wwaye and salary policies. In far volves your inventory: it involves 


warehouse; it involves your 


too Many companies we depend your 
ipon the personal touch for wages office; it involves your organiza- 
In a small company it is true that | 

management can very well tell how If you are tainking about chang- 
much a man needs and how much ing your sales policy, then you 
he deserves; but when you begin should be able to answer questions 
0 get more than a half dozen peo- like these: How is this new policy 
ple, it is hard to keep that touch. going to affect my inventory: 


How is it going to affect the ware- 


? 


Watch labor turnover | hg tia - 
4 . ; ; nouse, not Oonliy in terms of space 
Contractor’s Pick The first thing you know, it’ sh: Sead ae 


i lea 2 ! 
ie glad-handing employes ho will be required in 


aa 
*280 7 
rel aii the raises. The consci- 


. : »~TvF"Fy @ : , . , 
organization . Are Ww 


? 


mie ‘oti y ay 2¢il] _ sa 
et, retiring man _ have to have a new department { 


| to work for the same If not, what is it going to do to 
Iron City yroducts have (re oY Faale , = ee 
} y } ; Vave and fee] badly about it. the work of tne people [. already 
gained nation-wide fame tor 
the rugged quality of hand 
tools such as the contractor s essive labor turnover; you have How much is it going to cost 
pick. LOL years of experience 
insure continued production 
of superior products 
’ OT those things. It is difficult. sut Refore vou make any change in 
l am sure that if you try to put a vour Sales policy or before vou 


The result of this practice is ex- have? Will I need more people? 


ncompetent help. I don’t know What about new office procedures * 


how you are going to evaluate both How much will they cost? 


dollar and cents value on these two decide that you are going to keep 

results of poor wage and salary the present one, you should be able 

structure, you would have some- to answer those stion Put 

#99 ning well wert investigating. dollars and cents values on the an- 

a The six factors we have dis- swers. If you can do that, then you 

eT cussed lead to a point where you know how to have an intelligent 
Iron City clay picks are ac- 
cepted as a standard by ex- 
perienced workmen in many 


fields. Only the highest gradc 
as etek bate sqetet 2 mane for SWHA Executive Committee Members 


the clay pick and all other 
Iron City tools. 


Ser onveries ~eay 
PICKS @ MATTOCKS @® HOES 
SLEDGES @ WEDGES @ BARS 
TRACK TOOLS @ SOLID BOX 


VISES @ ANVIL TOOLS AND 
TONGS 


a eT 








Write for Latest Price List 


mon 
cry \ 


4 
oN a 


IRON CITY TOOL WORKS, INC. ae many 


h 1, Pennsylvani , 
Pittsburgh |, Pennsyivania Keith-Simmons Co., Inc. Amarillo Hdwe. Co. 
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sales policy. You know what lines 


. . , ‘ > *< ? 
’ ry +7 : ‘\ a. ’ 
U % sii, vy lied Viits COnLPaAt . 






’ 


what ones to throw out. 


Finally, wnen You have all of 


41 4) : ~~ > . 1+) 
Lnese ninvs vou are in a position 


to answer the $64 question a busi- 
nessman must answer: What do | 
do about my business? Shall | con- 
? Shall | 


+ Ly} , : : . +o) 
vo out iooOKIng tor more capital, 


: : + . + : ++ 
Line to Fre-invesi im it 


or shall I just let it stay the way 
It is? 

This is a subject vou could write 
a book about, but I am golng LO 
sum it up with one simple rule. 
If every businessman would say to 
himself, “I’m not going to invest 
another dollar in this business un- 
less I can see a reasonable chance 
of at least getting as much back as 
[I would if I invested in United 
States savings bonds.” 


A fair return—your due 

Now, you may say to me, “Well, 
that’s too conservative. A busi- 
nessman is entitled to more than 
he could get from government 
bonds.” I agree with you. I am 
only speaking from experience in 
analyzing company records. There 
| found out that far, far too many 
companies have been plowing 
money back into business, into de- 
partments in the specialized lines, 
where the return wasn’t even as 
good as they could have gotten if 
they had gone out and bought gov- 
ernment bonds. 

In the time we have had here, 
| could only skim the top of man- 
agement problems. It has not been 
possible to go into detail. However, 
| have tried to make the follow- 
ing points: 

First, that as distributors you 
have a legitimate part to play in 
the economic picture. You have 
cost of production because you add 
time and place utility to commodi- 
ties. Society owes you a fair re- 
turn to cover the cost you incur. 
But you, in turn, owe to society 
the obligation to keep those costs 
to a minimum. You can keep them 
to a minimum if you will accept the 
management responsibility of look- 
ing to your management problems. 
These management problems in- 
clude, among other things, inven- 
tory, Warehousing, your account- 
ing controls, vour organization, 
vour sales policies, and your in- 


. . > *< »* 
yvestmen practices 
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A COMPLETE ELECTRICAL DEPT 

IN A SMALL SPACE 
"Junior 
CURRENT TAPS - 


ELECTRICAL 
TREASURE 
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An assortment of 24 fast sont msec 
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Behind the Scenes in Washington 





aid should become an affirmative 
instead of a negative program. 

Instead of spending Washing- 
ton’s billions, which are, in the 
final analysis, your and my bil- 
lions, we now should shift to pri- 
vate capital; choose projects, such 
as the iron ore in the Philippines; 
irrigation, hydroelectric power in 
India. We should finance these 
projects through a world bank and, 
as far as possible, through private 
capital. 

If we are going to spread the 
free enterprise system, which 
means in the final analysis democ- 
racy, around the world, it must be 
done not through government 
hand-outs but through private 
capital, so that the recipient 
knows that this project must be 
made to work, must be well ad- 
ministered, because he has got to 
pay back the money over a long 
period. 

There are alternatives in our 
propaganda in “The Voice of 
America.” General! Gruenther, 
who was back in Washington from 
his North Atlantic Treaty Or- 
ganization headquarters in Paris 
recently, made a point. He said 
that the spend more 
money jamming American broad- 
casts so they can’t get into Rus- 


{ussians 


sia than we spend on our entire 


propaganda program 


continued from page 91 


But I think you and I would be 
kidding ourselves if we decided 
that by spending another five bil- 
lion dollars to broadcast to Russia 
that we could subvert the Russian 
people. 


Propagandize Our Friends 


What Genera! Gruenther feels we 
must do is to forget the emphasis 
on broadcasts to Russia and go to 
work to propagandize our friends 
on this side of the Iron Curtain; 
to convince the Italians and the 
French and, to a large extent, the 
sritish that we are not out to drop 
atomic bombs willy-nilly; that we 
are not out to test our hydrogen 
bomb, which now can cause a radio- 
active fall-out over a 7000 square 
mile area. We must tell our 
friends and the people we need as 
allies the reasons why we are in 
the Pacific as we are today. 

[ think that we 
basically, yes, America has an un- 
derground clandestine, hush-hush 
intelligence service; that in Guate- 
mala we organized the anti-Com- 
munist forces, flew in arms. We 
were behind the overthrow of the 
Communist-dominated administra- 
tion in Guatemala with our under- 


should say 


cover agents. We should say we 
advised on the overthrow of King 
Farouk in Egypt who was making 


(‘ommunists out of Egyptians be- 


cause of his extravagance and 
waste. 

We should admit publicly that we 
planned the overthrow of old Mos- 
sadegh in Iran, the return of the 
Shah. and thus saved that great 
oil supply for the Western world. 

We should admit publicly that 
since the Russians have taken 
their war underground with their 
methods of subversion and infiltra- 
tion that we also are fighting them 
underground with their own 
weapons. 

We should tell the 
democratic forces in Poland and 
Czechoslovakia and the _ satellite 
countries, “If you have a spark of 
resistance which can be flamed into 
a real resistance movement, get in 
touch with some of our boys, be- 
cause we will help you fight the 
Communists underground.” 


loyal pro- 


What I have tried to do is out- 
line some of the problems and 
alternatives that face Washington 
and ultimately you, as individuals. 

What can we do” We can make 
our democracy home 
and free at home and make our 


strong at 


American economic system produce 
for the well being of all our citi- 
zens. That is perhaps the final 
bulwark against Communism. 

But even then | must say that 
we are heading into a period of the 
unknown. I also am _ convinced, 
that heading into this time when 
we cannot predict our future that 
one quality you and I must have 


as Americans 1s faith. 


SWHA Advisory Board Members 


MARK LYONS, SR. 
McGowin-Lyons Hdwe. 
& Supply Co. 


ROBERT H. BAKER 
Fones Bros. Hdwe. Co. 


A. C. RANKIN 
Teague Hdwe. Co. 


H. J. ALLISON 
Allison-Erwin Co. 
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WOLSE NEW Sio7 
4 Th tT —Jol-t-toh fa -lalols ae 


PADLOCKS and RULES greatest ‘4 Square Drive Electric 


IMPACT WRENCH 
INSIDE-OUTSIDE 


ever built—regardless of price! 
PULL-PUSH WHITE TAPE 
















Die cast case finished in heavy chrome 
or zine chromate. Automatic brake — 
replaceable blade. 












exclusive 
FINGER-TIP 
REVERS 







Ne. 406 Made in 3 lengths — (6 ft.) & 
(8 ft.) (10 ft.) on 
7S 













A White Tape in Powder Bive, Copper 
Tone, Silver or Bright Plated Cases. 


















complete 


Now, set and remove 


Ne. 380 — a 6 ft. tape designed for 


beauty as well os utility. an , nuts, drive and remove screws, 
»Y, > drill in steel, wood, stone tap 
drive and extract studs ...no 


limit to its uses. This impact wrench 
does EVERYTHING! 
One hand operation, one 

switch efficiency. MORE POWER 
MORE RIGID CONSTRUCTION! 


Easily triples capacity and 






No. 506W 
































A 50 ft. WHITE Tape in durable 
| leatherette case. Retoils ot $2.98. 
Also No. 510W — 100 ff. WHITE 
Tape in bright finished steel case. 
Retoils ot $4.98. 


dollar profits. Here's 
the low-priced power-packed 
impact wrench you ve been 


waiting to buy 





No. 718 Utility Knife 
Fine quality, rugged, five extra 
blades in handle — a quick seller at 75¢ 






WALSCO PADLOCKS 


Fine quality, sensible prices, good design 


, ©1278 5 dGrind * 1500 $ dSande 
make the Walsco Line an easy one to sell, — — =~ = , 


vad 4 i : " ‘ a Pas LA. 


ORDER 
FROM 
YOuR 
JOBBER. 


WRITE FOR 
COMPLETE 


caraton. | Bye Take ge kod F— 


= 


SpeedWway Manutacturing Co 


adivis:on ot Thor Power Toot Company 
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case display of rr toys is 


ished with brightly colored wal/paper 


ant alm mate 
4 4 


| 


and wide shelves. 


Bulkier wheel goods 


~~ 4 


Portion of boys’ side of department with expensive whee/ toys on two long 


' - +4 
37re ais . 7 w pioTrorm 


Toy Baleony Attracts Daily Store Trattie 


Part of toy display visible from street floor advertises department 52 weeks a year 


Toys account for an increasing 
percentage of the sales at Brown 
Hardware in Marengo, lowa. The 
firm planned it that way. 

Some years ago the firm tried out 
the idea on a small scale. Operation 
of a 12-month toy section proved 
feasible and profitable. 

The store has a high ceiling, the 
balcony a width of 5 ft providing 
ample space for bulky 
wheel goods. These factors enable 
people shopping on the main floor 
to see some of the extensive display 
of toys and wheel goods 


showing 


Although regular customers of 
the toy department need no invita- 
tion to visit the balcony, newcomers 
are attracted to it by use of a re- 
cessed display area halfway up the 
stairs leading to the department. 
Brightly patterned wallpaper, glass 
shelving for small items and spot 
lighting serve as an eye-catching 
color spot. 

Customers for miles around know 
the Brown store as a place for year 
‘round shopping for toys. Richard 
Brown, son of A. R. Brown, who 
operates the store says, “The toys 


which are overstock from Christmas 
must be kept somewhere, and the 
balcony is an ideal location for them. 
Through this display, we are selling 
items 12 months of the 
year, and have been able to increase 
the length of our Christmas mer- 
chandising season, and the volume 
during that period.” 

The balcony toy department is 
visited by many regular customers 
on browsing expeditions, with num- 
erous impulse sales resulting. It is, 
of course, a mecca for all youngsters 
with parents on shopping trips. 


juvenile 
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Only Continental Offers You A 
Sleeve Box For All Standard Fastenings! 





Here are 5 reasons why on display and see for yourself how impulse 


it will cut your handling costs sales will increase. And remember, they 
are available in both slotted and Phillips 


Continental's new sleeve box means no heads. Check with Continental today. 


added expense to you, yet offers: 


1. Closer Inventory Control 

2. Reduced handling costs 

3. Improved Product Identification 
4. 

5. 


Stronger Package Construction C ti tal 5 C 
Neater Stock Appearance on nen crew 0. 
Put these new Continental Sleeve Boxes NEW BEDFORD, MASSACHUSETTS, U.S. A. 
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Hi! Please Serve Yourself 


This greeting helps two-person store double volume in 


each of its first six months in operation. Selects stocks 


for fast turnover under plans of a hardware wholesaler 


» 


Pl 


——" 
ec es Ey 


U-shaped check-out center located in front of store faces table devoted to seasonal 
lines with many impulse sales being made to people waiting for parcels and change. 


Edward R. Gustafson opened a 
small, well stocked hardware store 
in December, 1953, at 17537 15th 
st., N. E., Seattle, under the name 
Lucky Stores. 

Mr. Gustafson’s business has 
been a profitable operation from the 
start, thanks to careful planning. 
His store is fixtured and planned to 
show a maximum of stock selection 
in limited quantities. All purchases 
are made to provide quick turnover. 

Mr. and Mrs. Gustafson operate 
the store according to the Janney 


106 


dealer program, having carried on 
correspondence with officials of Jan- 
ney, Semple, Hill & Co., Minne- 
apolis, hardware wholesalers be- 
fore entering business. His store 
layout and fixtures are based on 
suggestions mailed by the whole- 
sale house; buying follows their 
ordering plans as to type of stock 
and quantities ordered. 

Lucky Stores doubled its volume 
over that of its initial month in its 
second month of operation and has 
continued to show a steady increase 


in its sales and profits. Although 
the store is but 27x67 ft, it has been 
able to increase sales each month 
over that of the succeeding month. 

The Gustafsons seek to gear their 
stocks to the needs of a fast-grow- 
ing neighboorhood, to have as wide 
a variety as possible, but with 
stocks of each item at a level to per- 
mit frequent turnover. 

The wrapping table and cash 
register, on a U-shaped unit, with 
one long and one short side is lo- 
cated just inside the entrance. A 


. 
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Neighborhood Store 
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Keep this salesman 
front and center! 


STITT 

SuSsaecne 
pitti i ity | 
on 


RusBER CUSHION GLIDES 


pt eote fet OF 
| pap spnmire ne bo 4 
om te Canrer we 
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/ 
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- TH a¢cea reaorofr THe. 
- s ~— 


large sign in the store reads: “Hi! feeling that we expect them to buy 
: | Please serve yourself. If you’d like something. When your customers 
ee , help just let us know.” have that idea, they will take their 
oo hI: Of self service, Mr. Gustafson time and look the stock over care- 
says, “We don’t want customers to fully. Even if an immediate sale 
get the idea that we are breathing does not result, customers will re- 
down the backs of their necks while turn later to purchase items they 

No question now about the demand they are making up their minds saw while browsing.” 
that's building up for Bassick rubber- about a purchase. (,00d lighting a lavout that °I- 
é , a las lat per 


cushion glides. “We want them to feel free to mits clear vision of much of the 
Ever since Bassick’s big sampling walk over and look at merchandise merchandise from any part of the 
Campaign in the POST last fall, more in any part of the store without store encourages circulation. 
people than ever before have found 
out how Bassick rubber-cushion glides 
protect floors, rugs and furniture. Attracts Window Shoppers 
With the average home needing 18 
sets of glides, it's no wonder satisfied The J. Kornely Hardware store at 2308 N. 3 St., Milwaukee, has added 
customers have put Bassick’s on their eye-catching power fo its windows at night by placing basement lights near 
shopping list. gloss block walls in the base of display windows. Light shining through the 
glass attracts attention of sidewalk and street traffic. 





Now is the time to move your 
Bassick glide demonstrators up front 
on your counter — as a reminder to 
shoppers who know what they want 

. as a Sales-starter for folks who 
haven't yet tried Bassick glides. 

Better check your stock of Bassick 
glides. You can get enough sizes to 
handle the demand plus this CG90 
counter display ($25.44 list) from 
your distributor or direct from 
Bassick. THE BASSICK COMPANY, 

Bridgeport 2, Conn. 
In Canada: Belleville, 
Ontario. 


mw 
Ps, [Posi 


orate 4 


A DIVISION OF 


WARE WOR EE OF CASTERS §«=©— RAKINE CASTERS OO HORT 


108 HARDWARE AGE, APRIL 28, 1955 


















Protit more by selling four ! 





AETNA 
jurable braided cord 
in sizes Oto 16. Sizes 
Jj and 8&8 nm eye 
catching, break-away 
cartons 


Here's the profit-plus way to faster sales — feature 
these famous Samson brands. SPOT-CORD — the 













TITE-ROPE — Sturdy 


finest, longest-lasting sash cord available at any wire line — smooth, 
. ° ° . non-cracking piast« 
price. AETNA — at its price, a top quality sash cord cover — sizes 5% to 
— twelve 50O-foot 


that means important extra sales resulting from 
dozens of other uses around the home. For clothes 
lines, plastic TITE-ROPE and, in another price range, 
braided cotton CROCUS. 


hanks in Ssparkiing 
red, white and biuve 
carton. 


So save time — save money — Feature these nation- 
ally advertised four and profit more with Samson! 
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\ Good Housekeeping 
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Beaver Stratol 
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Ancient Line 
Now Lures Fisherman 


Make every month a peak month | The new or improved 1955 


models of automobiles, appliances, 

is tools and equipment have been pre- 
—with wats sented to the public now, and along 
comes a fishing line manufacturer 


e publicizing a line 164 years old. 
programmed selling! This braided horsehair line is 
. | - 
being exhibited at sports shows by 
the B. F. Gladding Co., fishing line 
Boontonware, the leading molded dinnerware line, plans year manufacturer at South Otselic, 
N. Y. 


’round promotional support for you designed to make every T} lj —- 
i ilne 18 éo9 


month as big as December. Here’s how: 


ft. long. It is 
I’s 


braided like a gir pigtails. <A 


short linen leader is woven into the 
horsehair to which is attached a 
POWERFUL LOCAL ADVERTISING ; | a. | 
handmade butterfly spoon made of 
tin and two hooks. 
The line was owned by a Jo- 
'hannas Lincklaen, who settled in 
ACROSS-THE-BOARD NATIONAL ADVERTISING eng 
central New York state around 
1790. It is a museum piece, but 
Lincklaen descendants fished with 


STRONG PROMOTIONS | the line within the past 10 years. 


competitively priced promotions at regular intervals. 


using ‘T.V.-newspaper combination. 


in major magazines reaching millions of people. 





HARDWARE HUMOR 
TWO BIG WINDOW PROMOTIONS 


for June and December, complete with National ads. 








PLUS new statement enclosures...new mats...new packages 
...new service pieces...new sets. 


You'll stock less and sell more when you buy Boontonware. 
Get the full story on Boontonware’s programmed selling from 
your jobber. 


BE SURE IT’S 
broorilonware’ © 


MELMAC DINNERWARE AT ITS FINEST 
MANUFACTURED BY BOONTON MOLDING CO.-~ 
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the name 


your customers trust 


makes the pail 
your customers want 


Make the most of this ready-made market. Stock and display Wheeling’s 
famous Oval Pail . . . and the full line of Wheeling Ware, Super Channeldrain 
Roofing, Corrugated Roofing, 5-V Crimp Roofing, Galvanized Seamless Roll 
Roofing and Valleys, Stove Pipe, Style K Gutters, Square Conductor Pipe, 
the full line of Fittings, and Cut Nails. 

And remember, there's a Wheeling warehouse near you to assure on-the-spot, 
same-day delivery ... right from Wheeling’s own warehouse. 

Wheeling means business . . . business for you! See your Wheeling Represen- 
tative for full details. 


WHEELING CORRUGATING COMPANY +- WHEELING, WEST VIRGINIA 


Consult ‘Yellow Pages’ of your Classified Directory for address and telephone number of Wheeling warehouse or office nearest you. 
Atlanta Boston Buffalo Chicago Columbus Detroit Houston Kansas City Louisville Minneapolis New Orleans New York Philadelphia Richmond St. Louis 
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outagoor festing tank 
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Minnesota hardwareman 


repairs hunters’, fishermen’ s 


equipment or provides tools 


for them to handle do-it- 


yourself jobs 


»vided tor free use 


a) 


Special Service to Sportsmen 


Lyndale Hardware in Richfield, a 
suburb of Minneapolis, numbers 
many outboard motor owners among 
its customers. 

Service attracts these motorboat 
users. Some of them like to do 
their own service work on their 
motors, others prefer having it done 
by a professional service man. 

The firm, managed by Lester Lar- 
son, has an outboard motor repair 
and service shop with a testing tank 
inside the building. An older tank 
outside the store, between the stor- 
age units and repair shop, is pro- 
vided for do-it-yourself fans to 
test their own motors. 


112 


If a motor owner needs special 
tools for servicing his motor, Ar- 
nold Olson, service shop foreman. 
will gladly loan him such a tool, 
give him needed advice. If parts are 
needed for the motor, Mr. Olson 
will order them for him. 

Such cooperation pleases custom- 
ers, makes outboard motor owners 
interested in buying a wide variety 
of other merchandise from the firm. 

About 100 new outboard motors 
are sold each year by the sporting 
goods department of Lyndale Hard- 
ware, plus a large number of used 
units 

Arnold Olson “Outboard 


says, 


owners and prospects like to visit 
the shop, while | am working on a 
motor to talk about motors, boats 
and their use for hunting and fish- 
ing. 

Many motors are sold as a result 
of Mr. Olson’s willingness to talk 
about their use. 

Although the firm no longer han- 
dies live bait, its sports department 
staff is able to tell anglers where 
their needs may be taken care of. 

Mr. Olson and his associates can 
handle some gun repairs, but send 
others to gunsmiths. The same shop 
takes care of tool rental service and 


Continued on page 118 
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HODELL PAILETTES 
These strong, steel, re-usable containers with easy-to- 

grip, all-steel handles hold 100 Ibs. each, Hodell Proof 

Coil or BBB Coil chain, in four most popular sizes... 

“é, Va, Ae or ¥% inch. 


These special Hodell point-of-sale aids are designed to 
make your chain selling easier . . . and faster. 

Faster because... both the Merchandiser and the 
Pailettes are compact, designed to be displayed, catch 
the eye and remind customers they need chain. Easier 
because ... both the Merchandiser and the Pailettes 
are the handiest way to stock and sell Hodell quality 
welded and weldless chains. 

Set up your own complete, compact chain depart- 
ment right on your floor, with the attractive, brightly 
colored Hodell Chain Merchandiser and the sturdy 
Pailettes. Ask your distributor for these practical sales 
aids . . . choose your initial chain assortment... and 
be ready to make sales to home and farm owners as 
well as marine and industrial users. 





























HODELL CHAIN MERCHANDISER 
Sturdily built, only 57” high, this tubular steel display takes 
less than 2 sq. ft. of floor space. With fast-selling Great Lakes 
38-80 chain assortment, costs only $76.15 ... returns $137.75 
—a profit of $61.60. 


HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 





“ 


- 






Fasteners P y Hodel!l Chains Chester Hoists 
sy 
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humorous approach gives punch to 








SUGGESTIONS ~~ EARLY START— 

* MQDRING:- REPLACE PENNANT, CHECK CHAIN 4 SHACKLES. 
PANT & LETTER DPic¥-UP BOY. 

© BRIGUTWORK: BOOM, HAKWES, SEATS NAME OR NUMBER BOARDS 

Cont GE CONE GT UOME, Now 

ORUMMING RIGGING BEPL ACE WORN) RIGCING, SPLICE NEW meee 
aD REA ACE UNSAFE HARDWARE. 

© STANDING RIGGING: C HECK TURNBUCKLES CEVIS PHS, COTTER, : 
4 WIRE- REPLACE UNSAFE WARDwAQ 

© PAINT SUPPLIES: DON'T WAIT “TLL Your a ACE snot 
OUT- SOVE 20% BEFORE MARCH 6 TQD/ 8 

CFASTENINGS: COMPLETE STOCKS OW BRASS «6 EVERDUR - 
BE SURE UARDWAQE FASTEWINGS ARE NoT WEAKE wen. § 

OCY ATTEWOING Te TWESe ‘THINGS WHEN TIME ISwoTAT A 
PREMIUM, YOULL fo BETTER. Work. AND LaUNc Somer. 

oa 
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SAGING THIS SUMMEE, BETTER WIT SOME one o” B.. oa ans ven. ee 


OF THAT CETAIL WORK NOW-GET WSOME 4 ¥ ot 3 scom? “" ie VRE wast Os 
Seewe Sairine! 
YOUR PRINTING & FITTING-OUT NEEDS ARE AT 
Re ; zeo™ 
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Direct mail piece for marine supplies 


An unusual approach in direct 
mail pieces is helping Brewer's 
Hardware of Mamaroneck, N. Y., 
increase the sales of marine sup- 
plies. 
The mailing piece now being 
used by Brewer's is basically a 
Art Torrence preper. humorous cartoon drawn by a 
Ln © mel ng piece in regular store employee, Art Tor- 
the store office. rence. The humor is used as a 
means of focusing attention on 
seasonal customer needs. The ex- 
ample illustrated with this article 
was directed to the supplies need- 
ed by boat owners. The sales pitch 
in this piece is indirect, but none 
the less effective, by a portrayal 
of the true-to-life problems of a 
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now VARPOCAN 


America’s fastest selling home freezing container 





launches the biggest promotion 
in the industry 


to make more sales for you 


MAGAZINES PUBLICITY 








4 Coast-to-coast consumer publicity campaign through 
TELEVISION 


~~ 
. 

. SELLING YOUR CUSTOMERS AT HOME 
} 
4 More than 42,000,000 individual advertising messages, 

March through August, in 

HOUSEHOLD FARM JOURNAL SUCCESSFUL FARMING CAPPER’S FARMER 

| 


RADIO MAGAZINES NEWSPAPERS 











AND SELLING THEM IN YOUR STORE 


a Colorful, sales-building FLOOR MERCHANDISER. 
Only 22” x 31” base, holds 90-carton assortment of full 
Vapocan line, topped with eye-catching poster. li’s designed 
to turn in a high profit per square foot. And it’s free! 





& Free four-color banner 

& Free product folders for your customers 

4 Free booklet on home freezing, written by experts. Stamp it 
with your name. It'll be used year after year. 


Next season more of your customers will be Vapocan customers. Be 
ready with the Floor Merchandiser and a full stock of Vapocans. Make 
this great new promotion work for you. Ask your distributor, or write 


CONTAINER CORPORATION OF AMERICA 


38 South Dearborn Street. Chicago 3, illinoss, and 42 other cities 
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for themseads 
_ of items: 
your customers — 
want and need... 
and 


BOOST PROFITS 5% 








Yes, by ordering from 
one supplier, your near- 
est ATLAS wholesaler, 
you have one order, one 
invoice, less paper work, 
easier stock inventory. 
And you have depend- 
abié ATLAS quality, 
known the world over! 
Ask your wholesaler to 
show you the complete 
ATLAS line — and ex- 
plain how dealing with 
one source for tacks, 
nails, staples and allied 
items can increase your 
profits on these fast 
moving items by 5% or 


Mekere of the lergest 
eof tecks end nails in the 

















ones 
Gry: = 20 murastes 
"© pemty smell 


ie 400 


a woe 


boat owner in just fitting out. 

Using India ink and a speed bal! 
pen, Mr. Torrence 
of this 
84oxll-in. mailer. For mailing, the 
piece is folded to 4'4x5'. In, and 


day to prepare both sides 


is used as a self mailer. The 


drawings were reproduced by off- 


set printing and sent to regular 


charge customers. 

In addition to the full page car- 
toon on one side, the reverse side 
of the marine supply piece fea- 
tures several seasonal items and 
a coupon entitling customers to a 
20 per cent reduction in marine 
paint prices for a limited pre- 


Sef aASOT) period. 
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Reactions to this type of mail- 
ing piece have been very favor- 
omers have com- 
mented on it when 
store. While the 


paint coupons is not yet available, 


able. Many cust 
Visiting the 
final count of the 


John Brewer, store manager, says 
that the results appear to be very 
successful. 

Brewer's first direct mail piece 
was distributed around 1940. For 
some time this effort consisted of 
conventional pieces with repro- 
ductions of manufacturers’ photo 
graphs, tvpewritten messages, etc. 
In an effort to improve the effec- 
tiveness of the store’s direct mal! 


Continued on page 120) 
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TO SELL 


Newspaper Ads MORE GLASS 


There are literally hundreds of Do-It-Yourself enthu- 
siasts, ready to buy glass for home projects. They're 
just waiting for you to tell them how to complete 
these jobs. 

You know about AMERICAN’s four “How to” 
— a pamphlets that are free to vou—free to your customers. 
AMERICay Now AMERICAN has newspaper mats that will let 
ACRYST ay you tell all your potential customers about them. There 
are five mats, two on replacing a cracked or broken 
pane, one each on installing a picture window, a floor- 
to-ceiling window and a winter garden. Each of the five 
comes in two sizes—Il| column 6 inches and 2 columns 
six inches. These mats are free to you. 

Use these mats and they'll sell LUSTRAGLASS and 
LUSTRACRYSTAL for you. Just write and tell us 
which mat or mats you want and we'll get them to you 
by return mail. Be sure your supply of pamphlets is 
complete. And be sure you have plenty of the whiter, 
flatter, clearer glass—LUSTRAGLASS and LUSTRA- 
CRYSTAL. 











BOOKLETS 


The four pamphlets, “How to Replace a Crocked 
or Broken Pane,” “How to Install a Picture 
Window,” “How to Install a Floor-to-Ceiling 
Window,” “How to Install a Winter Garden,” are 
free. Write ond ask for the quantity you need. 









WHITER—FLATTER—CLEARER WINDOW GLASS SINCE 1899 


WINDOW Chass COMPANY 


9 WEST PARK WAY ¢ PITTSBURGH 12, PA. 
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Special Service to Sportsmen 


(Continued from page 112) 


$222927110%** 


Mr. Dealer! 


WAKE UP SUMMER PROFITS WITH 
LOW-COST, HIGH-PROFIT STEWART 
“DO-IT-YOURSELF” FANS! 


The Stewart “build-it-yourself” fan 

outfit is right in line with the hottest 

trend in the country. An item that 

will increase your summer profits 

with good high-profit turnover 

They’re easy to handle, easy to store | : aS ey 3 8 i ; - 4 
ond : re rane el] aid Olson, service department manager, checks a customers outboard 
and most important, easy to sé! 1 ; mh 

At these prices they'll buy two or MOTC ry completion of a repair job. 

three. 


9 maintenance of those units. Many states are offered in the sporting 
Only finest materials are used. All ’ 

moving parts precision tooled in- people who rent tools from the firm goods department. 

suring maximum air movement and later return to buy new units of 
smooth, silent, vibrationless opera- oe . : Deena ee 
tion. Composition blades (wash- sporting goods department is just 
able) do not warp, bend, rust or Appliance and fishing rod repairs inside the main entrance to the 
vibrate. All necessary parts sup- and has walls with varied 


lied as illustrated. : , : : dae 

Hunting and fishing licenses for lengths of bamboo poles as siding. 
PACKAGING 
All parts in one 
easy - to - handle 
package Takes 
littl storage 
space. 3” «x 18” 
« 38”"—shipping 
weight 36 ibs 


The main floor stairway to the 
the same type. 


are handled in the shop. store, 


Minnesota and several surrounding (Continued on page 122) 


ASSEMBLY 


Easy to follow 
inetructions in- 
cluded 

age 

enough 

men to 

ble 


Wholesale extremely low cost. 
your own retail prices. 
FAN SIZES 


24” and 30” (blade size). 


TIE-IN SALES 


Selling fan makes customer strong 
prospect for companion items: paint, 
brushes, tools. motors, etc. 


WRITE—WIRE—PHONE TODAY FOR 
FULL DETAILS—BULLETIN WA 2153 


S. J. STEWART 


[ELECTRIC] 


56 yeors in business—same location 
5279 St. Joseph St. New Orleans 12, Lo. 
Phone RA 4308 Storage section for motors which have been repaired, re 


a9 
= 
| + > o _ — ~ 
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Quik-Spray Enameis 
Kiddie Spray Ename'ls 


Super-Krome Aluminum Paint 








Pe. Red Hot Aluminum Paint 
wate x : Standard Chrome Aluminum Paint 
a me J BSrilttiiant Chrome Atuminum Paint 
“3 ey ey Aiumi-Roof Aluminum Paint 


Ready Mixed Gold Leaf Finish 
Pure Ol! Coitors in Tubes 4 Cans 
Sve Rainbow Color Enameis 
r 
y ‘ Sheftieta Kieen-A-Brush 
Oecorative BGronzes in Tubes 
Star Dust 
Oy Super Tinners Red 
er Red Barn Paint 
industrial Rea 
Biack tron Enamel 
Biack & Green Screen Enamel 
industrial Glack 
Paint and Varnish Remover 
Wood-Fix in Tubes or Cans 
Pipe Joint Cement 
Bronzing Liquid 
Japan Oryer 
Lacavuer Thinner 
Liquid Kieen-A-Brush 
Liquid Porcetain 
Gasket Rim Shrelia: 
Water Putty Crack Filter 
Three Star Fioor Cleaner 
Metal Fix 


Bullt-Dozer 





* Guaranteed by ™ 
Good Housekeeping 
” 

%o, -) . y 


aOvcernsce te 






POST 











There is one best in everything... and in Sspeciaity paints... it's SHEF- 
FIELD! The fastest selling line, proven time and again for its outstanding 


quality and vaiue. Nationally advertised... nationally promoted. 


HARDWARE AGE, APRIL 28, 1955 


son, 


2 = TS ea TyePyy WRN .* te 
c . >. aR - . aad Rg ” 
‘ie ¥ , et a 
— : ; > S. Tae" 
rt . , te : ea 8 we 
tive. ~ « ; be ie 3 fs 
oe +. . ae A 
a eerste oS ee % > ae we..t 


. ; 
% a 





eet vv oh axe 


® 
cue 


j i a 


ES 


aa 





nae 
4 


< — 
oe Sin ai, 
ee .. , 24 
: y 2 y 
a 
< = 7 J 


re 


“Never mind the 97 rooms and 56 fireplaces. Has 
it got Campbell Chains on the drawbridge?”’ 


ot 


Ts tert i me sie ke ties 2 


lee TL ot ee ORR eh age SES iM Parle or Pee 
7 re Ate Spats ~ Pa oe get Mpa, ee. 


Se ee we ee 


There’s no substitute for safe, dependable 
CAMPBELL CHAIN on hundreds of jobs of haul- 


ing, holding or hoisting. 


A complete Campbell line includes chain of 
every size and grade, for any purpose. Order it 
in the easy-to-handle CAM-PAK . . . display it 
on the eye-catching Campbell Meideaiaitilidl 
Stand. Your jobber can give you complete in- 


formation. If you prefer, write direct. 


CAMPBELL CHAIN Company 
ia Be ee ee . CAMPBELL 
CHAIN 
Main Office, York, Pa. + West Burlington, lowe 


Portland, Oregon + Sacramento, California 
Makers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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Direct Mail Piece 
For Marine Supplies 


(Continued from page 116) 
work, a number of techniques were 
tried. 

Then, recently, Mr. Torrence be- 
gan experimenting with the speed 
ball pen and his own artistic tal- 
ent to develop the hand drawn 
piece. The success of the first ef- 
fort of this type encouraged the 
preparation of additional pieces, 
culminating in the cartoon ap- 
proach which was used this year. 
Contents of the pleces are sug- 
gested by Mr. Brewer, with Mr. 
Torrence doing all the art work. 

The store now plans to send out 
a mailing piece of this type each 
month to charge customers, yacht 
clubs and sporting groups. Be- 
cause Brewer’s does a large ma- 
rine supply business, two special 
mailing pieces on this subject will 
also be used, in addition to the 
12 regular pieces. 

Brewer's is located on the Bos- 
ton Post Road in Mamaroneck, 
N. Y.. one of Westchester’s largest 
boating centers. The rear of the 
store overlooks aé_e section of 
Mamaroneck harbor. 

Mr. Torrence, who has _ been 
with Brewer’s since 1947, has a 
BA in retailing from New York 
University. 
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The Bug Season’s Coming...So Are 


IG BONUS PROFIT 


N BUG-A-WAY BULB 









7” 
ae 


li’s easy to start doing big business in Bug-A- ; 
Way bulbs. Just cut open a case . . . and the 
eye-catching 3-lamp carton sells itself. Display 
them along with your regular light bulbs 


¢ 
a 
Ry 
wo Pan 


@® Don't miss the big demand for the yellow bulb that 





says “SCRAM” to bug pests. Every sale is a bonus 
sale you can make in addition to your regular light 
bulb sales. And there’s even $1.08 more gross profit 
per case on Bug-A-Ways than you get on ordinary 
bulbs. 


Order 60, 100, 150 and 200-watt Bug-A-Ways now! 
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Special Service 
To Sportsmen 


(Continued from page 118) 

A knotty pine background is used 
for part of the wall area in the 
basement with a deer head in one 
section with guns flanking it on both 
sides. This gun display area has 
siding of quarter section logs. 

Fishing lures are displayed on 
special panels by groups, rather 
than in an unclassified manner. 
Fishing rods are hung on a wall, 
from an overhanging piece of lum- 
ber. Rod tips fit onto hooks fastened 
in the wood, so that rods hang 
straight. 

Several island displays in the 
basement are used to feature marine 
and outdoor supplies, includirg 
grills, charcoal, picnic supplies and 
other outdoor equipment. 

Lyndale Hardware constantly dis- 
plays sporting goods in a portion of 
its wide display windows. Sporting 
goods specials are sometimes indi- 
cated in white lettering on the out- 
side of the windows. 

















Mobile Rack 


For Color Tubes 





has the famous 
‘‘MULTI-STRAND”’ edge 


Extra flat wires woven at the 
edge make it stronger... 
it tacks tighter and flatter. 


MARKED 
AND 


available in MEASURED 
any widths to save you 


18 to 72 inch widths constantly time and money 


in stock. Securely packed in 
strong cartons ...arrives and Saves measuring to order 
stores without damage. oe. Provides perpetual 
inventory... 
Branded every 
six inches. 


Ask your distributor for 


ALDURA 


New York Wire Cloth Company, York, Penna. 


Manufacturer of the popular Opal, 
galvanized and Liberty Bronze screening 
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BLUE *™2 


: PICKS, MATTOCKS, HOES, 
e' ADZES, HAMMERS, MAULS 
AND SLEDGES. : 





tt S WARWOOD 
«te CARTON PACKAGING 
in correct carton quantities to 
we provide for jobbing distribution with- 
out unpacking and repacking, furnishes a 
positive cost saving feature, without cost to you, 
when you distribute Warwood Forged Tools. 


TOOLS FOR 


GENERAL CONSTRUCTION... AGRICULTURE AND GARDENING 
MINING AND INDUSTRY...RAILROAD TRACK MAINTENANCE 














Pam \ Warwoop Toot ComPaANy 
Ce fitment testes WHEELING, WEST VIRGINIA 





i Makes The Difference ! 
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List g7 .5° 


PLUS FREE 


@ Window Banners 
@ Full-Color Folders 


DROP SHIPMENT 
PREPAID DIRECT 
TO YOUR STORE! 


A complete pattern 


display at all times 
Size: 17%” x 30” x 5’3” 


Les> 


Capture customer attention . .. get mass 
display while saving valuable floor space! 
Terrific for windows...sells Cal-Dak 
TV Tables from either side! It’s the 
proven successful way to build traffic 
and boost profits with CAL-DAK ... 
America’s most popular TV Tray Tables! 


ORDER TODAY FROM YOUR FAVORITE WHOLESALER! 


CA L- DAK Three Factories Te Serve You Better 


Reeding, Pa. + Le Porte, indiene + Celten, Califernia 


Booke 


for a dealer's library 





“Blue Book of Gun Dealing” is 
for the library of any hardware 
dealer who sells and trades guns. 
This book is specifically designed 
to help the dealer improve his gun 
sales, service, and profits. 

This 40-page booklet gives tips 
on gun trading and recondition- 
ing. Charts on ballistics, compo- 
nents, ammunition prices, choke 
chart, ramp - sight combination 
chart and others are included. 

The 1955 edition is available 
from the Williams Gun Sight Co., 
Davidson, Mich. Price: $1.50. 


ee 


“How to Use Portable Power 
Tools,” by Maurice H. Reid, is a 
valuable up-to-the-minute manual! 
for the hardware dealer’s book- 
shelf and a good item for resale 
to the building and construction 
trades, maintenance crews and the 
growing do-it-yourself market. It 
describes all kinds of portable 
electric tools, newly developed 
machines and attachments for 
specialized jobs. Step-by-step in- 
structions on uses and “tricks of 
the trades” show the craftsman 
how to turn out skillful work 12 
times faster and with less fatigue 
than by old hand methods. 

An appendix of equal value in- 
cludes charts on work and use 
characteristics of 45 different 
woods, board measure, decimal! 
equivalents (wire, letter and frac- 
tional size drills), a screw chart 
with drill and bit sizes, and charts 
on abrasives for portable sanders 
classified by machine, trade name, 
grade and job. There is also a sec- 
tion on handy shop formulas and 
one on common weights and mea- 
sures. This practical, basic guide 
contains 180 pictures and is print- 
ed on heavy stock to withstand 
hard use. Library edition pub- 
lished by Thomas Y. Crowell Co., 
New York, N. Y. Pages: 200. Price: 
$2.95. Unabridged special paper- 
bound edition available at $1.50 
from Porter-Cable Co., 50 Ex- 
change St., Syracuse, N. Y. 
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Now! 


NEW TYPE 
ELBOWS 
NEST INSIDE 

PIPE 








Potent Applied For 


, = skillful engineering and specially built 
equipment, Jackes-Evans has developed an entirely new 
type of universal joint or elbow that will not bind while 
being turned. Definitely outmodes all previous types. 
Swivel joints are absolutely smooth and permanently in- 
terlocked. Seams are electrically welded. Unsightly rivets 


and bulges are eliminated. 





Because of their new, improved design, these elbows are 
readily adjustable to any desired position and make pos- 
sible new methods of packaging and shipping. Two elbows 
are packed in each carton of 25 joints of regular SNAP 
LOCK or EASY LOCK pipe. Extra elbow cartons are 
thereby eliminated! You save the difference... reduce han- 


dling costs .. . and cut required storage space by 3742%. 


oo JACKES-EVANS MFG. CO. 
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STOVE PIPE and ELBOWS 














Eliminates 
Separate 
ELBOW 
CARTONS 


Elbows 
Packed 
with 
Pipe 


Elbows 
Packed 
Separatel 


NEW DESIGN UNIVERSAL ELBOW — 
easily adjustable to any desired posi- 
tion — makes possible SPACE SAVER 
PACKAGE with sensational savings! 


Two Elbows packed with each 25 joints 
of “J-E” Snap-Lock or Easy-Lock Pipe. 
All made of famed St. Louis Blue Tem- 
pered Steel. 






YES, I'd like more information on the 
NEW “ECONOMY-PAK”. No obligation. 


a 


My Nome___ 


Address. saitatntiaaiaitie 





- = a 
My Wholescler__. 
Address. es aaa 


| 
| 
| 
| 
| 





YOUR GUIDE TO CONSISTENT QUALITY AND INDIVIDUAL SERVICE... . 


\ashington 
, NEWS and VIEWS 


(Continued from page 10} 





Maryland Court Deals 
Blow to Fair Trade 

Fair trade supporters have a new 
problem on their hands in the form 
of a decision by a Federal District 
Court in Maryland that a mail order 
house does not violate a state’s fair 
trade law by cutting prices on 
goods it ships into the state from 
another jurisdiction where there is 
no resale price maintenance law. 


The court ruled that a Washing- 
ton, D. C., mail order firm did not 
violate the Maryland fair trade law 
by cutting prices on goods sold to 
state residents from its headquar- 
ters in the District of Columbia. 
The Court, however, decided to hear 
further testimony on whether the 
firm’s method of operating was a 
subterfuge to evade the Maryland 
fair trade law. 

Another disturbing note is sound- 
ed by the Better Business Bureau 
in St. Louis, Mo., where the major 
department stores months ago de- 
cided to “fight fire with fire” to beat 


the discounters. 


irvey found that in many 

ie big stores not only meet, 

beat the discount house 

prices but the discounters get 

the business anyway 

Consumers in that city, the sur- 

vey showed, are now convinced that 

the discounters offer lower prices, 

jut they don’t shop around anymore 

ut. Better price advertising 
department s 


the Burea i 


Commerce Dept. Offers 
Help on Bookkeeping 
Valuable tips on record keeping 


: 
«a 


i Stores are contained in a 


published by the L. S. Com- 


THE RISDON MANUFACTURING CO. a en 
ss JOHN M. RUSSELL DIVISION . Included in the booklet are sys- 
Naugatuck, Connecticut . a tems of daily cash reporting; a 
ae) - cumulative one-book Summary cCov- 
ering cash, credit and payments; a 
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Get MORE 


LIVE SELLING SPACE 
Out of the SAME 
FLOOR AREA wiITtH 





Fy - 
F 


itt 








THIS Spacemaster gardening set-up is 
only one example of how this versatile merchandis- 
ing equipment can meet your specific seasonal 
requirements because you can rearrange it at will. 
For any use Sgacemactes gives you more live sell- 
ing space in the same floor area . . . extra space, 
extra sales. 


IT'S FREE 
Spacemaster 55-S Catalog, 
the 128 page, completely 
illustrated guide to im- 
proved merchandise pre- 
' sentation. Write f 
\ L « rite for yours 


now. 


Write Dept. HA-4 
Visit our NEW 
New York Showroom 


REFLECTOR- HARDWARE CORPORATION 


GENERAL OFFICE AND FACTORY 


WESTERN AVENUE AT 22ND PLACE CHICAGO 6&8, ILLINOIS 
NEW YORK OFFICE AND SHOWROOM 


225 W. 34TH STREET 12TH FLOOR NEW YORK 1, NEW YORK 
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It's Easy to See 
~ Why the New 7AVI0p 


“VUE PACK” 


is Pyramiding 
t Door Knob Sales! 


A HAND-FUL OF EXTRA 
VALUE THAT SELLS ITSEL!I 










4N 
EY EFUL 

OF EXTRA 
QUALITY THAT 
SPEAKS FOR ITSELF! 





Re-orders Prove 


Vue-Pack’s Popularity 











Suggestive Selling at its Best—and 
an item that’s timed perfectly any 
day—every day—all year ‘round! 
Taylor Door Kaobs the busiest 
hardware in the home—are made 
to best quality standards at popular prices 

brightly packaged with ‘‘look-thru 
“ indow to capture those extra pront 
“FLX-IT-YOURSELF” sales Three styles 
Nio. 400 in Fluted Glass, No. 410 Brass Plated, No 
{02 Series SOLID BRASS, Satin, Polished or Chrome 
Finished 


Share Vuwe-Pack’s Success... 
Place Your First Order Today 
ui é Knou Wi ‘ li Cet ke orders bast 


TAYLOR LOCK CO. 


Philedelohia 32, Pa. © Manufacturer of Locks Key 





Rienks. Door Knobs and Builders’ Hardware Since 1920 


© Progressive Wholesalers everywhere sell the Taylor Line 
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| ~ Washington 
| NEWS and Views 


ee llal>lalelelt Mii lellelat 


ERT HP 100! ways 


Arour c the 





a lS leas 


Farm monthly statement of profit and 
loss; an annual profit and loss state- 
ment, keeping employee tax records 
and reports covering federal with- 
holding, social sec irity, unemplk \- 
ment, excise and sales taxes; a rec- 
ord for fixed assets and deprecia- 
tion, and suggestions for handling 
charge sales, ‘ollection ac 


counts recelvabies. 


The booklet, “Record Keeping for 
Retail Stores,” is available for 20 
cents, to smaller stores, from the 
Superintendent of Documents, 
Washington 25, D. C 


Post Office Sounds 
Bad Check Warning 


Hardware dealers and other mer- 
chants should exercise extreme care 
to prevent loss when cashing checks 
and money orders, Postmaster Gen- 


eral Arthur E. Summerfield warns, 





in the face of mounting incidence ot 
thefts from house and apartment 

mailboxes. 
The Postmaster adds that there 
The stand is yours—free—when you order the “Motors have also been a number of thefts 
On View” Package. It means more sales for you... of blank money order forms which 
more motor sales and more sales of power tools are filled out and forged by thieves 


and accessories. and often passed on ins ispecting 


This attractive display stand actually puts motors on view in your 
store where they can be seen and sold. Use it as the center attraction - 
of your “do-it-yourself” department. In addition to money orders, 

Included in the package are six Westinghouse Handy-Craft® checks issued by federal, state, and 
motors in popular easy-to-sell ratings (one '4-hp, two }4-hp and local governments and insurance 
three \4-hp motors). To aid their sale you receive two window firms are often transmitted throug! 
banners, a motor decal for window or door. the “Tell-All-Tag®” the mails and are subject to theft 


merchants. 


: 


on each motor, and newspaper advertising mats in addition to the 
stand and its colorful sign. 


Ask your local distributor for details. Or use the coupon below. 


from mailboxes. Mr. Summerfield 


says. 


jJ-03018 


you CAN BE SURE...iF irs W estinghouse @): a attire. 4 


Col. Willard F. Rockwell, Chair- 
man of the Board, Rockwell Mfg 
W estinghouse Electric Corporation, Small Motor Division, Lima, Ohio { O. “ Joseph M Wells. Home Laugh- 


| 


’ . . . . Bae , | t (0 P i \ “ft oe linAs 
YES! I'm interested in increasing my motor sales. Tell me how | can get the lin Paint , and W. H. Stoeffhaa 
, ' . ' £ .. , ~ | —mhmmM 4 le ‘ . -_ 
“Motors On View” Package. f the Schwinn Bicycle Co., ar 
among members of the board of di- 
Name : 
rectors of a new organization de- 
Company — signed to secure a court test of the 
‘onstitutionality of the U. S. for- 
Address const! ona ie | ! 

eign trade act 

City 
HA.4.278.55 Resume reading ori page | | , 
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New blind fastener secures fixtures 
to soft or brittle walls 
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ATTERING 
SAVES TIME... WORK.—Rocket NEO* GRIPS Tas NEO ° ce R : 
can be used in such diversified materials os a ip 
plaster, wood, metals, glass, plastics, ceramics 
ond fibrous products—may be located any- 


XPANSION 
time-consuming stud hunting. a NT > 


ba ca cid OF Ra 
2 . . > 
% : 
: 


Me oye “eee 


where—need no firm interior support—eliminate 


Designed for impulse sales! 


Sensational Plastic Blister Card packs extra 
merchandising wallop ... sells on sight! Holds 
4 NEO* GRIP fasteners and a NEO* GRIP Key 
mounted on oan attractive red, block and white 
cord with simple-to-install instructions printed 
on the back. Also packaged for standard shelf 
stock. For use with '/g", 3/16 and '/4" screws 





_ The secret! ; 
 NEO*GRIP Key expands | . : 
_ miracle neo-prene rubber | ocket Devices Corporation 

be — we Se cen = ——— 142 LIBERTY STREET @ NEW YORK 6, N. Y. 


Sagmeister | a pivision of ALTAR EXPANSION Bott COMPANY 







SAMPLES, LITERATURE AVAILABLE! 
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SALES OFFICES AND WAREHOUSES IN ALL PRINCIPAL CITIES 





me eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee © 
> 






HOW TO MAKE A BARGAIN IN 


‘How to make a bargain SELF-SERVICE SHELVING! 


self-service displays made with Hirsh 

in self-service Uprights and your own jumber are the 
world s greatest shelving bargain, because 

shelving see they give you the latest and best in store 
fixture engineering at an exceptionally 
low price. It's the fast, economical, 
profitable way to go self-service, and it’s 
SO easy you can do it yourself. If you can 
drive a screw, you can turn Hirsh 
Uprights and new or used lumber into 
merchandise displays that hold more, 
show more, and sell more. 
Get the facts today! 


a 













ACT NOW! MAIL 
COUPON FOR FREE LITERATURE! 





eeneneeeeeeneee?e 


\ 


: 
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3 
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nor cowees S. A. HIRSH MFG. CO. 
Hirsh 8051 Contra! Park Avenue . 
: Skokie, ; 





HIRSH UPRIGHTS 
..the people who know self-service best : 


ae ee ee ee ee ee 


— 
Centliemen Ple * ‘ rn , ’ Ager ° 
LG ase send iiterature describing 


Hirsh STANDARD STEEL SHELVING UPRIGHTS 





PRE-CUT LUMBER ‘new or used) 


Address 


| PRICE MOULDING FINISHED UNIT si 
Bike icin 


City Zone State 
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A PLACE FOR 
EVERYTHING 
EVERYTHING 
IN ITS PLACE 


Hardware and allied 
trade events up-to- 
date in each issue of 
Hardware Age 





CABINET 
SPACE-SAVERS 


Kitchens ore tidier, work easier 


with Dor-File polished aluminum | 
space-savers. . 


on 
cleanser rack Convention Check List 
with scouring pad dispenser 








Keeps cleansing needs convenientiy 

door under sink. Easily attached dis 

noids 0 scouring pods and hos 

obie iid which hoids used pad 
R-7 Cleanser Rack, $1.49 
R-8 Redi-Pad Dispenser, $1.00 





cup hoider 
Holds 8 cups sofely. Fastens to cupboord 


shelf with single screw. R-6, 1.0 . 
oer $1.00 ea September 


. ‘ " 
- taal, ¥ ° 
hoider ny , : ; 
~* - > rt oarety ‘¥ , 
, ; J , sv J 
r 


Expands to hold October 














gozens of poper 
ocks. recipes or 
napkins 

R-5 $1.00 ea. 











spice rack 
+ 
Holds 8 spice cans, small bottles, boxes, National Events 
condiment: : R-4 79¢ ea. 
7 . Gift & Fancy Goods Show (Inter- ministrative offices of both associa- 
he eo lid national), Aug. 21-26 at the Hotel tions are at 515 Madison Ave., New 
i F rack Astor, New York City. Sponsored York 22, New York. 
ts — by Trade Exhibition, 331 Madison 
‘en ; Holds pot lids, Ave., New York, N. Y. Charles 


xd. pie tins, cookie oo :' 
» ow. president. 
sheets, and other kitchen flatware. ae — lent 


National China, Glass and Pottery 
Show, July 17-22, at the Hotel New 
Yorker, New York City. Under 

R-3 $1.69 ea. George F. Little Management, 220 
National Builders Hardware Exposi- Fifth Ave.. New York 1, N. Y. 
By the Makers tion, Sept. 18-21 at St. Louis, Mo. oF oe ants ace : 
of EBONe WARE—America's Sponsored by the National Builders National Fishing Tackle Show, Aug. 
, ce al , 7-12. at the Conrad Hilton Hotel, 
Finest Barbecue Accessories Hardware Assn., managing direc- py li 
DOR-FILE MFG. CO. tor, John R. Schoemer, and the — 


5 as Saalete « hite in , : a aha 29 
BOX 4685 + PORTLAND, OREGON American ° or iety of Architectural National Hardw are Show, Oct. 17 21 
Hardware Consultants, executive at the Navy Pier, Chicago. Spon- 
secretary, W. A. Mathewson. Ad- sored by National Hardware Show, 
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yew! FEDERAL’S 
NO-RUST AUTOMATIC 


STEP-ON CAN 





, Practical _ 
HOUSEWARES 








“a ‘4 / 
Hationally Advertised 


© ABSOLUTELY NO RUST! 


® NOISELESS! 
© WATERTIGHT! 


© LIGHTWEIGHT! 


STOCK NO. 409A 
14 QT. CAP. 


( f/ 
MOLDED FORA ~ vi bine 1) ae ot > 


INFORMATIVELY LABELED 


Toe-touch automatically opens and locks lid 
in open position. Container slides out easily 
by carrying handles. Toe-touch closes lid. 
For kitchen, bathroom, nursery, utility room, 
basement, garage, etc. 


SELL THE ENTIRE MATCHING 
FEDERAL PANTRYWARE LINE 


Every Item Absolutely Rustproof! 
* Giant Size Containers! ¢ Colors 


Solid Throughout! * Seamless Con- 
struction! * No Peeling! * No Chip- 
ping! * No Denting! * No Odors! ¢ No 
Marring! 





































un 
al + No. 4098 
° 
a Z a No. 409A 
5 * CGuarane 3 
age 
5 ay FEDERAt panravy peat 3 
» twill ne 

ee eee SPECIAL IMPACT 
— » ereadest ones 0m o end 5 

| agains ; qaacantet packed ' —aer oF 

SS Megistere 
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Write for catalog ond prices NOW! Order 
from your Federal Jobber by number TODAY! 


FEDERAL TOOL CORPORATION, Dept. HA.45 


3600 West Prot? Bivd., Chicago 45, Illinois 


HARDWARE AGE, APRIL 28, 1955 


; ee. , ell ie 





ND ALUMINUM 
OXES FROM 








Fawsco now makes BOTH aluminum and steel rural 
mailboxes. Order both lightweight aluminum and 
heavy rust-resistant sheet steel boxes on ( 
Ir e. Orders processed within 24 he 
No. 1} ALUMINUM RURAL No. 1 STEEL RURAL 
MAILBOX MAILBOX 

18 and 20 gauge aluminum. 20 and 22 gauge steel 
Packed individually or 6 to Packed individually or 6 to 
a carton. Shipping wt.: EACH a carton. Shipping wt.: EACH 
—J ? oz — 6 Ibs. 8 oz. 

SIZES: Leng 8.15/16"; Width 6-1/4”; Height 8-13/16” 


NO. 2 SIZE STEEL AND ALUMINUM 
RURAL MAILBOXES IN PRODUCTION 
INQUIRE NOW FOR FUTURE 


SOON. 
DELIVERY 


FAWSCO MEG DIVISION 


Phalie, 


Please send me pr 


NAME 


ADDRESS 


CITY 







HA.4.55 


ices on rural mailboxes 


STATE 
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hardware line 


youl mos! 


prof: table 


binef 


ae 
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how 
hardware yo" cen * 


“FREE 


$3.50 Value Display Board 
with Americana Deal 


Show your customers you have it with this 
clever stand-up display board, complete 
with New Americana hardweore. 


#7i1—1'4" 


aylie— 8’ Americana 
American Knob * 


re A . 
Semi-Conceaied Hinge #326—%" mericana 


Semi-Concealed Hinge 


| #2327—""HiL" | 
#328—"H" %" | 4 — ~ 


et 
Americana — 
fiset 


Hammered a ee 
Hinge obs 4 4 330—"HL" | 
: a Americana 
; Fiush Ham- | 
mered Hinge 

panereens : | 
2237—"'EZ 
Rubber Roller Catch 


NEW AMERICANA 
is handsome, 
hammered stee! 


| 
| 
" hardware, finished 
| 


3394—Americana Hammered Pui! 
23%—Americona Hammered Pui! 


n “Stor-Brite” 
Black, Antique, 
Copper or 

Brushed Brass. 


SEND FOR COMPLETE CATALOG TODAY! 


STA R METAL pRODUCT® si 


9 Butler Street RBrookly"™ 
37 ThALS 


Sold threwgh wholesciers ealy 


Convention Calendar 





continued 


Inc., 331 Madison Ave., New York 
17, New York. Frank Yeager, di- 
rector. 


National Housewares & Home Ap- 
pliance Show, July 11-15 at Con- 
vention Hall, Atlantic City, N. J. 
Sponsored by the National House- 
wares Manufacturers Assn., 1140 
Merchandise Mart, Chicago 54. 
A. W. Buddenberg, executive secre- 
tary. 


National Retail Hardware Association 
annual congress, July 11-14, at 
Hotel Statler, Buffalo, N. Y. Man- 
aging director, Russell R. Mueller, 
964 N. Pennsylvania St., Indianapo- 
lis, Ind. 


Regional Events 


Builders Hardware Conference (10th 
Annual Pacific Coast), April 24-26 
at the Arizona-Biltmore, Phoenix, 
Ariz. Sponsored by Chapters 18, 
19, and 20 of the American Society 
of Architectural Hardware Consul- 
tants and the National Builders 
Hardware Association. 


Gift Shows: Washington, D. C., July 
24-27 at the Hotel Willard; Chi- 
cago, Aug. 1-12 at La Salle Hotel 
and Palmer House; New York City, 
Aug. 22-26 at Statler and New 
Yorker Hotels; Boston, Sept. 12-16 
at Hotel Statler; Philadelphia, Oct. 
2-5 at Hotel Benjamin Franklin. 
George F. Little Management, 220 
Fifth Ave.. New York 1, N. Y. 
Chicago show conducted by Eastern 
Manufacturers and Importers Ex- 
hibit, Inc. 


Lamp Show, July 10-15 at the Hotel 
New Yorker, New York, N. Y. 
Under George F. Little Manage- 
ment, 220 Fifth Ave., New York 1, 
N. Y. 


Sportsmen's Show, April 25-27 at the 
Coliseum, Sioux Falls, S. D. Spon- 
sored by the South Dakota Power 
Boat Association. 


Texas Wholesale Hardware Assn. an- 
nual joint meetings with the Texas 
Hardware Boosters Club, June 17- 
18 at Fort Worth. Secretary-trea- 
surer, Howard Weddington, 1427 
National City Bank Bldg., Dallas. 


Upper Mid-West Housewares Market, 
July 31-Aug. 3, 1955, at the Min- 
neapolis Auditorium, Minneapolis, 
Minn. Approved and recommended 
by the Minneapolis-St. Paul House- 
wares Club, Inc. Noel Van Tilburg, 
exposition manager, 1201 Washing- 
ton Ave., South, Minneapolis 15 
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DISPLAY NOW! 


“Standard Neck” Quarts 
for Hot or Cold Liquids 


No. 34QA—New, modern design! Tan steel case 
with egg-shell finish, silver and red bands with 
new ‘Thermos’ medallion—modernized for even 
more eye-appea!l and profits. 


No. 2484—Famous “Thermos” ribbed aluminum 
case vacuum bottles. Gleaming, eye-catching, 
® they’re styled right to sell on sight. 





DISPLAY NOW! 


“Spoon Mouth” Quarts for 
Semi-Solid Foods or Liquids 


No. 3453—New, modern design! Double-Purpose 
“Spoon Mouth” bottles for semi-solid foods, or hot 
or cold liquids. Colorful lithographed steel case. 


No. 3488—Handsome polished ribbed aluminum 

case. Double-Purpose ‘Spoon Mouth” bottles for ' 
either semi-solid foods, or hot or cold liquids. Like { 
all “Thermos” bottles, they keep hot things hotter, } 
cold things colder. 


vacation needs start with 
vacuum bottles 








ke 








NEW! DIFFERENT! BETTER! | 


insulated stopper with pouring 
lip makes all other vacuum 
bottles out-of-date. 











Get Your Full Share of Profitable Vacuum Bottle 


Business... 





“Icy-Hot’ vacuum bottles, in striking new 
brilliant red case with silver design, are 
smart, modern, sell on sight...and you 
sell at your own price! 





Display “‘Icy-Hot’’ with “Thermos” brand 
bottles...sell both ends of the vacation 


market more profitably. é 
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HORWICH, CONN. 
Thermos Bottle Co., Ltd., Toronto « Thermos (1925) Limited. London 


You'll really cash in on vacation neec, 
when you display and sell ‘‘icy-Hot’’ and 
“Thermos” Outing Kits 


won & Colorful fabric cases have sandwich box 


and two quart vacuum bottles. Idea! for 
all vacation and leisure activities! 


Stated capacities approximate 
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rounded top and concealed con- 


> trols. An automatic Unitrol “A” 
is equipped with 100 pct safety 
shut-off. Burner has stainless 


steel] burner tips and V-type flame 
openings. This line is made in 20, 





30 and 45 gal models. Coleman Co. 
@® For more information on these products and services For more data circle No. 11 on posteard, p. 137 


use free post card on page 137. Laundry Cart 


Laundry cart Model No. 665 has 

(Continued from page 13) i 7 | | a removable, folding wire basket 

ing shaft supported at both ends by | 4 made of heavy-duty wire with a 

long, self-lubricating bearings. List rust - resistant Unichrome finish. 

price is $10.95 complete with two Size is 22x15%4x10'% in. Cart has 

wood and two metal cutting blades. . 
Millers Falls Co. 


For more data circle No. 8 on postcard, p. 137 


folding 34 in. high frame of elec- 
tically welded, ©. in. tubular steel 
with an aluminized, baked enamel 
Weed Killer Applicator finish over Bonderized rustproof- 

New method of applying Spot 
Weed Killer 2,4-D consists of an 


inverted aerosol container with a 


ing. It has two hinged supports, 


plastic control cone attached to the 
) ) ameter of dial is in. Bracket 
end of a cane. Container is snapped : >a u - = Bi — 
90 : length is ¢°4 In. Capacity is trom 
onto a detachable 28-in. cane, and Bis , 
50 below zero to 120 above zero 
its cone is placed over the weed. 
‘ Dial rim is chrome plated brass 
Pressing on the handle releases a “eer eg POS eae 
Packed in individual box, ther 
spray of weed killer directly into : a 
mometer lists ror ao.U00., f 00 pe 


Ti POT, e a a (Co. 


For more data circle No. 10 on postcard, p. 137 


. 

Water Heater Line 

Master model in new line of 
_p wk ‘ _y 9atere ga ¢ Ww. . ° 
\ it Re ‘ k watel he ALC! has an ex Two tubular CTOSS praces, and tour 
clusive new raised, drilled-port 2 in Lucite wheels Fair trade 
, : 2 ‘ . ‘ ) ‘ rac > - 
burne! mad to handle all ga price is $6.99. Companion acces- 
fuels efficiently. It also features sory set consists of Sanforized 
al close grouping of lighter door, wi ite drill basket liner and de- 
‘controle ; 2] ‘aucet ft a- = 1 4] 
Concur and drain faucet LU) «A tachable clotnes pin Dag, retailing 
cilitate installation in alcoves and at fair trade price of $2.95. Cal- 
narrow closets. It is made in Dak Co 
20, 30 and 40 gal sizes with re- 


the heart of the weed, preventing very rates of 19.3, 25.2 and 27 


For more data circle No. 12 on postcard, p. 137 
D. Got & 


it from drifting to nearby plants. gal per hour with a 100 degree Paint Roller Cover 


NO stooping, bending or digging is temperature rise. There : oO New paint roller cover with 


necessary. Complete package of duction in recovery rates for LP- which there is no breaking as 
cane and Spot Weed Killer retails va The deluxe Super Performance al applied is a combination 
at $1.98: replacements of weed Rock line has a smoothh f Lonel fortified with nylon. This 
killer. $1.59 each. Bridgeport } lew pile fabric is called Pronel. 
Brass Co. Its extra density and greater palnt- 
For more data circle No. 9 on postcard, p. 137 , Carrying Capacity pro\ ides smooth, 
/ thorough coverage. Makes water 
Outdoor Thermometer | | base paints easy to apply, since 

This new Litchfield outdoor ther- i there is less stipple and less spray. 
mometer is rust and corrosion ! Plated woven wire core gives 
proof. Light shines right through it, | Pronel cover the necessary cushion 


7 ‘<< ’ 


. mar : o | o | 
silhouetting the temperature scale, : Or applying palin almost all 





making it easy to read on a dark -_ surfaces. Core ‘ust resistant 


day or at twilight. The bracket is of | and keeps roller cover round and 


sa 


black finished aluminum and can ehiesin.j firm. Merchandising aid available 


be moved in either direction to pe i. is the Cover Dispenser Carton 


» 





mit cleaning of windows and instal- . illustrated) which can be used as 
lation of screens or storm sash. Di- ll display. Printed 
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ARISTO-MAT is featuring “COPPER-QUEEN” in 
copper tone ... the newest, brightest color for the 
home. Its warm, reflective glow adds beauty and 


charm to stoves, cabinets, and kitchens. 


Made of anodized aluminum, this new 
ARISTO-MAT, like all quality Aristo-mats, is heat 
resistant—with an asbestos-cushioned backing. 


Maelitat Bi Biela-E-alelil-imslileReliil mint itiaielaets 
from hot pans, spills, nicks and sharp blows. 


Prevents metal from touching any surface .. . 
protects and perfects the kitchen. 





Two or more used behind the stove protect the 
wall from grease spatters. 


Patented safety-ringed, Kant-Kut-Korners 
prevents cuts and snags. 






P 







| “Potent No. 2,474,102 ‘ 


a. by 
Good Hovseherying 
. *% “ere % ‘ 
ve ; zen > ; 2 lai c e " , 
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Famous Aristo-mat Copper-Queen features: 


e Needs no polishing ¢ Wipes sparkling clean with’a damp cloth 
e Wont tarnish, stain or peel e Color penetrates below the surface 
e Wont fade —copper color lasts a lifetime 


NEWEST 


LGA 


STOVE-TOP PR@TECTION 


(Anodized Aluminum in rich, 
glowing, copper tone ... ) 


ue 


aellaniaee Maia. 


— 17 x 19 inches 
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A division of PHOENIX TABLE MAT CO 
1718 East 75th Street + Chicago 49, Ill. 


Distributed in Canada by 


STERLING INDUSTRIES 8 Scarlett Rood, Teronto 9. Canada 


WHAT'S NEW 





® For more information on these products and services 


use free post card on page 137. 


two colors, dispensers come in 
7 in. roller cover size only. Covers 
are packed 1 doz. to the carton, 
and can be removed one at a time 
from the bottom. EF Z Paintr Corp. 


For more data circle No. 13 on posteard, p. 137 


Rubber Stair Treads 


Rubber stair treads have plain 


Called Kleen 


T read. t hey are 


board rib de sign 


Sweep Cushion 
made with a curved-nose and are 


, 


avaliable in 18 and 24 in. widths. 


Primarily for use on all residential! 


| 


stairs, they are also suitable for 
light commercial! application. 


: 


Treads are easy to clean Ace 


Rubbhe? Products. Ine. 


For more data circle No. 14 on postcard, p. 137 


Weed Killer; Insecticide 

killer, called 
Lawn Weeder (illustrated). is an 
aerosol formulation of 2.4-D con- 
taining an inert white 


New lawn weed 


pigment 


136 


which lingers on sprayed surfaces 
long enough to show where spray- 
ing has already been done. Comes 
with 
New 
Garden Insect Sprayer, comes in 


in 12-0z. can polyethylene 


spray nozzle. insecticide, 
an aerosol dispenser with a finger- 


tip spray valve. For roses and 


other outdoor flowers, it is effective 


against many insect pests such as 
aphids, 


Japanese beetles, leafhop- 
pers, thrips, 
dv Pont de 


For more data circle No. 15 on postcard, p. 137 


and lacebugs. E. I. 
Nemours & Co. 


Aluminum Screens 
Panoramic Porch Screens, made 
of aluminum, will not rust or stain 
and never need painting. Con- 
structed in widths up to 6 ft and 
lengths to fit requirements, screens 
can be installed with little carpen- 
try work, since the upright supports 
can be widely spaced and few need 
be used. This also eliminates im- 
pairment of vision caused by closel; 
spaced upright supports. 
similarly to a 


Operating 


window shade or 


¥ 4 ; he 
e 
( 
Cee 
sore 
> wi 
Sed 


€ wae © 
y 
a -_ 
- 


venetian blind. the screens are sus- 
rolled down 
secured there. 


pended from the top, 
to floor level and 
Tension alone maintains a snug fit 
along the vertical edges. Durali 
Products Co. 


For more data circle No. 16 on postcard, p. 15° 


King Size Sponge Mop 

New Teddy king-size sponge mop 
is 9% in. long, 2%4 in. wide and 2 
in. deep. All metal parts are heavily 
chrome-plated in a bright rust-proot 


finish. The cellulose sponge blocks 
are specially reinforced for longer 
wear. Mop heads are replaceable. 
Suggested retail is $3.50; mop 
heads, $1.50. Fred V. Fowler Co. 


For more data circle No. 17 on postcard, p. 137 


Smooth Jaw Plier 


This adaptation of 19% In. 


groove joint plier has smooth jaws 


making it ideal for installing chro- 


mium-plated faucets, 


tures, etc. 


P-traps, fix- 
without marring chro- 
mium finish. Lists for $1.90. D 
amond Calk Horseshoe Co. 


For more data circle No. 18 on postcard, p. 137 


Drain Tub Set 

Cream City Laundry Maids is a 
drain tub set with a new type of 
stand. Formerly made of stamped 
stee! panels, the stand is now con- 


structed of tubular stee It is 


A 


(Continued on page 140) 


HARDWARE AGE, APRIL 28, 1955 





















CHECK CARD 


AN EXTRA 
| HARDWARE AGE SERVICE 


' 

| A successtul hardware dealer keeps up to date on 
Whats New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 





more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 


you more new product descriptions than any other 





magazine. Tne Quick Check Card service will now 


get you all the information you need, quickly. 
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i | BUSINESS REPLY CARD oe 

| | i N " foge necessery if maiied in the United States — 

POS TAGE W LtLB8€ PATIO 8 Y 

Please use this P. O. HARDWARE AGE Pema 
Box Address for Quick Post Office Box 60 

Check Cards Only Village Station —— 

NEW YORK 14, N. Y. 





‘ “ re 
| | ord valid 8 weeks only. After that use own letterhead . 1/28/55 


1 : , q LAs . \A/ - ; 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New’ columns. You get more of these 
HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 











' 1 | | | | i | | l@ 
aia nue if 
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Peswcerd volid 8 weeks A ther ot use own letterhead fully describing item wontecd 4/28 55 





Please send me further information on the WHAT'S NEW items, code numbers | 
for which | have circled below. | A big help for busy deal- 
2 4 5 6 10 «11 6«6©120¢6«:13~0:~«dACOWS | ers. Use this card for free 


1% 19 20. 21 25 26 27 #28 29 # 30 information on new prod: 
31 32 34635036 <—— a 2 fw | : Piel. 
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YOUR NAME 








FIRM 


FIRM ADDRESS 





CITY or TOWN 




















BUSINESS REPLY CARD 


No postege necessary if meoiled in the United Stetes 


























POSTAGE Witt BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Statien 
NEW YORK 14, WN. Y. 


a. ae ee ® 
Box Address for Quick 
Check Cards Only 

















No. 4602 % 
Ornamental 
Hinge 





of. 
--4 5° 


e 





No. 218 Door and Drawer Pull 


No. 216 Round Knob 








No. 141 
Fiush Sash Lift 














Kitchen aids that are both 
attractive and practical! 


A generous amount of cabinet space at your finger-tips for dishes 
and culinary accessories is modern housekeeping at its best 


This complete of Cabinet Hardware is 


designed in harmony with today's smart kitchen ir 


assortment National 


ie 


rIOrs and 


provides the final beauty touch to the home scene. Wise shoppers 
look for the flag symbol of genuine National Hardware, a 
favorite with the trade for over 50 years. 


No. 217 
Door and 
Drawer 


Pull 

















APRIL 28. 


1955 


AGE. 


HARDWARE 





2ap pager! 


PemmWHAT'S NEW 


® For more information on these products and services 
use free post card on page 137. 





(Continued from page 136) la rves as a Wall mount 
Other feat 
fan a quiet operation; f! 


back vl 





finished gray Ham 


Daked enameé! two-speed 


; : For more data circle No. 20 on poste 


Power Mowers 


\ | 
YJ Dw new Silver Strea 
2 ode la’ been added 1 
finished in spruce green baked ty an of Mow-Master 
enamel, and is free of sharp edges iT) rs ‘eaturing low, smo 
and burrs. The hot dipped gal- Ven Va ww Phae completely 
; vanized tubs, with a capacity of closes all moving parts, both n 
1D gal., have double-seamed leak- , — n sil 


Cc 


prool 


{\*? 


bottoms Free-rolling plas- Model NO. ive nas 
tic wheels with plated, _rust- 

resistant casters are included. Sets 

are available in double and single 

tub models Geude s Paeschike X“ 

Bre y¥ CO 


For more data circle No. 19 on postcard, p 


Portable Window Fan 
1955 line of Rex-Airate window 
fans includes the Airtrol, a new 
lirect drive portable mode! 


, 


that will exhaust up to 3,250 cfm. 


It can be used in the window with 
; — . =) , 
or without side panels, for intake 
1 exnaust, ol It can be removed 
Irom windo' an ised as atl all 
No. 437 Utility Snap a ' 
. » ACCeESSOTICS AVA! 
Airtrol are 
tubular frame 
Snaps have countless applications coround - 
Wrieeis 
the farm, ranch, shop, home for fishing 
hunting, boating wherever chain, rope, or 
leather needs a sure, simple snapping device 
Stock and display top quality Anchor . For more cat 
Brand Snaps in your store. They ore strong, 
easy to open, and close, safe. Fast moving , : 
: oa a \; > 
cwortments ore eveilable boxed to sell on | ’ Sponge Rubber Stair Tread 
bic 
sight in attractive display cartons. Check — aa: 
‘ stair tread, Known aS Stairug, 1s 
with your jobber for a sales-sure selection ie 


from the complete Anchor Brand line. 


en 
NORTH|)JUDD 


Manufacturing Company 


New Briton Connecticut 





a 


New York * Boston * Philodelphic * Atlanta 
Buficlo * Detroit * Chogo * St. lovis 
Dolles * tosAngeles * Son Froncisco 
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LIGHT NA 


Ss 
2 


TEEL ZINC 


Ye INCH 


ONE Pair 


(|RIFFIN 


HARDWARE 


=e ne TEs BEST 
HLESELLING 
VISIPAK CARDS 


buy only the hardware you want 
. . . the items you sell most 


The VisiPak line of carded hardware is the easy line to buy. 
You're your own buyer, selecting only those items your custom- 
ers want and in the quantities you expect to sell. The colorful 
Griffin cards are compact ... the smartest in the trade. So 
they Il fit into your counter compartments or hang on hooks 
for easy self-sell display. ach item is protected “ rapped in 


its own sturdy plastic cocoon - which also holds the screws, 


And sell they will... as proven by the rush of reorders 
from dealer to wholesaler to Griffin. Yes. it’s Griffin VisiPak 


for faster turnover and more profits. Ask your wholesaler. 


¢ 


MANUFACTURING CO. ERIE, PA. 


HARDWARE . 
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GRIFFIN <~ 
































CHAMPION 
FANDY VISE 


Packed 1 in a box. 6 in a 
cose. Weight 18 pounds. 


Year after year this handy tool is demanded by 
Carpenters, home craftsmen and manual training 
students. 

Stock this vise. You will be pleased with the 
resale and profit possibilities it carries for you. 


The 
BiAWIMUAM ALU AL ae 


GENEVA, OHIO 





WHAT’S NEW 











new 
display 
making 
Sales 
history ! 


A HUGE SUCCESS 
EVERYWHERE! 


FREE crystal-clear permanent plas- counter space. No fuss... packed 
uc display holds 48 fast-moving filled as shown...goes right to 
numbers ... arranged for livelyand work! Order today from your job- 
complete sales...takes only 5"x14” _ ber. Ask for Sel-Fast Display TD-48. 


a OLD-E-ZEE *crrworvers 


, Rechester 4. &Y | 








® For more information 
on these products and 
services use free post 
card on page 137. 


West. Treads come in gray, green 
and wine colors. Bearfoot Airwan 
( orp. 


ed 


For more data circle No. 22 on postcard, p. 137 


Aluminum Caulk 

Aluminum Handi-calk is now 
available in addition to regular 
white and natural. It contains a 
~—_ proportion of aluminum flakes 
which forms a dense, metallic skin 


that protects the job against effects 


of age, weather and ultra-violet 
ravs. Comes in metal cartridges 
with air-tight soldered seam and 
flexible plastic nozzle. Gibson-Ho- 
mans Co. 


ed 
; 


For more data circle Ne. 23 on postcard, p. ! 


Two-Wheel Garden Tractor 

Ney two-wheel g: lien tractor 
comes in 3 and 5 h.p. models, both 
of which have a full-geared dif- 
ferential! No ratchets are used, 
giving operator independent power 


to each wheel on irns and straignt- 
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away in forward and _ “reverse. 
Tractors have lever-selected gear- 
shift transmission—six forward 
speeds plus reverse in two speed 
ranges. Front hitch is a trip-lock 
hitch which needs no tools: rear 
hitch is the instant change type. 
Other new models available are 3 
and 5 h.p. Riders and a 2 hp. 
rotary tiller-mower. Midland Co. 


For more data circle No. 24 on postcard, p. 137 


Electric Lantern 

Electrified miniature replica of 
the kerosene ranch lantern is 8% 
in. high and takes standard 2 “D”’ 
cell batteries and No. 14 bulb. 


= 


.s 
¥ 
Whe 


i Ls . we 4 * 
> @oe. ‘4 
& ‘ 4 
“4 a 1 y 
* a 


. ta 













a 
slg 


Ris ee 

Called the Comet, this little red 
lantern is made of stamped steel 
from original and genuine lantern 
dies. It is powered by two dry cell 
batteries which are easily replaced 
by removing bottom plate of lan- 
tern and inserting new batteries in 
holder. Bulb can be replaced by 
pulling on the smal! ring on top of 
lantern, removing globe and used 
bulb, and inserting new one. R. E. 
Dietz Co. 


For more data circle No. 25 on posteard, p. 137 


Trivet Set 

Williamsburg matched  trivet 
set, called the Two-Timer, consists 
of an electric wall clock and an 
electric food warmer, both made of 
black wrought iron. Food warmer 


keeps all foods steaming hot, and 
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SPECIAL BIG PROFIT DEAL 
FOR HARDWARE DEALERS! 


FREE 


. in this 
one - package deal | 


Traffic - stopping 
display with pocket 
or 

% Hend-out colorful 
L folders that sell 
Supreme Chucks 
and 

A free chrome- 
pleted Supreme 
Brand Chuck thet 
attaches to display 
The customers con 
ectuvally see the 
extre quality 


You can’t miss with 
this profit-package 


A 


Heres a chance to sell ao superior 
Supreme Brand chuck to every power drill 


owner Ever ything you need to set up 






profitable chuck sales is contained in 









*-* 
one sin ple deca! Ch cks of vary ng 
sizes and copacities, handout 
literature, and a colorful but small 
display thats o sure stopper 
Professional mechanics 

ona ne ao-it-y wselt” 

drill owner will ail want 

to modernize thei tools with 


Supreme Brand Chucks. Write 
for complete information. 


10.00 


SUPREME PRODUCTS, INC. 


2222 S$. CALUMET AVE., CHICAGO, ILLINOIS 
the chuck that lives up to its name... SUPREME 
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WALTON 


ee 


NOW! rackaged 


for your convenience 


U-W packaged malleable wire 
rope clips save your time in re- 
shipping, counting, checking in- 
ventory. Clips from %" through 
%4" sizes are packed in boxes that 
save space, carry full instructions 


for proper use. 


Sell Upson-Walton quality prod- 
ucts engineered for safety. 
Complete line of tackle blocks, 
rope fittingsand wire rope manu- 


factured. Write for literature. 


'S NEW 





has a 
ter. Retails at $2.98. 


illustrated has roman 


dial, and retails for $5.98. 
portn 


Ine 


For more data circle No 


retails at S895. 


26 on postcard, p 


New Snip Handles 


the 


color 


Offering additional 


tage of identification, the 
improved Metal Master compound 


action Snips 


colorful 


are now furnished 


grips. Com- 
f snips consists of four 


vinyl 


each with 
M-1 
M-3 


and 


models, an identifying 
left, M-2 
straight, shallow 
and M-5 is 


These 10 in. 


color. cuts cuts 
right, 


cuts 


arcs pivots, for 


notching. snips are 
made from high carbon alloy tool 
steels. i 2 Wiss wv Sons ( 0. 


For more data circle No. 27 on postcard, p. 137 


School Lunch Kit 

New Rogers - Dale Evans 
school lunch kit has full color scenes 
on both sides and on its 10 oz Ther- 


Roy 


stainless steel heating cen- 
Wall clock 
numeral 

Set of 
Lindavap, 


advan- 


<2. 


———. Templates 


\e 


Mee eee _ 
——— 
Mame «@ 


i 
i ' Ht 


hy * 


With 


Popular pac kage 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bencl 


| 


metal sur- 
face ready for layout 1 few minutes 
The dark blue background makes the 
scribed lines show in if sh irTp relief. 
prevents metal giare Increases effi- 
ency and accuracy 


Write for full information 


THE DYKEM COMPANY 


stablished 192 


23058 North 1 Ith Si ° 


MMM LUNA 


St. Lowis 6, Mo. 


How Would You 
Make These? 


Even that piece in the middle is 
one continuous length of wire, 
bent by Brooks into a finished 
unit with no cost for pattern, cast- 
ing, drilling, tumbling, plating. 
If you haven't tried Brooks, do. We 
have saved many a client a tidy 
sum! 


vessseettttll 


M. S. Brooks & Sons, Inc., Chester, Conn. 


1848 


BROOKS i HOOKS 


HARDWARE AGE, 


mos brand vacuum bottle. Also in- 
troduced is the companion Trigger 
kit featuring Roy Rogers’ Golden 
Palomino in full color. This kit has 


THE UPSON-WALTON COMPANY 
Established 1871 

12500 ELMWOOD AVENUE + CLEVELAND Il, OHIO 

New York . Pittsburgh 


Since 


Chicage ° 
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oht standord 


a ferent 


Impartment 


ube t ry d 
rencn 4 ne Oi- 


y sfeels Accuvrate- 





Chiss Cold chisels; ~ * 






cape chisels, diamond r 

pc tond holf round 5 | : 
nose chisels, Sell em / o ‘ 
ms a “= | 2 7 
= ) 4 

* a Py 

ae . 

OA 3 People like these tools... corpenter, me- 


chanic, handyman— all appreciate value 
That's why Vichek tools sell so well, 
make friends and influence future sales. 


Piers. Combination 


pliers, ypiity pliers 
woter pull 

,~ “ pump 

x phers, bottery 


pliers. Chrome 





Por | Ror Wrench 
Sets. Of high carbon 
steel, bright plated 


piece sets ry 










handy container 





Show erm, sell ‘em! 


-# 


pee 
oe 


for the ae 
BIGGEST 


HOME BOTTLING SEASON 
in years 


Reports from all over the country — 
West Coast, South, Mid-West, 
New England—tell us of tremendous increases 


in home capper sales ... for bottling 


®©FRUIT JUICES e SAUCES 
©ROOT BEER ¢ HOME BREW 
The Everedy No. 150 Gear 
ne ga ve ra a aaa E VERE D 
real de » item. Equipped GEA 
pce we to R T 


throat that eliminates cap 


Y No 15 
- 130 
OP CAPPEp 


balancing and assures closure by crimping sides and ‘ 


. : o 
depressing top Easily adjusted to bottle size. = 
Heavy y 


non-tilt base. Packaged ‘4 doz. to carton — 


with display card 


EVEREDY No. 250 
CLIMAX CAPPER 
Here's a durable capper ij 
priced for volume sales 
Caps quickly and easily 
Adjustable to bottle size 
Rounded stamped metal 
handle springs back t: 
position aiter sealing 
bottle. Lasts for years 
Packaged one dozen t 


carton with disp ay ard 


EYE-CATCHING 
DISPLAY 


On window, door or counter, this sales- 
booster will work for you. Handy two 
color card stands with capper or can be 
taped to flat surface. Furnished FREE 
with each ‘% dozen #150's and with 


each dozen # 250's. 


STOCK BOTH CAPPERS FOR MORE SALES! 


PHONE 
YOUR JOBBER 


for details and prices. Ask 
him ebout Everedy's Chrome 


Housewares Specialities, too. THE EVEREDY COMPANY ¢ Frederick, Maryland 


World s lorgest Meokers of Chrome Kitchen Utensils 


Tat Beats? Kobe Sou PBecrE weg. Sos Susan 


146 


GET READY NOW! 4 


WHAT'S NEW 





For more information 
on these products and 
services use free post 
card on page 137. 


10 oz vacuum bottle in Icy-Hot or 
Keapsit brand. Both kits have new 
insulated stopper and pouring lip 
on vacuum bottles. Suggested re- 
tail price of Roy Rogers-Dale Evans 
kit is $2.95; Trigger kit, $1.90. The 
American Thermos Bottle Co. 


For more data circle Ne. 28 on postcard, p. 137 


Window Washer 

This new window washer has 
handle which holds three drops of 
liquid detergent and enough water 
to wash more than 20 windows. 


Dripless, self-feeding sponge ap- 


plies suds to glass, mirrors or tile. 
Specially ground rubber squeegee 
blade cleans, dries and polishes 
glass in seconds. Unit lists for 
$2.69. Truly Magic Products, Inc. 


For more data circle No. 29 on pestcard, p. 137 


Key Lockset 


Accidental lock-outs are elimi- 
nated by the new ShurLok key set 
with fixed interior knob. Turnbut- 
ton must be manually released be- 
fore interior knob can be turned to 


release the latch. A locked door 
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2 complete lines for greater profits 


COIMMBIAN LEVELS 
COLUMBIAN VISES 


You can meet every level 
and vise need of every cus- 
tomer with Columbian— 
pas made and guaranteed by a 
cannot be opened from the inside ‘ ia ea firm which, for over 65 yours, 


until after the turnbutton is re- M ‘ uy has been famous for quality 
leased. Entry from outside is by ’ £ 

key only when locked. When un- 
locked, both knobs are free-operat- 
ing. Metallon Products, Inc. 


For more data circle No. 30 on postcard, p. 137 
Now, 2 NEW products 


Automatic Floor Fan 





and service. 














Automatic floor fan with thermo- 
static control features a molded to further boost your sales! 
Free- Flow Grille for no- draft 
Breeze-Diffuser action; electrically- 


No. 339 Aluminum Torpedo Level 


Die cast... one plumb, 
one level, one 45° vial 
Red plastic top plate 
9 inches long, 1 inches 
high, % inch wide at 
widest point 


reversible, two-speed motor; dif- 

fused or direct cooling in either di- 

rection; air stream adjustable 

through 360°; and a Hideaway han 

dle that pulls up for portability. 

Fan is available in 12 in. blade size 

model delivering 1300 ¢.f.m. or ina D45 Workshop Vise 
16%. in. blade size for 3000 c.f.m, 

Signal Electric Div., King-Seeley A new and larger 
Corp. workshop vise. Not an 


For more data circle No. 31 on postcard, p. 137 adaptation of a smaller 
vise. Every part de- 


Moth Balls signed for heavy duty. 
. Individually packaged 
Line of moth balls and moth rings 


features 1 lb. Superior brand moth 
balls in a Two Pack cardboard box 
containing two individual 8-oz. cel- 
lophane bags. In addition, there is Greater pipe capacity... /e-2'/ 

a 1 lb. moth flakes box, a 6-oz. Greater beam size “a” thick M7; The Columbian Vise & Mfg. Co 
double wall cellophane bag of moth steel channel... 17% 1 2'% Gi cauevetaees¢c . ' o 
balls, and a 6-oz. cellophane bag of Greater jaw depth... 3% ' 

moth rings. Heat sealed cellophane Greater weight 8 ths 
bags, used for the packaging, retain 

full moth killing strength of the 


Greater jaw width... 5 
Greater jaw opening... 6 


Sold through wholesalers only 
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~ SPRAYERS: 


SMITH 
JiM DANDY 
Cart Sprayer 


all 





SMITH SPRAYERS are the 
nationally advertised profit 
line with ready customer 
acceptance. Leaders in de- 
sign, engineering and per- 
formance. 


SMITH 
RITESIZE Sprayer 











: 


SMITH 
STREAMLINED BLIZZARD Sprayer 
Worl, mos 


. ; 
j : 


popular. N 
SMITH 
SPEEDEX Garden and Tree Sprayer 


double action pump 
cKet strainer Thro 
fine for mist Cor 


Ws 


: d on attractive dispiay card 


SMITH E-Z 5 Gal. Knapsack Sprayer 
Fine 


, For 
spraying 


PRICES ALLOW ATTRACTIVE MARK-UP 


D. B. SMITH & CO. Send 


426 Mein $t., Utice 2. N.Y for 
“Originetors of Spreyers” Catelog 


Cenedian Rep. G. tL. Cohoon 
1265 Stenley St.. Mentree!l 2. Conede 








WHAT'S NEW 





proauct and protect against split- 
ting. Supe rior Mf aq. Div., Clec 
Home Products. Inc. 


For more data circle No. 32 on postcard, p. 15 


Deep-Throated Clamp 
Deep-throated clamp of Ductile 

Iron, recently developed by the In- 

Nickel Co., is ideally 


suited for jobs where a deep reach 


ternational 


in clamping is required. Tensile 
strength is 90,000 psi, and yield 
Clamp 
screws have standard Acme threads 


¢ 


for rapid adjustment, and are fitted 


strength 1s 


75,000 psi. 


with rucking swivel pads and slid- 


ing, and vise-type handles for ease 
f operation. Clamp is available 

5 and 6 in. capacities. Brin/ 
& Cotton Mf a. (_ 0. 


For more data circle No. 33 on postcard, p. 137 


Woodworkers’ Vises 
New line of professional quality 
W oodworker'’s Vises, called Rapid 


Titan, are available in eight 
modeis, either continuous screw or 
Models oper- 


ate as two vises In one, since they 


rapid acting types. 


change from free-sliding action to 


screw-lock action automatically. 


With the screw and nut engaged, 


] ' ‘ : , -« " > ve ‘ 
tigntening action Cati convcinue a 


complete turn or more. Reduced 
nut wear comes from eliminating 
half-nut 


Vises are 


the vulnerable bronze 
ised in previous models. 
avaliaDie witn 


hardwood or stee! 


handles at same price. Wuiton 


Tool Mfg. Co., Inc. 


For more data circle No. 34 on postcard, p. 137 


Utility Cabinet 


All-purpose Utility Cabinet fea- 
tures a chrome-plated linen towel 
holder which is riveted securely to 


Towel bal 


swings up and clips into a secure 


position underneath the cabinet 


when not in use, and hangs below 
when used for holding linen towels. 
Towel bar is also removable so 


that roll towels Can be used. Cab- 
inet is fastened to wall surface by 
four screws through keyhole slots; 
an be removed without taking out 
screws. Other features are a 14x20 
in. mirror with stainless steel rim 
and two white baked enamel steel 
shelves. Jdeal Cabinet Corp. 


For more data circle No, 35 on postcard, p. 137 


Circular Saw Blades 

New line of wood-cutting circu- 
lar saw blades is called the Pre- 
ferred series. Available in sizes 
trom 6 to 12 in. in six different 
types rips, cut-off, planer com- 
bination hollow ground), combina- 
tion (flat ground), Safe-Feed, and 
flooring—blades are for use with 
all general purpose bench saws and 
With 


dealer 


portable electric handsaws. 


each order for 22 blades, 
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eter me SHELTON america's 
L. 7 FASTEST SELLING. . . MOST 
COMPLETE LINE OF 


PROFIT MAKERS 














PROVEN 
SHOPPER STOPPERS 








IN HANDY ATTRACTWE 
VISIBLE TUBES 











F CUSHIONED HEAD 


focyen Tanti @ | 
Saree 


YEAR ‘ROUND 
VOLUME BUILDERS 
Whirling 9 Tool Sales Upward! CUSHION HEAD aera. 


INDESTRO REVOLVING — THUMP TACKS foteniaane 2S 


ye 


a i) ILS . D 
Sept Salomakor paseo Ts X 
) S100 
UPHOLSTERY fs 3 3q 9c 
it ha ct velt calat Waits mn customers when NAILS 
I ti lo : i b. scad " sone ve 1 


ON BLOCKS WRITE TODAY! 


YOU CHOOSE ASSORTMENT OF DISPLAY BOARDS FEATURING THESE TOOLS FOR INFORMATION ABOUT 
—— oo FREE WIRE RACK DEALS 








® And Many Others 


SELF-SERVICE FEATURES OF 


REVOLVING SERVATOOL a 
ieconiggueas onl. 407 alta in bd g MANDY > TRIOS ie 

@® Actra oo Mechar | ot Ow oi armers. | . 

Hor k-Bench | bo - Ie vs 


NEW 


3 TUBE KIT 
A SURE-FIRE 


SALES HIT! 
INDESTRO MFG. (0 


adie . Scenes SHELTON TACK CO., Shelton Conn. 
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WHAT’S NEW 


@ For more information on these products and services 
use free post card on page 137. 





Dri absorbs up to five times its 
own weight in moisture from the 
air, preventing damage caused by 
rust, mildew and corrosion. Each 
size comes furnished with a rust- 


ST cin: ; resistant metal pail and strong wire 
ee coe —_ | 


AS A PROVEN receives free a self-service wire 
display rack. Henry Disston € 
SALES PRODUCER Sons, ine. 


For more data circle No. 36 on postcard, p. 137 





The fact that the Bendix* MultiSpeea Wire Solder Tubes 


Power Brake is the first coaster brake Acid and rosin-core solder is 
» made available > trade ail : aa ae : } ‘taee 

to be m ide available to the trade by now available in two transparent standard from which the unit is 

every bicycle manufacturer in America a og ) ; - 

is undisputable proof that here, indeed, plastic tubes mounted in self-dis- suspended, allowing air to circu- 

is one of the industry s greatest sales playing cards. The o'4 xX + in. late 


; around it. Spe CO, Ine. 
producers. 


ecards are colored in red, white and For more data circle No. 38 on postcard, p. 137 
Bicycles equipped with the Bendix blue. Re-usable plastic tubes hold : 
MultiSpeed Power Brake are naturally Outboard Motor Line 


easier to sell to pare nts concerned with — New outboard motor line includes 
their children’s safety. for Bendix is Eg. a ies p . 

the safest of all coaster brakes. And = - ee 2,95, 7% H models. Features m- 
youngsters are immediately thrilled OD» Le)? * clude full reverse operation with 


with the multispeed and power braking 360 degree pivot on all three models 
features of this new and finer coaster 


wales a neutral operation on the 5 and 7?. 
— HP units, synchronized lever-type 
So, for bigger sales and better customer 
satisfaction, be sure to specify Bendix 
MultiSpeed Power Brakes—the onl : : <a RR = aad “pete —a 
American coaster brakes offering all : two larger motors. Speed range fo! 
these sales advantages. the 2 HP is up to 7 miles per hour; 

"REG. U.S. PAT. OFF ACID ¢ — f for the 5 HP up to 15 miles per 


SAFETY MEANS SALES FOR YOU e “ i hour, and for the 742 HP up to 20 


speed control on all three models, 
and cushion power mounting on the 


SHIFT GEARS —Saerase ' ms S06 Saeet miles per hour. Automatic rewind 
caine starters are standard on all three 


DAMAGE! about 5 oz of solder. Instructions 
on how to solder are given on back 
of each ecard. Drake _ Electric 
Works, Inc. 


seevet Tet aD 


PARENTS’ For more data circle No. 37 on postcard, p. 137 
ae 2 
pe Moisture Absorbent 


: New 5-lb container for Hum-I- 
ECLIPSE MACHINE DIVISION lial salient it ciel 


is avail- 

by able in addition to the 10-lb. size. 

ELMIRA, NEW YORK Gene For removing dampness from clos- 
Super? Salen: Bendix tateracticnsl Division, ets, basements, attics and other lo- 


a 


205 East 42nd St., New York 17,N. Y. cations around the home, Hum-I- 
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HARDWARE AGE, 


Now... 
for wall 
installation 


A new wall-mounted Harcraft Swingspout 
and Speedy-Way Brush combination now 
gives you a great opportunity to cash in on 
the big market of American homes piped 
for wall fixtures. The Swingspout, made of 
parts precision-machined from extruded 
brass, is free of hidden casting defects. Parts 
are joined by a silver welding process that 
makes the joints as strong as the metal it- 
self, then triple chrome plated for sparkling 
cleanability. Another example of Harcraft 
high quality at competitive prices. 

THE SPEEDY-WAY BRUSH is simple and 
economical to operate. A slight pressure on 
the handle diverts water into the brush. 
Depressing the thumb-button directs liquid 
detergent into the brush. These controls 
give complete flexibility for washing or 
rinsing, when the pressure on the handle is 











For sink installation use our 
Harcraft Concealed Deck-Type 
Swingspout with Speedy-Way 
Brush. 


DIVISION OF HARVEY MACHINE CO., INC, 


TORRANCE 


APRIL 28, 1955 


CALIFORNIA 


Harcraft 


swingspout and 
speedy-way 
brush 


released the water flows through the swing- 
spout. Capitalize on this big market by 
adding this new wall-mounted kitchen 
combination to your line today. 


A-4 WALL TYPE SWINGSPOUT 
Polished chrome 742"—8'%”" eccentric 
adjustment, 42” female IPS connections. 
With anti-splash strainer and Speedy-Way 
Detergent Brush. Also available with 
aerator and/or with 642”- 
adjustment. 


912” eccentric 








STOCKS AVAILABLE IN NEW YORK, CHICAGO, ATLANTA, LOS ANGELES 
REPRESENTATIVES IN ALL PRINCIPAL TRADING AREAS 





RRAS 











RESEARCH DEVELOPMENT PRODUCTION 


Hf if 








models. Color combination for 
new line is coral and reef gra’ 
W est Re nad Aluminum ('. 

i aed 


For more data circle No. 39 on postcard, p. 15: 


Portable Utility Fan 


) . ar . shiek acai 
hours. Regeil.......+....-$7-95 Atlas-Aire Mode! l K-16 
16% in. utility fan designed 
STANDARD STOVE weighs only both circulator and window 
7 \bs., i V1x14x4. Single burner eed ; Sh RO ere © 
lights instantly. Retail... .$9.95 «:xqhtinccethlig: Sheng atoeeen ain 
tilted up, down or out to 


SPORTSMAN STOVE folds to sired angle. As an exhaust 
7x11x14. Weighs 12 ibs. Two — it can be easily installed 
independent burners. Retail | 





onl 


; wy 








ard or casement windows without 


tools Other features are three 





TI T speeds, 3500 e.f.m . and four petal, 
f) ’ electronically balanced aluminum 
blades. Finish is a two-tone green 


A FULL LINE baked enamel. Atlas Tool & Mfg. 
} Co 


For more data circle No ij on post ard. 





Builders’ Hardware | 
| Dog Repellent Spray 
gravity type | . Ridz push button Dog Repel 
LETTER PLATE is designed to keep dogs, cats 
A } otner animals aWay fron 
No. 2208 in WROUGHT “7s ) ten. Sentiiiie ‘Gee mail 
BRASS, STEEL or ALUMINUM | ) a mobile tires. trash cans. et 


1%," x 7” opening meets Federal Specifications a harmiess long-lasting spray 











a special sticking agent that 


ee ~~ ; git tae = es All ma > i r weeks revara ie 
“Ss 5 kas bt eas i Na a ea eae ae ee : 





@ gracefully 
styled 

®@ beautifully 
finished 

@ priced for 
profit 





manufacturer of top quality builders’ hardware since 1849. 
Write for FREE illustrated catalog of Safe’s 
competitively priced, complete line. 


ORDER FROM YOUR JOBBER 


PADLOCK AND HARDWARE COMPANY 


Lancaster, Penna. 





a 
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ECONOMY PACKAGE 


by MANSFIELD 


Use Mansfield’s new sturdy corrugated cartons — 





ottractively 


printed in dual colors to step up your profit potentials 


Chock full of eye appeal for point of purchase display. 


The new “economy special” is a big hit with Mansfield Dealers. 
individually boxed No. 09 Ballcocks in 
There is also the standard pack of 24 


In this deal you get 6 
a shipping carton 
individually boxed No. 09 Balicocks to a shipping carton. Also 
not boxed) 24 to a shipper 


MANSFIELD No. 09 BALLCOCK 


Combining feotures not found i 
higher priced fittings—quality 
workmanship throughout. Popu 
larly priced 


available in bulk packing 





MAKE MANSFIELD 
YOUR CHOICE 


There ore no better values to 


be had 


} 






































No. 03 No. 205 
HEAVY DUTY FLUSH 
BALLCOCK VALVE 























~~ 


RED BRASS FLOOR FLANGES 





























CLOSET SPUDS 






Check with your favorite jobber or write 


BRASS DIVISION 


MANSFIELD SANITARY POTTERY, INC. 


133 First S#. 


Perrysville, Ohio 
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MODEL No. 1 


Forsberg 





The Whiz-Saw +1 is an ideal power tool for al! sorts 


of home repairs, plumbing, electrical work, hobby 
projects, etc. It's really seven saws in one: rip — 
crosscut —— scroll —- coping — keyhole — band and 


jig saw. Cuts up to 1” thicknesses. and guides easily 
when cutting circles, curves, straight or irregular pat- 
terns. Whiz-Saw +2, more powerful companion of 
model 3:1, cuts up to 2” thicknesses, retails for $130. 







Capitalize on Whiz-Saw sales developed by Forsberg's 
hard-hitting advertising campaign in consumer publica 
tions by alerting your sales staff to consumer interest 
in Forsberg products: Hack Saws and Frames, Coping 
Saws, Hand Drills, Screwdrivers, etc. 


MAIL THIS COUPON TODAY 


TEEPE, ass 
Forsberg Mfg. Co., Dept 4 





é i 
‘ 125 Seaview Avenue | 
i Bridgeport 1, Conn., U.S.A, i 
- Gentlemen: : 
5 id like to see the Whiz-Saw. Have a jobber contact me. - 
r Send me free | terature on Forsberg products. 7 
4 Name - 7 
- Address . : 
BE City Zone State 5 


Leanne neenaaaaaawawaen 


lo 








another 


i KLEIN 


first! 


| \ 
\ \ 
\ 
\ 
The offset ' 
hinge gives 
greater 


leverage 


Pat. Pend. 


"KLEIN KUT PLIERS 


for both regular and 
heavy-duty cutting 


It was Klein that produced the first 
and stull the finest regular side-cut- 
ting plier. Klein also gave the in- 
dustry the modern, streamlined 
version so much in demand 

And it's Klein again with a new, 
high leverage < iting plier for light- 
or heavy-gauge wire, including No. 2 
weatherproof hard drawn solid cop- 
per wire, and A.C.S.R 

[here's no extra hinging of any 
kind—no uncomfortable wide-spread 
handles. The offset hinge permits the 
extra-high leverage and they operate 
as smoothly and easily as any other 
Klein Plies 
tool steel, individually fitted, tem- 
pered, adjusted and tested. Ask for No. 
213-9 N.E. tor streamlined pattern. 


forged trom high-grade 


Regular pattern averente\ ~ 
»>arme high leverage design. but in « . 
the original Klein side-cutting A 


pattern. Ask tor No. 2134-9 


Write for free Copy of Bulletin 1054 
*Trede Mork 


DISTRIBUTED THROUGH 
JOBBERS 


Foreian Distributor: Inter- 
nauonal Standard Electric 


‘ orp.., New York 


i] Since 1857" 


we KLEE N & aa 


WHAT’S NEW 





heat, sun and rain. Will not in- 


jure plants or blister paint. Comes 


in lithographed push-button Cal 
that contains 12 oz. of the spray 
and retails for $1.49 Boyle-Mid- 
way, Inc. 
For more data circle No. 41 on postcard, p. 137 
Shipping Room Knife 

Here is a knife designed for em 
ployees in the receiving and ship- 
ping Warenouses @n 
stores. A ¢g i is a safety feature 


round han- 


to protect rs The 


die provide 
tee] blade Call 
rounded corners, 


pe news. Re VJ i, ivf ; f f;. 
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Molded Fiber Decoy 


New add tion to the Victor | ne 
of molded fiber decoys, the Victo: 
designed to retall at 


. 


about $13 pel doz. Decoy is 
water-proof, pre-balanced and 
equipped with an anchor-line staple 
(Comes in tw 


black 


inimal Trap f Om pany of Ame ricd. 


for easy placement 


pecies: mallard and duck 
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1 Ot. Capacity Caulker 
New 1 qt capacity cradle caulker 

eliminates bulk filling. Weighs less 

» lb. Extra large nozzie with 


reduces cleaning t 


+) 
T nan > 





| ? 


inimum. Neintorced cr 

withstands rough usage. 

lh. Speciatl heat treated for 
( arti ages are shipped fil] 
ready 0 ise Vital Prod 


Via. | ‘7. 
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Hook Assortment 


HRM No. 1 Assortment cont: 
20 boxes of Hookboard hooks. Thi 
assortment Is designed as a 


Rave a 


starting pa 


cost and minimum inventory 
display stand is included 


free. John H 
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Electric Alarm Clock 


Room-Mate is the first Gene) 


: 


(;ra/ am AS can... Ine. 


4 we rye .. ¥ . . } . “3h 1] 
ectric-Telechron electric clock 
w the combined brand name 
lal Clock is a small and com- 


] | : . . . . 
aiarm wWitn iarge easliy reada- 
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the new 





NOW! 


A Four Corner 
Clamp. 


HARGRAVE 





A 


Ne 
i 


t2 


VHS wi tow 
nls 


— ee" 40 42° 46 44° 40° &* 
> X 


ce 


META ste a 
| META ' 
‘curring | | germ 


four clocks features a rear compart 

ment with four cartons, ready fo. 
packaging sold clocks. Burg indy 
and black display measures 14x11x9 
In. Kach display pack holds two 
Available in four sizes with plain and two luminous 2 wom-Mate 
maximum capacities of models the ' y ivor ind 
8" x 8B” ' 

18” «x 18” “» 24” brow rn. (,enera 


Extensions available to increase above 
capacities. 


Standard Carriage Clamps 


Chron ¢ O. 


For more data circle No. 46 on postcard, 


in 9 sizes for all Blender Attachment Now you can carry a complete assort 


average applica- , ; ; ment of the fastest selling hand hack 
tions New blender attachment ro! 


Model No. 10 Mixmaster blends 
Steel —— Hand Screws beverages, and chops, 


in 8 siz fo , . : . — 
sizes d shi eds solid foods. Easily al tached Your choice of Technite ali-hard molyb 
wood working. 


Jaws may be he Mixmaster, the blender has denum high speed steel blades, Trufilex 


saw blades, and get them all at the 
low 100-blade price in this colorful new 


grates and Capewell 50-50 Pac counter display. 


adjusted for molybdenum high speed steel! ‘safety 


various angles. blades hardened or toothed edge only, 


Quick Clamps and Flextung special alloy low tung- 
in 61 sizes in 12 
different types. vF 
Fast. . . easy to : sortments: 50 Technite, 50 Trufiex; 100 


use for all ap- > =o = Technite, 100 Truflex; 50 Technite, 50 
————! plications. i a 


sten steel blades in the following as- 


q@ eu vo pyBu suc onsysur Buin — [es HOA djey of 


Flextung; or 50 Truflex, 50 Filextung 
(3 tooth counts in each 50-blade pac). 


CALL YOUR JOBBER 


in 2 sizes Economical bor type clamp. 
Fits ‘2° — %«” pipe 


No. 640 "I" Bar Clamp 


iy) SeOp epolq seule OU — spo 


sharp, steel cutting blades and a 
large glass blending jar 8 in. high DIVIDE FOR 
in 7 sizes with potented quick locking Att - 
moveable iow. Three other type bor . TWO SINGLE 
clamps also available. Sunbeam Cor p. 


AVAILABLE FROM YOUR For more data circle No. 47 on postcard, p. 137 DISPLAYS 
HARDWARE WHOLESALER 


WRITE FOR CATALOG Racer Bicycle 
THE CINCINNATI TOOL CO. Mainliner Racer bicycle fea- 


Montgomery Rd., Cincinnati 12, Ohio tures easy-pedaling 1.75 in. tires 


achment retails for $12.75 











ggg for greater control on 
ihills, streamlined frame, full cov- 


_HARGRAVE lerage chain guard, and standard 


lested 'coaster brake. Available in 26 
ec 


Bee ee ng _ THE CAPEWELL MFG. CO. 
igelel a | 24 and ” ifl. $1Zes if} bot h boys’ 85 Governor Street, Hartford 2, Conn 
land girls’s models BRovs’ modela 50-50 Pac details, please. 

Com pon: 
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Street 








WHAT’S NEW 


@ For more information on these products and services 
use free post card on page 137. 


. Town Journal 





- easily disployed be- 
ore sales with high 


. Better Homes and Gardens 
sing aids ore supplied with your 


Farm Journal . . 
ionally advertised low-priced 


tions. Sales aids for dealers in- 


. will have major emphasis in 


advertising! Sell the only nat 


your jobber and stock up now! 
Milwaukee, Wisconsin 


clude two four-color window 


s stondord half-gallion fly trap is 


y trops .. 
gly low $3.95 to bring m 


streamers. 9x24 in.: a two-color 


electric sign; a four-color consumer 


folder with a 20-chip color card, 


. this yeor, more people than ever will 


- over 100,000,000 prospects. 


. There's a STINKY suited for every fly-killing need. 


The only complete line of ovtdoor fi 
couse Point of Sole and Merchandi 


and a counter display card. Lumin- 
all Paints. Div. of National Chemr- 
cal & Mra. Co. 


For more data circle No. 50 on postcard, p. 13% 


. BIG STINKY’ 


. Sunset Magazine. . . 


Metal Caulking Cartridge 


All metal caulking cartridge is 


flies) 


. Porade .. 
. » ONd trade publications . . 


COMPLETE LINE . 


high 


} 


plastically sealed to assure 


be reading about BIG STINKY in Post ¥s 


NATIONALLY ADVERTISED . . 


fire-engine red with white 


SPECIAL WEE STINKY PROMOTION _ . 


ovr national! 


now priced of on amazin 
fly trap. See 


NEW LOW PRICE . 
unit profit every time. 





girls’ are light blue with shelf stabilitv. It has a sturdy, 

















4 thle le ; 1o77le +T 
All models are available flexible, plastic nozzle which 


the gearshift. Huffman 
Uta f ‘y. 
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! 


BIG STINKY 


ts 


that Means Big Dollar Prot 


(unlucky for 


> 
Plastic Cereal Bowl 
beautyflex cereal and _ utility 
wl is made of rigid, non-break- 
polyethylene. No. 40665 is 


in., With a capacity of 10 


13tg 


é x] ; 
} 


(.omes in red, buttercup vel- 


Bo x 


welded into the heavy gage metal 
body, giving it greater efficiency 
when in use. Caulking compound 
ised in filling these cartridges is 
the highest grade government 
specification material. Cartridge 


Outdoor FLY TRAPS 
. & 


is lithographed in three colors. 


= 
= 
5 
— 
= 
rr 
= 
a 
rr 
= 
S 
& 
~ 
~~ 


DIOPTRON 


Ne a/ Rite Caulking Co.. Inc. 
: For more data circle No. 51 on postcard, p. 137 
aqua marine, and _é (frosty 
white. List price, 25¢. All-Power 


Mia. Co. 


For more data circle No. 49 on postcard, p. 


Sectionalized Fencing 
137 Fence-It is sectionalized 6x18 
in. fencing which can be locked to- 
Interior Paint gether to fence any area in almost 
Washable. latex-alkyd interior any desired pattern. It requires 
paint that requires no mixing and no measuring or cutting. Made of 
has a built-in primer, sealer and 
undercoat is called Ready-To-Use electrically welded, Fence-It keeps 
Luminall. Paint can be applied to dogs and other small animals 
any interior surface, including ce- away. Can be used around shrubs, 
ment, brick, plaster, wallboards. trees, flower beds, etc. Sections are 
woods. wallpaper, etc. It is avail- easy to store, since they take up 
able in 12 colors which can be in- little room. Finished in baked on 
termixed in a variety of combina- white enamel, they are packaged 


9 gage steel wire with all joints 
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SECURITY for YOUR Customers 
PROFITS for YOU with... 
JUNKUNC “American” Padlocks 


Sell the best and you will profit most .. . your custom- 
ers depend upon you to sell them JUNKUNC “Ameri- 
can” Padlocks for their security and safety. Endorsed 


































and Approved by leading Insurance Companies. 


5 Good Reasons Why You 
Should Sell Them 


1. Toe and Heel securely locked with 
hardened steel balls. 


2. Hardened steel plated shackle. 


3. Ruggedly built to resist prying, 
twisting or forcing. 


EDLUND “77 
CAN OPENER 


The new. modern con 










10 Brass blade tumbler cylinder. 
ception it} wall Openers 
| lat tO-W ill ore handk 


’ 
ration— built in mag id 


5. SOLID one piece brass-steel or die 
cast case. 

MANY POPULAR SIZES of Key Pad- 

lecks and Combination Padlocks .. 

Alse Hardened Steel Safety Hasps. 


{ ’ 


net 





SEE YOUR JOBBER or write us 
for prices and literature. 









EDLUND 
See the No. 500 Padiock and EGG BEATERS 
Hasp Combination Set lwo sizes. St unl Ss stee 


&: 2 blades spe ially designe i 


Established 1912 : = ) 


Dept. H.A. JUNKUNC BROS. 


1145 W. Garfield Bivd. « Chicago 21, Ill a 
a EDLUND JUNIOR 


CAN OPENER 




















Millions now in us ind 


4 2 every Wol il wh »>OoOWwWNS OMe 
alesmakers we 4 eh enti 
% é other fine | dl] ind 3) . ts 














-Vear Cuarantec 
makers of the tamous id & 
oA Dearborn eee pn 
@a2s space heater TOP-OFF JAR OPENER 
* 
et ga ace heater is ir Diggest 6 
\ | i . : 
- . if 


the new 1955 Uearcharn 
Room Air Conditioner 





Opens bottle 
CAanS M ache I 
steel. with handsome Oak 
handle, Buckskin thong for 
hanging. Also available in 


; ' 
@ plain all met il VeTsioni 


4 ee 


features ' i—2 









EDLUND 
TU-WAY 
DELUXE 


the new 1955 
“Tlearharn fen-Type 
Eveporotive Cooler 





—— 






* eG re ae % x 
= a mat 
the new 1955 Lencharn 
Biower Type Eveporetive Cooler 





Dollar Wine te Dearborn jor salle and profs the yar round, 





eee ee 
speeeaaaeaeaaeeets 
Tearhborn: 1888 e3 808 e 88 88 


1700 WEST COMMERCE, DALLAS, TEXAS ons ee x ae gs i a = 2 Ps B 
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AND 
TRIPLE YOUR 
LADDER 
PROFITS 


AND 
CAPTURE 
B/G COMPANION 
SALE 
PROFITS 


i \\ 


~ 


ALUMINUM 
EXTENSIONS 


NEW! IMPROVED 500 SERIES 
WITH ALFLO* RUNGS 


Featuring ALFLO—hydro-locked 
rungs, an exclusive Werner feature. 
Wider, stronger side rails, wider, heav- 
ier rungs make the new 500 even 
better than the best they were before. 
Triple your ladder profits with the 
complete WERNER line of Steps — 
platforms—extensions, etc. Werner 
produces more aluminum ladders than 
any other manufacturer of aluminum 
ladde rs 

Follow the leader. 

Ask your distributor 

or write direct for in- > 
formation — today. 
R. D. Werner Co., 

Inc., 295 Fifth Ave.., 

N. Y. 16, Dept. L-36 


Lt 
y) 
* patented ‘ 


“WERNER 


— 4. 4/ #74 7 7% 





Suggested 
retail price is 10¢ a section. Avail- 


50 sections to a carton. 


able for displaying Fence-Jt is an 
all-stee]l floor unit in 
Royal Products ( ‘0. 
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counter or 


four colors. 


Detachable Furniture Legs 
Detachable legs provide for easy 


storage of seasonal furniture. 
Legs are full “e in. diameter fin- 
black baked enamel 


with a rustproof Ferro-cote under 


ished in a 
coat. They are corrosion resistant 

Can be used out- 
fear of 
They are easily attached to tables, 


and scuff proof. 


doors without corrosion. 








lawn furniture. work horses, etc., 


and can be removed for storage. 
Also 
plated 


lacquer coating. 


available in a brass 


finish with a 


heavy 
protective 
Packed four per 
carton with all necessary hard- 
ware. D. P. Metal Products, Inc. 
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Scouring Pad Holder 
Spun-G is a scouring pad holder 
for kitchen and home Pro- 
tects the finger against 
scratches and the fingers and hands 
from becoming sore and irritated. 


use. 


nails 


7 Fastest Moving 
CHROMTRIM 
Profit Makers 


PLUS 
Stainless Steel 
Snap-on Channels 
Interlock 
Thresholds 
Door Saddles 


FREE 
|) Mats—Literature 
} Project Plans 


Nationally 
Advertised 














CHROMTRIM 
DISPLAY 


Here's a big help to your metal 
moulding sales...a colorful wire rack 
display that sets up famous Chromtrim 
so it says “Come look me over.” Good 
for self service too...mouldings slip 
in and out easily and display has “‘tell- 
all’* sales story. 

New assortment has ten most popular 
shapes, counter edgings, corners, coves, 
snap on channels, stair nosings, inter- 
lock thresholds, door saddles. Fasten- 
ers included. Low initial cost, steady 
.Refills can be reor- 
dered from open stock. 

There's lots of ‘‘do-it-yourself’’ sales 
in this unit .. . ask your distributor for 
Werner Chromtrim Unit No. 55/10... 
or write direct for catalog information 


re peat profits - 


- ee ae ae eS 
| 


to R. D. Werner Company, Inc., { 
295 Sth Ave., N. Y. 16, Dept. C-361 ' 


“WERNER 


i 
1 
! 
' eewrmrir.ewrm 
Chromtrim. Sink 


Alumidryers, Screen Framing 
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easy to easy to easy fo 


LOAD .'.. USE ..'. SELL! 


cA RAs > COMBINATION 
Caulking Cartridges 




















FIT EVERY GUN! 





With hole-in-top for With plastic nozzle 
metal nozzle guns supplied for other guns 









A plastic nozzle supplied with each cartridge of 
non-hardening, non-staining CALBAR Caulk 
makes it adaptabie to every type gun on 

the market. Compare Super-elastic CALBAR 
Caulk is a quality product! Ask your jobber. 


CALBAR PAINT & VARNISH CO. 


alelalthaclaitia-la MeL ami laalallael i aaeleltiar 


2612-26 N. Martha Street, Phila. 25, Pa. 





“po it 
YOURSELF”’ 


Soldering 
| KIT 


Self-Displaying 
Self-Selling 



















Complete, compact! Every soldering tool your handyman 
customers want —all in one sales-package! New versatile 
kit features three interchangeable irons...150 watt, 144" tip 

— 100 watt, 4" tip — 60 watt, 4" tip... with sure-locking, 
grip-fitting unit handle. All-steel case with 

spring clips; safety stand; two rolls of Nationally Advertised 
Drake solder, acid and rosin cores. Famous  ‘" PoPvior Mechanics 


Drake quality throughout...U.L. Approved. 
STOCK *e*DISPLAY*e+SELL 


Order this natural, fast-moving money-maker 
from your distributor today...or write direct. 


DRAKE ELECTRIC WORKS, Inc. 


3656 LINCOLN AVENUE . CHICAGO 13, ILLINOIS 
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Speedy Sprayer 


The 
paint-it-yourself 
sprayer proved best 
by 34-year test! 


ADVERTISED 












BROWN corp. 








WHAT’S NEW 


® For more information 
on these products and 
services use free post 
card on page 137. 





Standard size scouring pads fit 
into holder made of special plastic 
foam. It is soft and pliant and 


long-wearing. Holder absorbs 


the most 


SALEABLE. 


medium size 
vise on the 
market 





Priced to sell—and a value your customers 
will recognize on sight! It’s the ideal vise 
for home workshops, medium size vise. 





CHECK THESE “SELL” FEATURES 





Knurled, heat-treated gripping plates easily 
removable. 


Swivel base — positive locking mechanism. 


Fitted with removable pipe jaws, anvil with 
hone for shaping, and steel cut off tool. 


® Top and base in durable Kam Hammer finish. 


These general utility vises are available 
with jaw widths of from 3 to 5 inches; jaw 
openings from 31/2 to 52 inches. Write for 
complete discount schedules and specifica- 


tions. 
Sold everywhere only through wholesalers 
and distributors. 





American Scale and Vise Co. 


2745 Southwest Bivd. Kansas City 8, Mo. 


One of our mony foctory representatives is neor te serve your needs 





160 


water instantly, rinses out without 
soap waste, and leaves no discolor- 
ation on dish or sink. Spun-G re- 
tails for 29¢ with scouring pad in- 
cluded Comes individually two- 
color carded. (‘orcoran Mfg. ('o. 
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Putty Knife 
Putty knife for the home crafts- 
vourselfer lists for 
the P 103-114, the 
available with either a 
flexible blade. Handle and 


| , , 
> are permanentis welded into 


andie and the 

in. blade are 

steel guard. 

Shipping ° lb 9 oz. Cost 

o the dealer is $2.00 per doz. Red 
Devil Too 

For more data circle No 

Key Machine 


‘ arrving ase tor 


> On postcard, p 


operating the ma 


xv LOxlO 


ror more data circle 
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Marine Lacquer Spray 

For refinishing or touching-up 
outboard motors and marine equip- 
ment, Self Spray Marine Lacquer 
is applied by pressing trigger, and 
spraying the quick-drying aerosol 
lacquer. Resistant to gasoline, oil 
and salt water, lacquer is available 
in black, aluminum, 
Johnson blue, 


white. dull 
Evinrude 


green, 



































= Tash 
> 

a 

see 


ri 


Piast" 


ga’ 







sear 3? 


mariné | 
lacquely, 


1. ov" sy 
ARO moror © ~ 


marine © 








‘Aap moror ©" 
& % : tos 
. 6 omson oR 
* 126 sowwson GRD 


“o, a 
reg ee _— i sen ae ; 


nanan 










— 
—— 


Mere iry 


green, Champion blue, 


green, Scott-Atwater 


fire red, and 


Scott-Atwater gold. Electrical sys- 


tems can be waterproofed with 


clear acrvyli Spray. The 12-o0z. aero- 


sol can retails for $1.69. Plasti- 
Kote, Ine. 
For more data circle No. 57 on posicard, p. 137 





NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Perforated Steel Baskets 


New line of NestTier perforated 


+o 3 
SLAif) | i ie ~ 


teel baskets combines the 
standard 


with the 


strength and rigidity of 
sheet stee!] Nes Ti r Dox 
’ 

Cieahnin’ 


draining and eas\ 


features of the basket. Of all-weld- 














HARDWARE AGE. 


APRIL 28, 1955 


ed, die-made construction, baskets 
are available in five different sizes 
ranging from 12 to 36 in. in length, 
in a variety of perforation sizes. 
Units can be supplied in various 


types of stainless steel as well as 
in aluminum or rolled steel 
Baskets tier in rigid stacks, with 
contents of each unit fully visible 
and accessible through double hop- 
per ends. Empty baskets nest for 
Wm. Doepke Mfg. 


cold 


storage. Chas. 
Co., Ine. 
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House Number-Plate 
Starlite Number Plate has baked 
enamel finish on aluminum which 
will not rust, corrode or stain any 
Available in maroon, 
green, blue and _ black, 
5x19. in. with a patented arrange- 
ment of holes to take up to five 


surface. 
plate is 


numbers. House numbers of 


molded fluorescent plastic absorb 


light and glow in the dark. Num- 
bers are 3 in. high and visible at 


approximately 50 ft. All screws 


1955 model 


No. 700 


ELECTRIC 





















NEW 
No. 70 


ELECTRIC 
LAWN TRIMMER 

















LAWN TRIMMER 


$29.95 retail 














$19.95 retail \ 





Here’s a trimmer at a vo! 


ume price that you can sell 






with confidence because it 











This display 
‘ | FREE. Order 
i blank with 
each trimmer. 





cord hou: ed inside 





tube handle. 





hard rubber 

















will do the job. Custom built 














1/15 h.p. motor (9,000 



















RPM). Foot operated on-off 





‘ 


switch. Rolls easily on large, 





% * 


hardwood roller. Light and - 






extremely easy to use. 


Made by the makers 
Everyone knows 


Luatlily 7, 
















7 


{ 


\ r tite. Auxiliary 





; 


hancle grip. 


~ 


16] 














Even better than the 1954 
model which is making thou- 
sands of users happy. Custom- 
built, 1/10 h.p. motor (9,000 
RPM)— Safety switch stops 
motor when released. Motor 
aluminum 
Extension cord 


holder Rolls easily or 


wheels. 


Motor has ball bear- 


ing on shaft end oiled 








sure sensitive tapes to price mark sired dimensions and to crim 
merchandise, identify shelving, sheets. The crimper machine 
routing merchandise and for spe- lustrated. The Kord-Mar ¢ 
cial instructions. It can be mount- For more data circle No. 61 on postcard, p. 
ed on the wall or table. The dis- ‘ | 
penser Can handle wide or narrow Two Display Gondo as 


rolls of cellophane or paper. Ruby A fishing tackle gondola and a 
Products Co. lity 00] gondola have been 
are stainless steel. Plate retails For more data circle No. 60 on posteard, p. 137 added to this fixture manufactur- 
fol $2.95. numbers for Z20¢, im | id- 

ing fastenings. Hardware & Home Waste Carton Salvage 

Produet 


For more data circle No 


Hardware wholesalers who want 
59 on postcard, p. 137 to salvage waste shipping cartons 
to cut wrapping and packing costs 
> 
Dispenser for Tape 
This multiple tape dispenser can 
be used in retail stores and whole- 


sale warehouses for handling pres- 


er’s line. Shelves and hangers are 

adjustable to handle many sizes of 

merchandise. The units have been 

engineered for a maximum amount 

of merchandise in a minimum of 

will be interested in these two ma- space. M & D Display Mfg. Corp. 
chines: one to flatten original car- For more data circle No. 62 on posteard, p. 137 


tons, the other to cut sheets to de- (Resume reading on page 13) 


> Lanterns SELL FASTER! 


METAL W 
— 





ALWAYS FIRST with the newest improvements in performance and GAN 
service. , Ahab 
WIDEST SELECTION of types and models. a il 
PRICED for popular demand, to insure | 


steady year ‘round turnover. 


TRAVEL-LITE 


No. 960—Red Top Flasher— 
Powertul Spotlight — or 
BOTH at same 

time Pivot Base. $6.50 


“Tilt-Beam"™ 
FLASHERLITE 


No. 740—with tilting Sealed 
Beam Spotlight that pivots up 
and down in wide arc—stays 
put at desired angle. Red Top 


o—: - Flasher — both lights operate 
Tilt-Beam" SPORT-LITE 


single or together. 
No. 730— Same as No. 740 $8.95 
Flasherlite, but with bright 
flood light in place of Red 


TWIN-LITE Flasher. Best all-around Sports WRITE TODAY for 


, iP : Lantern. With SEALED 
No. 872—Twin Switches— 


light either bulb or both at BEAM!! $7.50 Latest Catalog 


same time. Exclusive Pivot 


or pua'sracee = THE METAL WARE CORP. 
$4.95 = cricaGo—Merchandise Mart NEW YORK—200 Fifth Ave. 
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———z New Fast-Selling 


We’re telling most everyone =) ri > 


it mends most anything! 
200 


Tripod Power Drive 
with 
yoins UKE RON SPEED CHUCH 


makers. \dealforhom™ 6. me 
and office. In % 02-° 












e furniture 


oh _ sizes. 














Light Weight... 


McCORMICK IRON GLUE = '*!7 viv set Up... 


THE GLUE WITH MORE STICKING POWER—SELLING POWER! 
Featured in year-round advertising in 
i] F E POPULAR POPULAR 
MECHANICS SCIENCE 
Make this pre-selling ad campaign work for you ; 
Stock both regular *4-0z. and 2!5-0z. economy size. Folding 


McCORMICK & CO., INC. Baltimore 2, Maryland 





STORAGE EQUIPMENT 
THAT HELPS YOU SELL 









Power forany hand pipe tools 
—%"’ to 2°’ pipe or conduit, 
V4"’ to 2°” bolts; geared tools 
to 12°”. 


Leg Spacing and Too! Tre 
J : 
assure solid rigidity, greater strength No front 


leg to obstruct swing of die stock handles 


rail tad , , 
Py Fast uSsY Chuckina 
é “a 


|" = ate eee” 


















new principle — guaranteed to grip tight both for- 





Are you combining storage 


, ward and reverse, won't slip, even with geared 
with display at point of sale 






Sor fast low-cost turnover? a 3-jaw centering device turns with pipe, 
F-G-M offers you ofindtian conduit or rod . Extra-powerful motor, larger 

display-storage, including all- brushes, longer commutator 

steel shelving, revolving stor- 

age, display stands, nail bins Order today get ready to demonstrate and 

and front counter sections. sell the new 200 and make money fast! 
Write for Folder 320, 

describing F-G-M fervotve THE RIDGE TOOL COMPANY «+ ELYRIA, OHIO, U.S.A. 








storage equipment. The Frick- 
Gallagher Mfg. Co., 102 So. 
Michigan Ave., Welliston, Ohio. 


iolvec- DISPLAY-STORAGE 


PLANNED FOR PROFIT! 
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7O HELP YOU SELL * 4: ; Plastic Packaging = 


Formed plastic package, Call 
i . | Vista-Pak, is used for packaging 
New Displays and Other Se an | plumbing household _ specialties, 
Dealer Sales Heips —— Deceit: deaenk Meine > tein 
mixers, faucet washers, sink plug 





Strainers, aerators, hose nOoZZies, 


sae 


(Continued from page 13) 
7 . " " , ; } 
toilet bolt bath and “basin 


ide is offered Tree with stoppers, snower C€ irtain pins, and 


initial order of 3 rolls of cloth. Also , toilet seat bumper sets. Designed 


‘ ‘ 4 : 4 . £ a . : . P Dey I + oo7+4 
available are iree now-to-do-ll 1] To! self service, \ ista-l aK PFrOLeCLs 


‘¢ : 
avy h¢ TION folders for WV, ; products from airt ()) damage, 
, ; ' ' ’ | . 
Products, Ine. while leaving them complete!) 
> 


For more data circle No. 63 on postcard 137 { “— : = - , 
; visipie Fach Pak is attached to a 


> & 


PRANKLIN £2 Tach 
FITS-ALL Qepadenrconwesd 


FAUCET HANDLES 


BIGGER PROFITS 
—_— cee. eae | one 


epg PRE mee, lation. 
it “=, they can 
SELL the NEW  \ lar wire 


Mi rey aS Riubhe j 


sensationally priced / Saendei dite wa teens 
Fishing Tackle Catalog 


1955 fishing tackle features seven 
res, three new reels and 

number of rods. Highlights of the 

book are a full page of unusual 


} 


creole re ipes ror cooking eight () 


> 


the United States’ most popular 
sport fish and a full section giving 
illustrations, world records and hab- 


its of 72 game fish. In the February 


A T T t Cc f A Fe “ - | F 17, 1955 issue of HA, page 216, if 


. ’ 
CERTIFIED RATING lat this CALAIOg COS 
s incorrect. There is no 
Never before an attic fan so high in quality, so low eee charge ti dealers. James Hed- 
in cost! The Conso Windmaster positively has no com- } . 
‘ ‘ a ‘ fis ~ ‘ ‘iris 

petition in its tie d when it comes to price gvuor- 
ontees fast turnover, quick profits for any dealer For more data circle No. 65 on postcard, p 


Backed by Consolidated’s 10-year guarantee, manu CHECK THESE IMPORTANT ‘ 
facturers’ warranties, and an A & M Certified Rating CONSO WINDMASTER FEATURES: Chain Catalog 


36° fon is rated at 10,096 CFM other sizes in @ Compact and easy to install, either Now If.nace ¢' 

proportion Designed to comply with FHA loan vertically or horizontally @ G.E — a. ee ss 

requirements. Wire or write today for complete infor- motor with thermal overload cut-off 

mation about the money-making Conso Windmaster. © $K.F. Neoprene-mounted sealed- ated iten iT] ; the act 
for-life bearing © Quiet, counter-bal- 

TEN “YEAR G VARANTE E anced eg tits blades @ 100% 

Manufacturers’ agents: Choice territories ovailable welded construction throughout ® 

for reliable agents with followings. Write immediately Vibration-proof rubber-padded frame 

for information on the fastest-selling line in the mount © Automatic spring-hinged 

country belt tensioner 


Line of chain and re- 


streneg 


CONSOLIDATED GENERAL PRODUCTS, INC. BIR 


on met 


2401 Nicholson P. ©. Box 7425 Houston, Texas 


chain 
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BETTER STORE : 
FIXTURES Sells More Pliers ! 


FOR LESS 











2 panireoes ene v r. 7 
¥ i. _. ‘Ag, * , . $ 
_ By ‘ | oS . ; 4 2 ) We 
| TUAW) aM at 


Ut PHT 


att Hy Aa 


ese | Brand 
id! ‘i NNN AG New 









~ 





INTERCHANGEABLE — ADJUSTABLE 
“PEG PANEL” BACKS 
Write for catalog No. AH TODAY 


W. C. HELLER & CO. 
MONTPELIER, OHIO 


~ 











BULL (7 DOG 
(elle HoustHOLD HARDWARE 


sine 1872 

















VACO 


PRODUCTS CO 
31, ’ -?* ¥ a. ; 


r 













COUPON 
mt} 
details 


+ YEAR IN AND YEAR Out / 


E.H. TATE CO., 251 Causeway St., Boston, Mass. 
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TO HELP YOU SELL 





scribed are sash chain and attach- 
ments, single and double jack chain, 
safety link chain. 


furnace 


cnain. plumbers’ 


navy link chain, chain, 


register chain, ball chain and ac- 
cessories, universal chain and “S’’ 
Special item featured is the 
Quick Pull-Out bag package. Joh 
VM. Russe Div., Risdon Mf a. (0. 


For more data circle No. 66 on postcard, p. 137 


nook 


Fan Merchandising Kit 


Merchandising kit for 1955 elec- 
tric fan line consists of three dis- 
play pieces, all printed in 


These include 24 in. 


color. 
Sultan out- 


WVIn 


cut figure, a 20 x 9 in. easel-backed 
sign and a large Minaret display 


> > > 


lat can be extended toa height of 


i ith. 


AY rien Industries, Inc. 


For more data circle No. 67 on postcard, p. 137 


Toilet Tank Adapter 


New toilet flush tank adapter 
comes mounted on individual cards 
Unit 
noises and leakage from corrosion. 
Water Watchman Co. 


for self-service. stops toilet 


For more data circle Ne. 68 on pestcard, p. 173 


hfe es Fis" Tawa Anant 


Ya ' 


Concrete Drill Sales Aid 


Concrete drills now come mounted 
on 2 x 6™ in. cards which can be 


a 


hung on regular peg board or placed 


in open bins. Information regarding 


drills are on front side of card and 
instructions on the reverse side 
Drills from 3/16 to % in. may be 
had by specifying, “carded.” Cards 
are avallable at no extra charge. II- 
lustrated is drill with ‘% in. di- 
ameter and ‘4 in. shank. Rocke’ 
Concrete Drill Co. 


For more data circle No. 69 on postcard, p. 137 


Permanent Tool Assembly 

New chemical welding material, 
called Permabond, makes it possi- 
ble to permanently bind together 
the head and handle of a hand tool. 
It eliminates the use of wedges, 
preventing handle splitting. Com- 
pletely seals end of handle in tool 
head; handle cannot absorb mois- 
ture which causes looseness. The 
new material is now being used as 
a standard assembly in all Plumb 
hand tools. Fayette R. Plumb, Inc. 


For more data circle No. 70 on postcard, p. 137 


Sheave and Track Folder 
New four-page, two-color folder 
is available on company’s sheave 
and track line for sliding doors, 
partitions, walls, and store fixture 
applications. Metal, rubber and 
nylon wheel sheaves can be ordered 
in three sizes for various weight 
doors; visual selection is simplified 


by means of comparison charts. 


8 moset 


Cross-Sectional 
and planned details of all hardware 
material and 


(,rant Paull ii oO 


line, as well as 
breakdown 
Hardware { OTP. 


For more data citcle No. 71 on postcard, p. 137 


Toilet Seat Folder 

Color samples matching each of 
10 colors available in Puritan 600 
toilet seat are included in 4-page 
Folder 


toilet 


folder recentl\ Dp iblished. 


# , s 
describes and illustrates 
seat features. 


P) oducts. Ine. 


For more data circle No. 72 on postcard, p 


Power Tool Display 


Four - colored, easily - assembled 
pole display kit for home workshop 
tools is offered free to dealers who 
buy $100 worth of Mall portable 


power tools. Designed to accommo- 


date seven or more tools, the kit is 

34% in. wide, 15%. in. deep and 42 

in. high. It can be used as a floor or 
Mall Tool Co. 


For more data circle No. 73 on postcard, p. 137 


counter display. 


Motor Buying Catalog 


Containing 28 pages of buying 


information on a-c motors, catalog 
GEC-1026 presents complete buy- 
ing information on standard a-c 
fractional and integral horsepower 
motors. Included are general and 


definite purpose fractional horse- 
power motors and fhp gear motors. 
Special section on the selection of 
integral horsepower motors covers 
horsepower requirements,  enclo- 
sures, starting current limitations, 
speeds, motor types, and selection 
of fuses and circuit breakers. In- 
formation on all motors includes 


book 


weights, 


photos, ratings, prices, di- 


mensions, frame num- 


bers, and standard modifications. 
General Electric Co. 
For more data circle No. 74 on postcard, p. 137 


(Resume reading on page 14) 
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More profit on 


HOUSEWARES 


with these 
high-quality 
fast-selling 


1G _ BRUSHES 


{he 
a 


Put this good-looking dis- 
play of quality household 
brushes in a good traffic 
spot and watch your brush 
sales climb. Profits, too 
—not just 3314%, but 
a full 3744%—for you. 


colorful merchandise .. . 
appeaciingly displayed 


Kellogg @ Brushes 


famous name... famous brand 


KELLOGG BRUSH MFG. CO. 
Westfield, Mass. 


all N ew/ N 
Maynard mixers with 


Lille, 


BLADES GEARS and BEARINGS 


Magic NYLON is tough, exceedingly 
durable — is resistant to wear and 
corrosion — withstands heat up to 300 degrees! ! 
This means that Maynard NYLON 
Mixers are immune to wear and tear of 
nS hot water and strong detergents. it 
means many extra years of 
trouble-free service. 


NEW! “WHIRL-WHIP” Design! 


New, scientifically designed blades mix 
, , and blend more thoroughly — with greater speed 
whet York City YJ and less effort. The conventional ‘whirl’, 
4, OF Ge d Design supplemented by the ‘‘whipping’’ motion of 
a the new blades, results in multipie- 
mixing action. A single egg or a full 
bow! of batter mixes easily with- 
out splattering. 


BE THE FIRST TO CASH IN ON / 7) 
THESE SENSATIONAL NEW MIXERSE: 


Ask your jobber or write for detailg: 2 
Pe ey 


maynard 


the Museum of 


Modern Art 


“ck 
- 
1444 EAST COLORADO BLVD. 


GLENDALE 5. CALIFORNIA MFG CO 


e 
¥ 
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& Everything about this stunning new 
Continental Ware appeals instantly to the 
woman who loves quality...its smart marbled 
black with white inside . . . its quality feel— 
extra heavy gauge steel base... its modern 
styling ... its comfort-grip Bakelite handles 
and knobs, oven-proved ... For indoor or 
outdoor cooking, serving, storing — cooks 
fast on low heat, nothing easier to clean. To 
display it is to sell it— at a real profit! Write 
for data and prices today! 


The Belmont Company 


100 Belmont Street * New Philadelphia, Ohio 
(Division of The Ridge Tool Co.) 





Read it in HARDWARE 


sxxxxxx WEWS OF 
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Richards & Conover, Kansas City Wholesaler, mews wre ; a in with Stratton & Ter- 
; . ppoints J. H. Sanders ) , and continues his re; 
Elects Kuehlke Chairman, Swayer President ular duties as sales prom: 


Stratton & Terstegge Co.. 
Richards & Conover Hard- elected executive vice-presi- Louisville, Ky., wholesaler, 
ware Co.. wholesaler of Kan- dent. He will continue to has changed policy on 
sas City, has announced the manage the company’s Okla- sales management of 
following changes in their homa City branch, but will mingham, Ala., branc 
management take a more active part in W. H. Tersteeg: 
Herman H. Kuehlke has the overall management of 
been elevated to the position firm. 
of chairman of the board Mr. O’Neil joined the com- 
Mr. Kuehlke has been with pany in 1933. He has served 


, president, 
has appointed J. H. Sanders 
as southern sales manager to 
handle this part of the branch 
operation out of Louisville. 
Birmingham branch salesmen 
formerly were supervised by 


Rich-Con since 1912 He as salesman and sales man- 
served for many years as 
head of the Heavy Hardware 
Div. and was elected vice 
president in 1949. 
Following the death of J 4 Be ' | ; 
 Woodmansce in 1952. Mr. “a Z Mr. sanders 18 a <0-Vyea) J. H. SANDERS 
Kuehlke became president, . 


and has held that office until | | + DEALER BRIEFS: 


the present time. 


the southern sales manave! 
and branch manager in Bir- 


mingham. 





Samuel L. Sawyer has been 


elected president. Mr. Saw- ee © Ongrassia Ace Hardware, Rockford, IIL, 


yer joined Rich-Con in 1949 a ° . : 
as treasurer. He is the great- | ae ia To Open Third Store; Will Be Self-Service 
grandson of J. F. Richards | Mae od 

who founded the company in ) | Rockford, Ii/.—Addition of service, of hardware and 
1857. He is the sixth presi- ; a third store is being planned housewar: ite Parking 
dent of the firm and the SAMUEL L. SAWYER by Joseph Ingrassia, presi- for more then 1400 cars, 
fourth member of the Rich- dent of Ingrassia Ace Hard- canopied sidewalks, evening 
ards family to hold this posi- | 

tion 


ager at Oklahoma City. and Ware. The new store will shopping hours, and wide 
in 1950 was elected vice-pres- have almost ;V00O sq. 1 fr selection will highiignt 

James E. O'Neil has been (Continued on page 174 lisplay, 4d nea 4101 store to be located at Charle 
St. and Rockford Ave. in the 
Rockf rad Place Shopping 


Hardware Wholesalers, Inc., Plans Third Expansion 


onn. Cans 
Hardware Store on 
Street is observing 
inniversary 
expansion prog 
of the old stor hi peen 
doubled, an .e additional! 
room will be used to provide 
more merchan » and be 


ry } 


Springfield, 
Hardware Co. has 
complete stock of merchan- 
dise, furniture and fixtures 


to Black and Co.. 


combine the retal 


- * p+) . 4 : + 
Hardware Wholesalers, Inc., dealer-owned wholesaler of Fort Wayne, Ind., has plans Se ee 
for its third expansion since |948 in the blueprint stage. The addition is contemplated ee ix nut WI 
for 1956 Ihe nine dealer directors of the frm are left to right, back row Aldon rot a Theodor J 
Roussel, Fort Wayne: Harold Main, East Chicago, Ind.: Raw! Ransom, Frankfort, Ind ‘rankiin will operate { 
Eugene Smith, Ada, O and Forest Steinman. Front row are Harry Isch, Bluffton, Ind Sehiit Sup ny Co. wholesale 
Lloyd Kauszler, Three Rivers, Mich.: Pawson Baily, Adrian, Mich.: and Lorie Powell, hardware business in their 


Plymouth, Ind Continued on page 178 
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larine lights and marin . ° 
nebo ieoeedaens acme Thy ocala Charles Librett, Inc., Receives Dealer 


The Wilcox. (‘rittenden 


North & Judd Mfe. Co. plants at Middletown, Cann,  AWard at Brand Names Foundation Dinner 


New Britain, Conn., has put will continue to operate un- With a fanfa f trumpet rand ame merchants 
chased the major asse in- der the name of Wilcox, yjnging thr h the grand | ghout the country 
iding the entire plant, Crittenden Division, North },. 
equipment and name of Wil- & Judd Mfg. C : 


‘)i : | 
. Astoria Hotel, Irving Librett 
cox, Crittenden and Co.. Ine Phelps 


raparry) 


and certificate of 


winners with thei: 


, 


Ingersoll, president e 24 categorie 

. . < = ~< . 
oT W ilcox. ( rittenden since ‘ ac 7 t hie ry ri 76 D aque , | id 
7. . . , ALLS »? Vii yi Vi pee ‘) i I ‘ ii? ’. leit 
avy and shelf hardware, 1939 will continue in charge 


~~ 


: stepped forw ard OT) the stage 
akers of boat equipment, ' 


been we) 
Mavor Robert F 


, 


awarded to Charles Librett, 
nc., of New Rochelle, N. } 
Store Modernization Among Topics Covered + dware store B 


At Ohio Association’s Management School 


The Ohio Hardware As- from 9:00 to 5:00 each dav 
ociation in conjunction with and | 
the Oho Distributive Edu- Ohio Student Union Building 


rand 


eld n ne rhe 
Rick be 

cation Department of Ohio Instructors from Ohio State f Worthingtor 
State University held its University, the hardware one cacti Minin 
Sixth Annual Hardware industry, and Associs 
Management School at Col- staff 
imbus, in March. 

Thirty-four wnel and ness. 
managers of hardware stores A 
throughout Ohio attended the 


‘ 


Sinton 
members discus 


phases of the hai iware 


few of the subject 

covered were: Pricing 

one-week Schoo! rrance. Ac 
The School sessions 


, : \ ' ‘< ’ 
- ; I V« Z ' . . ;e* ie Vu 
‘c) Bani rc " 
: | “we 


is ‘ 


, " ' lebrié inl _ ition add 
(Continued on page 17% as pegs + 


if onttinued on page 


Brand Names Foundation winners accept their citations, left ( leveland rq are lustin Barron. secretary -treasurer, 
to right Irving Librett, vice president, Charles Librett, Im Sinton Supply and james Baldwin, manager \. R heckdol 
Hardy Rickbeil, Rickbeil Hardware; Bliss S level Hardware & Sporting Goods 
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News of the Trade 


Ten Subjects Discussed at Michigan Assn’s 
Fifth Annual Hardware Sales Study Course 


What the Customer Ex- 
pects of a Salesman was one 
of the topics discussed at the 
Fifth Annua! 
Sales Study spon- 
the Michigan 
tail Hardware Association. 

The course was held at the 
University of Michigan, Ann 
Arbor, Jan. 20-21 

More than representa- 
tives of hardware 
participated in the program 
which included the following 
talks: 

What 
pect of 
Wilhelm, 
keting. 
gan 

Display 
Hand 


sale 


Hardware 
(our ~e? 


sored by te- 


64) 


retaliers 


the Customer FE; 
a Salesman. Ross 
instructor in 


University of 


mar- 
Michi- 


and Selling of 
Tools, Don Molchan, 
representative, Stanley 
Too! Co... Detroit. 

What the Customer Should 
Know About Power Tools, V. 
C. Giffen, district 
Millers Falls Co., 

Tackle 


manaver. 
Cleveland. 
That Sale With 
Enthusiasm, Wally Weber. 
asst. football coach, Univer- 
sity of Michigan 

Paint 


s0ries, 


and Paint Acces- 
B M Hanson, Lowe 
Brothers Co., Dayton, O. 
Galvanized Ware, E. T 
McNulty, Wheeling Corru- 
gating Co., Wheeling, W. Va. 
Report of Shopping 
vey, University personnel. 
The Meaning of the Labe!l 
of Underwriters 
Inc., 
utive 
writers 
Chicago 
Meeting Price Objection, 
William J Watkins and 
Samuel Anderson, University 


of Michigan. 


Sur- 


Laborator- 
Norman H. Davis, 
engineer, Under- 
Inc.. 


1eS, 
exe 


Laboratories. 


eee 


7 


i a 


4 , 4 
| 7 j eo | 
\ 


Attendants at the Michigan Association's Sales Study Course. 


170 


Heller Bros. Names 
Director of Sales 
| oe 


appointed 


Thomas has 
director of 
for the Heller 


Newcomerstown. 


been 
sales 
srothers C 
O.. 
manufacturer. 
Mr. Thomas started 
Heller Brothers in the 


with 
St. 


A. M. THOMAS 


Louis territory and was made 
Chicago district manager in 
1951. He succeeds 


M. Rich at his new 


Lawrence 
post : 


Chicopee Mills Names 
Field Sales Manager 


The Lumite 
‘ hicopee Mills, 
pointed P. R. Petrequin to 
field for Chi- 
copee frameless screens. 

Mr. 
position 
torial 
mite 


Division of 
Inc., has ap- 
sales manager 
Petrequin’s previous 
was that of terri- 
representative for Lu- 
Saran and Chicopee 
Fiberglas screen cloth in the 
East North-Central states. 
A. J. Allen has been named 
sales representative for Lu- 


mite Saran and 
Fiberglas cloth and 
Chicopee frameless screens 


rs “dies 


( nicopee 


screen 


P. R. PETREQUIN 


Mr. Allen will cove 
Ohio, Michigan, 
and Tennessee. 
Neal Erdman 
appointed 
tive for 
Chicopee 


Indiana, 
Kentucky 
has been 
sales 
Lumite Saran 
Fiberglias screen 
cloth, and Chicopee frameless 
Mr. Erdman wil 
travel Ohio, West Virginia, 
Northwestern New York and 
Western Pennsylvania 


representa- 


and 


screens. 


Franklin Hardware 

Holds Dealer Meetings 
Franklin 

Supply 


Hardware and 
dealer-owned 
wholesale company of Phila 
delphia, just completed a 
series of ten group meetings 


_o.. 


among its member-dealers in 
the following locations: 
Pa.; Pottsville, 
Pa.; Scranton, Pa.; Newark, 
N. J.; Norristown, 
Trenton, N. J.; Millv 
N. J.; Milford, Del.; Cs 
den, N. J.; Wilmington, Del! 
The program included a 
presentation of the Stanley 
cabinet hardware line by 
Harvey A. Clark of that 


Allentown, 





presentation ol! 
the Carborundum Company s 
line by Frank Krahling of 
that company and an educa- 
tional film, titled “Two Fo 
The Money,” supplied by the 
Remington Arms Co. The 
film deals with the operation 


of 


companys . a 


a retail hardware store 
Franklin Hardware 
sented an outline of 
merchandising and 
practices to aid retailers off- 
set discount 
tion and a detailed account 
of the IRHA Budget Plan 
Door prizes were awarded 
and refreshments served to 
the than people 


who attended. 


pDre- 
rood 
Saic> 


house competi- 


more UYU 


Central States Club 
To Hold Dinner Party 


States Hardware 
Club will hold its Spring Din 
Party May %, in the 
Grand the La 


Central! 


ner 

Ballroom of 
Hotel. 
M. 
director of public re 
lations, Standard Oil Co., 
will give titled, 
“What Know 
Might discus- 


sion 


Salle Chicago. 
4 , + r) . 
James Patterson, as 


sistant 


a talk 
They Don't 
Hurt You,” a 
of how public re- 
lations can friends 
companies or individuals. 


good 


win 


for 
LOT 


. 


Rawiplug Names Wilson 
District Sales Manager 


The Rawlplug Co., 
York, manufacturers of 
sonry anchors and drills, has 
appointed Jack Wilson as 
district sales manager oper- 
ating out of the Dallas office. 

Mr. Wilson’s territory in- 
cludes Northern Texas, Ok- 
lahoma, and Northern Louls- 
lana. 


New 
ma- 
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WINNER 


»- IN SALES...IN PERFORMANCE! 


TURNER 


LIQUEFIED PETROLEUM 


CAMP STOVE 


handle lock control 
TACKLE BOX 


Your sales will be stronger than ever when you 


push the My Buddy Handle Lock Control Tack! 

Box. It's the tackle box that locks itself ae World's Lorges? WITH DISPOSABLE FUEL TANK 
geor cannot spill or tumble ovt. The Maputacturet 

Use the My Buddy Tackle Box as the key to . 

more sales, wider profits. Write, wire or phone Tache Se 


for Spring delivery right now. Mingow Buckets 


FALLS CITY DIVISION 
STRATTON & TERSTEGGE CO., INC., 
P. O. BOX 1859, LOUISVILLE, KY. 











RECOGNIZED QUALITY! 





The natural appeal! of 
the Fisherman’s Pal, the 
accepted quality stand- | 
ords set by over half a INCLUDING 
century of experience , & : FANE 

represents a combination 
that insures customer 





This new Camp Stove has everything: eye-catching 
appearance, efficient operation, light weight and 

Ys s compact size for easy carrying and convenient stor- 
A Ly | age, the appeal of being genuinely different from 
4 y | anything else on the market, year-around usefulness 
indoors and outdoors, amazing value at an unbeliev- 
able low price! Remember, too, the disposable tanks 
mean steady repeat business for you are a 
continuing source of extra sales and profits. Stock 
and display this Turner LP Camp Stove now. Promote 
it to your customers as a practical necessity for 
camping, fishing, hunting, picnics, beach parties, 
Winter sports, standby emergency use...as a 
wonderful gift item for any occasion, any time! 


FISHERMAN’S PAL No. 208 
$4.95 
The Fisherman's Pal will be seen 


Schrade-Walden Cutlery Corp. THE TURNER BRASS WORKS 


1776 Broadway, N.Y. 19. N. Y. [ steamons iy seecevnoerse | 
.*.. 


Sine e771 
Div. of imperial Knife Assoc. Cos 
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He has HIS Hideout... 
She has HER Hideout... 
YOU have an EXTRA SALE! 





Hideout - Removable 
Soap Tray ond 
Tumbler Hoider 

No. 3006 


Recessed shell is deep 
drown bross, door is heovy 
gouge stainiess steel. Exterior 
polished chrome; Interior satin 
chrome. Full length piano type 
hinge; silent, bullet type door 
catch with finger tip puil. 


Instead of Corie es {wo Crote 


Hideouts tor every bathroom! Mr. 


and Virs. both have a hideout for 


individual toilet articles oe © an idea that Ss 
Sure to appeal see and you ve create d 
an extra sale! Hideout will conceal s0aDp, 


tumbler and four toothbrushes 


thie bathroom loot required, ana with 


ntyv of room ' Soap tray 1s not rowae d 


, 7 . 
under LumDie! but 1S conveniently 


, a 
4 ated on recessed sie if. lLlome OW he»°rs 


Hideout 


ATC heading for (rot 


' 
features: 


Ask about Grote’s Acces- 
sory Display Panel. This 
attractive exhibit aids 
customer shopping ond 
selection. Panel boord is 
free with the pvurchose 
of those occessories 
displayed! 


The Grote Hideout and 
Occessories ind " st res 


everywhere Write toc 


GROTE manuracrurine co., wwe 


BELLEVUE, KENTUCKY, Opposite Cincinnati 


News of the Trade— 


Product Analysis and Estimating To Be 
Covered At Texas Builders Hardware Inst. 


The Texas Hard- 
designed to 
Ain all personne! connect i 
with the 
business, 
22-26, 


Builder s 
ware Institute. 


? 


builders hardware 
will be held Aug 
at the University of 
Houston, Houston, Tex. 

The Institute is sponsored 
by the Texas Builders Hard- 
ware Club in collaboration 
with the American Society of 
Architectural Hardware Con- 
sultants and the Nationa! 
Builders Hardware Associa- 
tion. 

The first day will be de- 
voted to Analysis of Prod- 
ucts, a discussion of compar- 
ative values and applicability 
of various products to spe- 
cific uses. Catalog numbers of 
leading manufacturers. will 
be compared. 

F'stimating, scheduling, de- 
tailing and ordering, with il- 
lustrations by full 
tric 


Size eilec- 
slides will be 
taken up on the second day 

The third day will 
instructions on specification 
writing. On the fourth and 
fifth days students will be 
lectured on 


projector 


COoOVeT 


and 
quoting on specific, identical 
plans. Selection of hardware 
from various manufacturers, 
as well as pricing to the ad- 
vantage of both the architect 
and owner will be stressed 

The evening of the last 
day, Friday, Aug. 26, will be 
riven over to a cocktail party 
and banquet, when 
cates will be awarded to 
those who qualify. 


estimating 


certifi- 


Registrants are requested 
to bring with them 
and price books 
the lines with which thev 
familiar. These 
: 


incl ide esnecially locks. 


Catalor 


coverin ’ 
most 


and miscellaneous items 

Registration fee for the 
school is This in- 
cludes the cocktail party and 
dinner. 


S40 00 


Art Wire & Stamping 
Elects Johnson President 


Election of Nils Johnson 
as president of Art Wire & 
Stamping Co., Newark, N. J 
has been 
company 
complete 
tackle. 

Mr. Johnson 
the presidency left vacant 
the death last December 


Peter FE. Wiberg. founde: 


announced 
manufactures 
line of 


termini: 


succeeds 


HARDWARE AGF. 


Mr. Johnson 

was executive vice-president. 
Mr. Johnson joined Art 
Wire in 1940 as production 


+inig ry) ‘ . 
tne company. 


NILS JOHNSON 


Previously, he had 
with the 
Arcturus Radio Corp. as pro- 


mMmanaver. 
been associated 
( if lon Manaver. 


Lambert, Inc., Transfers 
Offices to Dayton, O. 


Lambert, Inc., manufac- 
of Lawnsweepers, has 
transfered its general of- 
from Ansonia, O., to 
915-531 Hunter Ave., Dayton 
4, Ohio. 

This 
presents added factory facil- 
ities for Lambert, although 
activities of the 
Lawnsweeper Division will be 
confined to the 
plant 

Also announced 1s the 
election of Barton M. Wilgus 
as vice-president of Lambert 

Mr. Wi 
gineering department in 1945 


and late 


turers 


ices 


| 


new address also re- 


production 


Ansonia 


gus joined the en- 


served as purchas- 


dire Lol 


Bennett-Ireland Names 
Rice Sales Manager 
William N. Rice, 


Eastern division 


former 
sales 

ager at Bennett-lreland 
Norwich, N y 

named saies manage! 


. + 


‘epiace products 
He re places 
’ } +} 

lean who hi: nis 
position since 1931. Mr. Dean 
j retired for reasons of 
to be 
company 


and a 


Will continue 
associated with the 


as a vice-president 


Mr Rice has 
the Company since 


APRIL 28, 


1955 





News of the Trade 


ith 


74 = ’ P 
ivoo as 


associated 
Edge Too! in 

engineering consultant. 
Manbeck joined Mann 


Caine 


Mann Edge Tool Makes 
Executive Appointments — 


Amos G. Cole been Mr. 
named executive Vice-presl- ki dve Tool aS a bookkeeper in 
dent. Harold ~. Manbeck 19236 He was promoted to 


; 
ava " sifiont 7 ‘ ‘ t 
vice-presiden [f assistant 


has 


plant superinten- 


charge 0 
o the Board 


Kk. Wolt- 
any, treasul ; the Mann of 
| Co., Lewistown, 1942. He 


Rdg loo! 
P; 


dent and elected 
Directors as 


tnen 


sales, and Gri 
Secretar’ 

pecame 

a pet intendent, and advan 


Mr. Cole 
with he Standa: | 451 
Works pan! ri Mi W olgang 
Mann organization 


« 7 
intant 


+. ; , 
sec re aryv-L_LrTeas 


a cost acco 
made office manage! 
issumed the furthe 
of purchasing agent in 
and was elevated to 

of treasurer 


" 
+ hs , +o. 
iki YCal. 


Star Expansion Bolt 
Promotes H. J. Wilhelm 


H. J. 


, \ a. 
DrOmMmMO cE j 


nanager of 


ham, Pa ; 
1905. and 
man- 


the 


many « and 
with 


‘ ova> > 
avemef#»nii 


WILHELM 


/ 


HAROLD E. MANBECK 


New Officers Elected 
By Kentucky Assn. 


» 


GROVER E. WOLFGANG 
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For DOUBLE Sales Appeal . . . 
Give your customers this choice 


of Beautiful “TWINS” 





Twin Cabinets With 
Lorge Center Mirror (Unliahted 
TMC -2264 — Doors hinged at ovt- 
side cabinet 
™MC-.2264-V 


mirror 


edge 
Doors hinged at 
center 
Grote “Twin” Bathroom Cabinets with center mirror 
provide twice the storage space, three times the mirror surface 
of most cabinets. Distinctively hommered finish in light gray. All 


three mirrors are polished plate glass, each 16° x 24”, heid 
with non-slip mirror clips. 


| 
VOuUr Sales 


a* ; 
"ah . 
Dwin sl ii iit 


Opportunity to boost sales! } at t prichivir 


(Wice tiie 


7 
lually 


artiv-stvled to please more Customers, 
rte “Twins” are distributed by leading 
( vervwhere. Write toda it) complet 


job 
Corot 


’ : 
Calalog { jobbers. 








> Jee - Ss 4 nq Deor Cab ne? 
With Twin Mirror: 
L$-5600 Flu scen Side 


i ahted 


Ss 600 Un! ghted 


Grote “Twin” Bathroom Cabinets with sliding doors 
provide lasting beauty and viility. Two mirror doors slide 
op-n at your touch. Each 15° «x 20° top quality plate gloss, 
fromed in siainiess steel. inside are twin, full sized cabinets 


finished in gleaming white enamel. 


nels ore 


A ' Gre 0 D sfhrc 
rf the 


quality misfructed thr hs ma he 
a » c 
Good riovsekeepir . guaranty >ea! 


GROTE MANUFACTURING CO., INC. 


Bellevue, Kentucky, opposite Cincinnati 





MORE AND MORE DEALERS 
ARE FINDING OUT THAT 


1. DEPENDABLE QUALITY 
Z. GENEROUS MARKUPS 
3. REASONABLE RETAIL PRICES 
STRONG NATIONAL ADVERTISING 


Quality famous for over a century keeps 
customers coming back for other Tree 
Brand items. Add BOKER’S generous mark- 
ups, reasonable retail prices and strong 
SATURDAY EVENING POST ads and you 
have sure profits! Talk to your jobber today 
about Tree Brand! 


EASY “PINKER 


SHEARS \ 


Py 


Sune rwor 


“SUBURBAN” TABLEWARE SET 


Handsome Ora 
cet 


tica 24-piece Tableware 
Genuine Pakkawood handles, stain and 
Lhoice of box or plasti 


ght difference in price 


\ ‘ , " 
wurr rec star , 
r) a case . 


STEAK SET 


An item womer 
wants rang 
razor snarit 


POCKET KNIVES 
Se > om ¢ nce and you never 
Carry another hrand Sing tee 
anc thine Or: patterns to 
Suil every taste 
SCISSORS — 
SHEARS 


Priced to sel! on sight at 
® good profit! Wide variety 
of sizes. Quality all the way. 


ROKER 


Tree Gi Bravo 


We, CUTLERY ae 


H. BOKER & CO., INC. 
Established 1837 
101 Ovane S$. 


New York 7, N.Y. 


News of the Trade 


Richards & Conover 
Elects Officers 


(Continued from page 168) 
ident and manager of the 
Oklahoma branch. 

T. A. Goe has been elected 
assistant secretary and 
been given the additional du- 


nas 


JAMES E. O’'’NEII 
ties of director of purchases. 
In this capacity he will be 
responsible for all buying 
and inventory control at the 
sour Rich-Con plants. 
tay Faris, assistant 
tary and general credit man- 
has retired, effective 


secre- 


ayer, 


T. A. GOE 


April 1, 


service, 


after 43 vears of 
Russell Magnuson 
Henry Swanson were 
elected Eastern and Western 
credit managers, respectively. 


and 


Librett Receives 
Brand Name Award 
(Continued from page 169) 
meeting, 
the 
Situation 
radio. 
Sentations, 


and his review 
international! 
broadcast 
After the award pres- 
Mutual Broad- 
casting put on an ~>hour’s 
entertainment with 
tage and television. 
The presentation 
the 119 retailers in 
categories 


was 


Stars of 


books of 
the 24 


were on display 


HARDWARE AGE, 


foyer of the grand 
ballroom. These are huge 
scrapbooks depicting’ the 
activities of the 
during the past year in 
brand 


in the 


retallers 
their 
promotions of name 


++ - 


nerchandise. A committee o 


iavges 


award 


comprised of pia 11e 
winners of a veal 
presenta 


ago had judged the 


> 


ion books to select the piaque 


and certificate of distinctior 
winners of this 

The 
scrapbook was 


sound 
famous brand names.”’ ¢ 


year. 

on the Libre 

‘The founda 
business 


,iovan 


tion of 
leve- 
and’s scrapbook featured the 
slogan, °P 


profit. ” 


romote brand 


names for Rickbeil’s 
scrapbook ide? tifie ad the store 


place “W here 


foe nNrea 
reatures 


as the 
brand names are 
Librett’s scrapbook 
1 the margin of 
brand 


:? 


il’s scrap! 


the pages 
names Carried 
ook had a 


showing the store s 
prog 


part 


section 
ram of manage- 


icipation 11 


C1iVICc 


; 1 
ments ioca 


bank. lodge, luncheon club 
and school board activities, 
and sponsorship of Inio} 


a} 
baseball team. Cleveland's 
scrapbook had 
turing its demonstrations 

All the scrapbooks feat 


newspape! 


sect ion lea 


ired 
samples of and 
radio advertisements, direct 
mall stuffers, wll 
merchandis 
tie-ins 


pieces, goOoW 
and store 
and 
promotions 


plays 


nationa: 


Store Management 
Meeting Date Set 


The 4th Annual Store 
Management Conference of 
the Michigan Retail Hard- 
Association will be held 
Kellogg 
State 
Mich 


ware 
June 7-8 at the 
Center of Michigan 


College, East Lansing, 


Plomb Tool Company 


Plomb Tool Company, Los 
Angeles, has purchased all 
assets of the Industrial Tools 
Mfg. Co. and formed an op- 
erating subsidiary known as 
the Industrial Tools Manu- 
facturing Corp. 

The newly acqui red plant, 
the company’s sixth, is lo- 
cated near the parent com- 
panys factory in Los 
Angeles. 

H. D. Norton, Director of 
Proto Contract was 

ected president of the new 
liary 


Sales 


subsit 


APRIL 28, 1955 








-News of the Trade. 


NEWS OF 


Twin City Sales Agents 
Elect New Officers 


At the regular monthly 
meeting March 28th at the 
Curtis Hotel, Minneapolis, 
Minn., the Minneapolis-St. 
Paul Chapter of Manufac- 
turers Agents National As- 
sociation elected the follow- 
ing officers for 1955 

President, Julius M. Han- 
son, 3318 Louisiana Ave., 


Minneapolis 16 
dent, Harvey O 
University Ave., 
William 


Vice-presl- 
Dow, 2635 
Paul 14: 


Cranse, 


St 


treasurer, 


1954 University Ave., St. 
Paul 4; and secretary, Ste- 
wart C. Wright, 3241 Ken- 
tucky Ave., Minneapolis 16. 

Maxwell C. Johnson, 1784 
Arona Ave., St. Paul, out- 
going president, was for- 
meriy nominated for the po- 


sition of national representa- 
tive of the West North C 


en- 
tral District of MANA 
Gossett-Fortson Co. 

J. T. Fortson, 327 Guild 
Drive, Chattanooga, Tenn.. 
and T. F. Gossett, Birming- 
ham, Ala., have formed a 
partnership, and the new 
firm will be known as: Gos- 
sett-Fortson Co., located at 
625 Comer Building, Bir- 
mingham. The above are 


Atkins Saw Names 


announce ed the 


78 Reade St., 


apolis has 
Henricks Co., 


ware representatives in New 


MANUFACTURERS AGENTS 


Atkins Saw Division, Borg-Warner Corporation, Indian- 


factory representatives for 
the following: 

Aluminum Industries, Inc., 
Paint Division, Cincinnatl; 

The King Chemical Co., 
(formerly The Coppo Co., 
Inc.), Memphis; 

The Klean-Strip Co., Mem- 
phis; 

W. M. Barr & Co., Mem- 
phis; 

Warner Mfg. Co., Minne 


apolis. 

Mr. Fortson is well known 
in the Southeast, having 
traveled this territory for 25 
vears with the DeSoto Paint 
& Varn S| Co. in tne ca 


pacity of territory salesmar 
and sales supervisor. T. F 
Gossett organized the T. F 
Gossett Co. in 1945 as man- 
ufacturers agents and has 
represented the above firms 


for several years. 
Mr. Fortson 

Georgia and portions of Ten 

lessee, with headquarters P 


will travel 


) Box 843, Chattanooga, 
Tenn 
Mr Gossett will travel 


Alabama. West Florida, Mis- 
and other portions 
of Tennessee 


SISSIPPI, 


American Screen Prods. 


American Screen Products 
Co., Miami, Fla., manufac- 
of Homeshield alu- 
minum screens and Har-Vey 


turers 


Henricks Co. Agent 


appointment of the A. P 
New York, as Atkins Hard 


York, New Jersey, Pennsy! 


vania, Delaware, Maryland and District of Columbia 
Shown during a recent trip to the Atkins tactory nm 
Indianapolis are, front, |. to r.: A. P. Henricks, Sr 
Owen H. Henricks: B. I Owen, Atkins general sales 
manager; Paul H. Carter; F. S Sheppard, Atkins Hard 
ware Sales; second row, John H. Beattie; Arthur P. Hen 


ric ns, lr | {) ( 
Atkins 
Buck I rank 5 


onger, 
Sutton, secretary 


lee 
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treasurer 


28, 


Atkins Market Research; R J. 


third 


lames E. 


row, Oliver H 


Butler 


and 
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GIVE A“ROKER” BOOST 





















































SOKE 


























BOKER tools are as finely made as BOKER 
BOKER’s stamped on 
them is a guarantee of quality 
BOKER 
made of specia! analysis, chrome vanadium 
They're load-tested 
for hardness, and accurately machined from 


































cutlery trademark 
workman- 
tools 


ship and performance are 


stee! diamonda-tested 


the time the steel! is torged until tinal pol- 
kind of 
They look qual- 


ishing. in short, they're the tools 


your customers will go for 
ity — They feel quality — They are quality! 











. all 
=“275C ~.7” - 104” - 
12%" sizes 
Heavy duty Combination Pattern 
Sn DS wi u ifves fe | Wei 3S 
Straigmt iines. Other patterns and 
sizes also davaiiabie 

(i 

“6507 — 10” size 
Patented sroove-Gr p 5 DO- 
sition adjustable Plier- 
Wrench annot slip. Forged 
ribs and gt ves 





6” agd 7” sizes 






A popular Ge-Nose Plier with keer 
side tlersj bor electi ti rad 
and teiep?f ge work. The ail ay 
home to 






£56126" -7e" - 82" sizes 


cutting 








Heavy cuty side 
Plier widely used Dy ne 
men and electricians and for 
repair work 













maintenance 





"+ 7a” sizes 
er used Dy tele 
siectrical workers 
nag tor general 





*. 10" -12” 


manish 


sizes 
specia 


Wrench Ex 











rir 











cSt '@37 









































H. BOKER & CO., INC. 
Established 1837 
101 Owaone S$. 


New York 7, N.Y. 






































is YOUR needa /;, 


DEPENDABLE & 
ose SOURCE 


Through the years Atlas Screw & Specialty 
Co. has proven by PERFORMANCE, that 
they are a source of supply that can fill 
ALL your fastening requirements. By 
means of modern manufacturing facilities 
and diversified equipment ATLAS can 
produce your minutest as well as your 
largest component requirement. 

Leading distributors and jobbers have found ATLAS a 
reliable source for their needs. ATLAS can handle the job 
right—the right fastener, the right quantity, at the right 
time 


L@a 
(4 


PS. You'll increase your volume and year-round profits, too 


BOLTS 
NUTS 
SCREWS 
WASHERS 











One Name That Means... 
oe Increased Sales! 


| WILHOLD 
GLUE 


finest quality 


| 
~ “Whi peoad 


AGuuE 


OPPORTUNITY IS YOURS WITH WILHOLD GLUE 


Withold white give quality and time-: 
well known 
cabinet factories, do 
it-yourseifers and handymen from coast to 
coast. 


REDUCES INVENTORY! No need to stock 
many gives—this ONE give will do so 
many different jobs that it will satisfy the 
many needs of your customers, from the 
professional carpenter to the lady of the 
house. 


ing features are to finish na 


corpenters, mokers, 


The best merchandised 
give you can sell. Well 
packaged—-proper sizes 


informative ferature— 


LONG SHELF LIFE—NO SPOILAGE! 


well advertised. 


Jobber serviced everywhere! Small standard shipping cases! 


WILHOLD PRODUCTS CO., Dept. 3, Chicago 44, Ill. 
Please send FREE SAMPLE of Wilhold White Give 
prices and name of nearest dealer 


Firm 


Name 


News of the Trade 


hardware, recently appointed 
J. C. Frizzell and Fred Rock- 
well to the com- 
Division 


represent 
Midwestern 
in Plymouth, Ind. 

Mr. 


Was 


pany s 


‘a 
Frizzell at one 
associated wi 


+ 7 
lme 


Hardware ( 
central Illinois and later gen 


eral 


Shapleigh 
’ 
: 


manager of the 
McGregor Hardware Co., 
Springfield, Mo. At the pres- 
ent time he is owner of 
Stanley Quisenberry & Asso 
clates. 

Mr 


itive 


Rockwell was an exec- 
of the Our Own Hard- 
ware Co., Minneapolis, prio 
to forming the Fred Rockwe 
Co., manufacturers agents 
A. H. Deveney & Co. 
Harry W. Blake has been 
appointed sales 
for A. H. 


Compan’ 


represt nta 
Deveney W 
manufacture! 

, 
Ala. 


repre ~- 


> 
LIVe 


agents, Birmingham, 
7 


M Blake will 


Delta Electric Co. 


Delta Electric Co., Marion, 
Ind.. has named the Louis 
Williams & Co., Nashville, 
Tenn., to handl rep- 


‘ om plete 


sales 
resentat 
vering tne 

tory: 
\labama, Florida, Georgia, 
Kentucky 
ville), Lo 


North Carolina, 


Louis 
lisiana, Mississippi, 
So ith 


{ except 


Caro 
Virginia, 


lina. rennessee, 


West Virginia. 


Resinite Sales Corp. 

H. David Prior has been 
appointed ‘al 
ifornia 
Resinite 


Southern Cal- 
representative fo} 
Sales Santa 
manufactur- 
of garden hose, sprinkle: > 
and othe ided plasti 
products. 
Mr Prior 
j 


] 
rected all 


Corp.., 
Barbara, Calif.. 


ext! 
formerly di 


and Con 


service 


deale} 
sume?! sales, dealer 
and merchandising for the 
Hoover Co. in the Santa Bar- 
territory He oined 


Hoove} iY) ] 144 


para 


New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 


Diamond Calk Horseshoe 


George F. Clarke has bee 
added to Diamond Call 
Horseshoe Co., Duluth, 
Minn.., 

travel the 


. Kansas, 


sales staff. 
Mis 


and 


states of 


Nebraska, 


GEORGE F. CLARKI 


lowa 


ware 


calling on the 
and sporting 
wholesale rs and 


: 
niv } 
> 


i\ MmOUSEeS. 


was formerly asso 
Kelley-How-Thon 
whole saic hardware 
Duluth 

Indiana has been 


. 
’ > 
Territory ‘ 


distributor in 


7 > 
added 


HARDWARI 


Reimann, now located in Ds 
Plains, Illinois 

7 be covered 
who lives 


Vette! 
? 


Detroit 
travelled Indiana. 


¢ 
i)? « 


> 


ligan and Darts r Unio. 


Autoyre Co. 
The Autoyre Co 


sidiary of Ekco 
has appointed 
Dunn as sales 
fo! New Jer- 


Dunn Was formerly 


\ Deep Freeze Appliance 
Di of Motor Prod cts tLLorp 
North ‘hicago, IIl.., 


present. 


irom 


Dooley nas heen 
named representative fo ip- 
er New York State and 
parts of Pennsylvania 

Mr. Dooley | 


ed wit 


"? ry « 


‘ > 
Le pal ' Tri I 


Waltco Products 


Waltco P 


AGE, APRIL 28. 
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News of the Trade 


cago, whose 


‘ 
includes [Illinois 


Victor E 


Colo.. Wnose 


sales territory 
lowa. 

Tede, Denver, 
saies territory 
includes Wyoming, Utah, 
i New Me K1CO. 

tobert K Te ie. Counc! 
Bluffs, lowa, lose territory 
Inciudes Ne! 


and 


and 


(olorado, an 


Kansas, 


Miss 


western 


Kester Solder Co. 


George L. Fischer, Jr., has 
the 


Solder Company’s 


assumed 
of Kester 


products in 


representation 
Fastern Penn- 
New Jer- 


vland and 


syivania, Southern 
Mat 
1). ¢ 


, 
succeeds 


sey, Delaware, 
W ashington., 
Mr. Fischet 


B Speed, now retired 


Hugh 


Reardon Co. 


Joseph C n) f Syr: 
cuse, N Y., has | 1 ap- 
pointed represe} 
in North Centra! 
for the 


} 


thinned paint 


saies tative 
New York 
Reardo Co.. watel 


products. 
Principal 

ritory inc! 

ester, 


Alba! 7 « 


sVrats and 


American Screw Co. 


The American 
of Willimantic. Conn.. 
appointed James D. | 


Screw Co.. 
has 
reame!l 
sales representative covering 
the state of Indiana 

Mr. Creamer has been with 
the internal sales organiza- 


Tor several vears. 


Inland Steel Products 


James F. McLarnan 
appointed 
sentative in Minnesota by 
Inland Steel Products Co., 
manufacturers of the Milco 


line of steel building products 


nas 


been sales repre- 


and garden 
He 


clated 


equipment. 
formerly 
the Minnesota 
Mining & Manufacturing C 
St. Paul, Minn. 


Was 


asso 


with 


Boston Athletic Shoe 


Boston 
Cambridge, 


thletic Shoe Co., 
Mass., 
of athietic foot- 
wear, has appointed Arnold 
T. Tracy as sales 
for the 
Tracy, 
his office in M 
waukee, is now ocated 
Orlando, Fla. He w 


' ' 
resent Basco in e 


manu- 


represent 
ative 
Mr. 


maintained 


company. 


Who rormel 


eastern stat 


R. D. Werner Co. 


George M. Van 
has been named 
aies Manaver fo) ne 
Werner Co., New Yo 

Mr. Var Deventer’ 
tory covers the So 
territory, wher 
pervise sales for the 
Werne) 
goods, including: a 


ladders, C 


Fuse _ 
iralil 


' . 
iine Oy 


nromtrin 
yr sink frames and a! 
’ 


lini i ary 


Carolinas Group Elect New Officers 


W arren, 


Z : > 
: 


i. 

R 

“i 
HARDWARI 


AGE. APRII 


Warren 
Ol if 


s 8 


28. 


( ‘ nest 


\rd: i] I Aniet! 
Arthur 


puUMIOT ) 
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eS 
+ 


: 


y 


YALE HAS THE PRODUCTS: 


..« AND THE DISPLAYS 


THAT SELL THEM FAST. \: 


FREE! SEND NOW! 
Write for valuable bookie? 
“The KEY to Selecting PADLOCKS” 
THE YALE & TOWNE MFG CO 
Lock & Hordwere Div. Stemford. Conn 


YALE ers 


: 





News of the Trade 


Chernow To Head 
Hamilton Co. Sales 


DEALER BRIEFS aly aaa 


eral Chairman. Herb Blain 


T 


oducts | 


‘ anagva 
Sa it’> iadtiaxXe! 


Meta! P 
8 


namnied vt neTrai 


f Hamilton 


Hamilton, 


lerbert L. Blaine Co., manu- 
Continued from page 168 , 


1010 E. Adams 


manufac- facturers representative, 
Ny- 
man- 
Hill & 
W. FI 


building at 


‘~ 7 ree? 


space will be avail tine hetemen J, VY. 
divis 


aver. Janney. PFemMmpie, 


, * ‘ | 
“LOTrTave ana 


Lil ional sAaics 
: , | 
hoor tnen 

ws 


Paul, Minn. 


Hardware Co. 


Rayme! 
recentiy held 
a grand opening in the Vic- 
tory Auto Park building at 
352 Wabas The new store 


I> de 


‘models adding 


9,000 


Co.; Vice Chairn 
B irch, dis 

Ekco Produc Co Vice 
Chairman Arthur W Wevh, 
merchandising manager ; 
and 


ian. 
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Minneapolis Housewares 
Show: July 31-Aug. 3 


The Upper Midwest House- 
Market will 
31 through August 

at the Minneapolis Auditor- 
ium, Minneapolis, Minn. Ap- 
proved and recommended by 
the Minneapolis-St. Pau! 
Housewares Club, Inc., the 
exhibit will contain only man- 


wares take place 


July 


Tourney Winners 
Emerging 
in the ann 


Hardware ( 


winners 
ial Southern 
onvention 
Palm 
low 
Nelil- 
& 
low 
H. Talgo, Yale 
Mfe. Co.: low 
Paul Meador, 
Hard- 
second low net, 
Baity, J. Wiss & 


and low putting 


as 


f Tournament in 
Beach, Fla., were: 

74, William 
Henry Drisston 


In second 
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gross, 
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sons, 
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ware (oO 
69, R. G 


sons Co., 


Thomas 


score, 


27. L. H. Krieger, 


, - & La ighlin Steel. 
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Attendants at Ohio Associations Management Schoo! 
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HA Photo Angles 


A report in pictures of events in the trade 





wy a 


saler 


Donnar 
Rich 


operation A mobile 


tiardware ( U.. 
Va., 


display 


Whole 
has plac ed in 


lt 


designed to beneht dealers in pur has 


ot mond, 


unit is 


,oods. other lines 


~ 


ing sporting anda 


Trom actual of merchandise on 


display Fac ities ae a splay ines are 
Hexibl. ac) . may _ 


| he unit will 


a 


changed ror 

’ 
eacn trip operate in all 
territories veda y the 


company 


Greer and Laing, Wheeling, W. Va... in competition with 


more than 2.000 Sunbeam wholesale distributors from coast 


the 


in 


to coast. receivea presidential 


1954. Pictured 


salesmen 


award for outstanding 


at hievement 


o frie 


sales above are Greer 


hrst row, left to right 


a nd 


Fred 


’ 
| ainy ais ana 


‘et 
Sa < 
-- 


er 


— ; 
& 


—s 


K yanize paint dealers from the greater Metropolitan Boston 


at the Somerset Hotel on Mar h 16 for Aa point 


with fa tory 


area gatherea 


' 
meeting personne! During the day technical 
men from Tne ( ompany s 


° 
wit hn 


} ; ; 
laboratories discussed products 


Participating for Kyanize were 
president | Vanv\ loten, 


and probiems 


Renshaw 


dealers 
Smith, |: general sales 
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Architects and 
Builders Specify 





~-(CHICAGO)— 
SPRING HINGES 





@ Modern Factories 
@ Office Buildings 


@ County, State and 
Federal Buildings 


@ Ships of Our Navy 


And the New Luxury Liner 
S.S. United States 


Every year more and more Architects 
and Builders are specifying Chicago 
Spring Hinges because they are care- 
fully designed with many superior 
features. They are smart looking and 
streamlined to harmonize with moderr 
architectural requirements 


Type BU2001 
“Triplex” 


“Spring Hinges of Quality” 


Chicago Spring Hinge Co. 


1500 CARROLL AVE., CHICAGO 7 ILL. 


SELF- 
CLOSING 


FAUCETS 


(OVER 9-MILLION IN USE!) 

No. G-261 — 3/4” iron Pipe Thread. LIST PRICE, coh $1.45 
FOR STEEL DRUMS or BARRELS 
Holds oil, gasoline, kerosene, alcohol, varnishes, lacquers, 
thinners, solvents of all kinds, anti-freeze solutions and 
other liquids, hot or cold ... dispensing efficiently —auto- 
matic self-closing. Can be securely locked! 

Attention Deaters... I! 

can't: y~ORDER DIRECT 


DEALER DISCOUNT 40%... Pos 


8 


Pr "MARQUART MANUFACTURING COor™ 


IZ241 HIGH STREET + OAKLAND 1, CALIFORNIA 

Please send me the following, postpaid: 

= Doz. SETTE Self-Closing FAUCETS, No. G-261 
Firm Name 


Address 
- —_ 


ee SS 





Digtignupenenenenaneneneneneneninesenesenen eeneeenenall 
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FRED M. EVERETT 
joins the 50 Year Club 
through affiliation with 
one manufacturing com- 
pany all of those years. 
This with the Co- 
lumbian Rope Co. On June 
21, 1904, he the 
company as general sales 
manager. He became 
sistant treasurer on 


Was 
joined 


as- 
Aug. 
11, 1904, treasurer on Dec. 
12, 1905, secretary on Feb. 
8, 1913, and vice-president 
1925. He 

13, 1910, a position he still 


on Jan. 3l, has been a director since 


Dec. 


being a member of the advisory committee. 


holds as well as 

Mr. Everett has been a \ ice-president and chair- 
man of the executive committee of the American 
and he was 
Mr. Everett 
Chamber of 


Hardware Manufacturers Association, 
1935 to 
a Rotarian and member of the 
Auburn, N. Y. His 
and he is an ex-golfer. 


a director from 1938. also is 
{ om- 
baseball, 


merce in hobbies: 


Compact Display Features Hardware 
A slanted panel display sizes of 
irons at McNeill 


island. 


Various 


she VW ~ 


angie, corner, tee and straight 


Hardware in Monticello, lowa, on a large 


Irons are fastened onto a l-in. thick panel, painted 
wood hold some of the 
provide a for 


metal 


Triang ilar blocks of 


the 


gray. 
onto 


angles price 
pegs. 
bolts 


panel, base 


cards. irons are mounted on 


Below, and at a lesse 
and turnbuckles. 


afnivie,. are DOK ~ oT +?Ve 
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brush or spray 
unusual, exclusive, new 


LLONUNEE | TRU-TEST PRODUCTS 


A WELL BALANCED LINE OF 
QUALITY PAINT PRODUCTS _¢ that make money for you. 


~ 


RUF-TOP -O- Spran Nond , : 
ps ro Spray-O-Namel ue ] Each of them meets a modern need... offers new 

Root Coating soucisees Vatnt | | “onvenience. They're iced I id 
Sell a new roof in a The original, finest _ cy re priced (0 appeal tO a wide 


can. Waterproofs aerosol—in 30 colors market... handsomely packaged for effective dis- 
weatherproofs, insu- 8 lav . Doll T 

_ | ay. And they're ex ape : 
om Spray-O-Namel 5 = pia d they're exclusive with Tape, Inc. Order 


RUB-R-KROME Wrought Iron Black a ad supply today. if your jobber can't supply you 
e Pn ay Modernizes any ob- | = write direct and we will ship through distributor 


ject — with popular . 
of your choice. 


sch le vr. 
aShable,., weather non-glare finish 


s. For masonry 


Oe HI-TEMP Spray-O-Name! “tne TB isjee TAPE, INC. Wisconsin 


Heat Resistant Appliance White > 
_ Aluminum Paint For retouching of re- Syrgyf)\en® oJ Dape 
Prevents peeling, dis- finishing any porce- =<" a 
> COMOTring Dlistering ain surfa re << ‘- 
. _ > “se 
CHROME-O-PLATE ®t 
en Spray-O-Namel ~~ 
Ready Mixed M hed F -~— 
Aluminum Paint atched Farm ei BRON: 
{il-purpose — for Implement Colors 
> home and industry For tractors, mowers ‘ 
and all farm equip- 
ment 


kind new IRU-TEST 

Home Mailing Kit contains $0 fr. roll 

of extra strong Kraft wrapping paper, 

f ‘Bantam’ roll of TRU-TEST Gummed 

See vour supplier of write Dept. HA s Tape and a supply of gumime dd parce 


xe ws ty ‘ ‘ cme cat us i) 
ILLINOIS BRONZE POWDER CO., Inc. aaa ee prylinge gn Shen gla 
se - ath ‘y chien my # : 7 . S A‘ cq £é to thre , ii} | imi’? «ase 


RICH LADDERS 


HOWARD B. RICH, INC. 


CARROLLTON, KENTUCKY /)) (1 


Phone 116 


Manufacturer of SAFE | as ed | | Rin 
HEAVY DUTY Step Ladders - , :- ad 100 ft. roll of heavy duty Kraft wrap 


4 f ping paper in a handy new cutter box 

-. * BU lust what thousands of homes, small 

Extension Trestles a offices, and shops have been looking 
. : oi ~ for. Packed 12 to the shipping case 











Painters’ Trestles 
Platform Ladders 


Ironing Tables 





Clothes Props 





Step Stools 


; , Kit de 


Extensions 





signed for small offices and shops, 


| i schools as well as homes. Contains 100 
Scaffolds a 4 fer roll (in cutter box) of heavy Kraft 


q _ . - 
Vii wrapping paper, new TRU-TEST Ban 
, j A 


Singles , | 6/ tam Tape Dispenser, roll of TRU 








else ton the market 12 


Bs | | TEST Gummed Tape plus a supply of | 
' * nuh \ gummed parcel post labels. Nothing 
Planks a= s ea Fk ms: T like Packed ; 


¥ 


to the shipping case 


Sg Fed P 
- > 
De oak 
eps ee ‘ 
. oe es 
Raa bs inl home is ¥ 
eee ‘ " wef Send f Er hye 3 ¢ 


ak 


Lid 
fe * 
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Housing Pushes First Quarter Construction 
To New Record High, 13% Ahead of 1954 


activity hit a record 
March as the 
marked the biggest first quarter in 


histo! 7 « 


Building 
pace in nation 
report the Labor and Com- 
merce Departments 

The 
building 


Value of all 
for Mar h 
14 pet ahead of the 


and 10 


types of new 


came to $2.9 
billion. o1 same 


month last year pet above 
February. 
It boosted the 
to $8.4 billion, which 
the like 
the previous record. 
New 
adjusted 
rolled 
$4] billion, aygainst 
of $37 for 
1954. 
The 


vate 


first quartel total 


, 


stands 15 pct 


higher than 1954 period, 


construction during March, 
for 


along at 


seasonal factors. 


an annual rate of 


actual outlays 
2 billion the full yea 
government pointed to pri- 
the 


record 


construction as “domi- 


nant” factor in the rate. 


Spending for private building to- 
billion in the opening 
quarter of 1955. This is 20 pct 
ahead of the like 1954 period. 
After adjustments for construc- 


tion cost changes, the government 


: myer é 
taled $6.2 


report said 20 pct more private 


building took place dur- 
1955 quarter than in 
the 


residential! 
iny 


the 


the first 
peak, opening 
1951. 


home 


previous 
quarter of 

Private construction saw 
Mar h 
high of 
the 


quarter 


expenditures reach a new 
more than $1.1 billion 
This brought the first 
homes to 


of 


for 
month. 


total in private 


$3.3 billion, or 35 pct ahead 


last vear. 

However, public outlays for con- 
struction dipped 4 pct the 
for the first quarter of 1954. 


» 
- 


$2.2 billion in 


below 
rate 
Public building Was 


the 


first three months of this year. 





Shipments 


(Continued from page 14} 


the fourth 
The value of deliveries by heavy- 


consecutive’ § increase 
goods industries in February came 
to $12.1 billion, while sales of 
goods manufacturers totaled 


billion. 


Retail Store Sales 
Up 8 Pct in March 


March was a good month for re- 
tail stores. 

The 
reports sales were 
March, 1954, and 1 pet 


February, 1955, sales. 


Department of Commerce 


up S pet over 
ahead of 
These 
but indicate 


that 1955 is shaping up as a good 


are 
preliminary figures, 
vear for retail sales. 
Sales for the 
building 


lumber 
group for 
i pet ahead of 


hardware. 
and supply 
March were almost 


March, 1954. 
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Price Index Down .2°% 
Average primary market prices 
fell 0.2 pet in the week ended Apri! 
5 to reach 110.3, on the 
1947-49 figure of 100, reports the 


Labor Statistics. 


based 


Bureau of 
Lower prices for farm products 
and processed foods were responsi- 
for the decline. 
The index for commodities other 
than foods and farm products rose 


’ 
Hie 


’ 


slightly. 


Business Failures Up 
the United 
in the week 
ended March 31 from the previous 
week's total of reports Dun & 
Bradstreet. 

But the latest weekly total is 
below the 267 commercial failures 
reported in 1954 


week. 


failures in 
States climbed to 237 


Business 


oy 


the comparable 


Early Easter Increases 
Department Store Sales 


Department store sales in the 


United States for the week ended 
11 pet higher than in 
last 
nounces tne Federal 
Board. 

The 


to the fact 


April 2 ran 


the same _ period year, an- 


Reser\ c 


due 


Faster 


} 
ipswing partially 


tik Was 


that came one 
week earlier this year. 

A detailed breakdown 
+ 1} 


sait> OLLOWS: 


Steel Output to Reach 
118 Million Tons 


The industry 
turn out average 1138 
annually in the 1958-62 peri- 
od, compared the 1955 
of 111.6 million tons, predicts A. 
Bethlehem 


steel will 


nation’s 
an million 
tons 
with high 
B. Homer, president of 
Steel Corp. 

Mr. Homer expects yearly output 

1970 to rise to 145 million tons. 

“The growth in the demand for 
paralleled the 


steel has closely 


growth in gross national product,” 
ne observes. 


the 
climb 


that 


will 


Present indications are 
national product 


the 


yrs >, 


60 pct in next 15 years, says 


the 


Bethlehem president. 


Spring Labor Market 
Needs More Workers 

Employers in nearly all sections 
of the United States expect to hire 
more workers this spring, accord- 
ing to a survey by the Labor Dept. 

The 
hiring plans through mid-May 


report covering employer 
in- 
16 


areas. 


dicates a job upswing in all but 
of 149 
Alth: 


creases 


market 
expected 


labe Tr 
these 


major 
ugh in- 


relate to non-farm areas, 
a normal seasonal gain is forecast 
ulture, as well. 

Dept. 


plans of employers 


for agri 

The 
that point 
Oo a moderately rising employment 


Labor survey shows 


trend. 
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NUCLIOMETERS i’ ON mes lk alee ae 


URANIUM BOOM!! 





Alert Dealers are making AMAZING 


PROFITS Selling Prospecting Instruments 


DETECTRON MAKES THE 
WORLD'S Most Complete LINE OF 
RADIATION DETECTION INSTRUMENTS 





QA 

GEIGER COUNTERS BIG BUSINESS ond hardware 
SCINTILLATION leale aaa: aetna ai 
COUNTERS yore reaping | . 


METAL < jeQ eT! er > 
DETECTORS lection teem eaanmatiten dais 
er ana «a unt 
DETECTRON ~~ fata f the full De- 
MAKES ONLY tact —_ 
SUPERIOR QUALITY 


DEALERS WANTED 


IN MANY KEY AREAS 


INSTRUMENTS 





Dept. 122 
5528 Vineland 


North Hollywood 
CORPORATION Calif. 











SOS CENTRAL AVENUE 


HARDWARE AGE, 


A BETTER PRODUCT 
A LOWER PRICE.... 





SUPERLITE 


GARDEN HOSE | 


is in a unique position to produce uniform high- 
quality garden hose at “down-to-earth” prices. 














is 30 years old. For many years, APEX has been a 
prime producer of vinyl plastic compounds, under 
close laboratory supervision. 


viny! plastic hose is uniform in quality, laboratory 
controlled and fully guaranteed. APEX hose has 


full diameters and full wall thickness. 


hose will withstand accepted burst tests. APEX 
hose is non-kinking, lightweight, resistant to abra- 
sion, water and oil. Ic is fitted with non-rusting, full 
flow, heavy duty brass couplings. 


For the Hottest Garden Hose line in '55—Get APEX 
Prices First! 


CALL YOUR APEX JOBBER TODAY 


APEX TIRE & RUBBER CO. 


PAWTUCKET © RHOD ISLAND 





APRIL 28, 1925 









POWER LAWN MOWERS 


Built For Those Who Want ihe b 
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Nationally bdvertised in ‘55 


—° make your job of selling Cooper Power Mowers easier 
AvVait 





they «~ 1} 


be Nationally Advertised in 55 to more than 40 MILLION 
potential prospects 
Mors Klippe: und ““Cyclo-Mo” power mowers were sold in "54 than 
in any other ycar in the history of the company Every year - more 
and more home owner reniize that oniy Cooper vives them the 
added years of trouble-f re atiafuctory performance so much to he 
desired «- and again dramatically emphasizing the old adage That 
there is not and never »v . 2 any substitute for QUALITY.” 
Write, wire or 9 TODAY for literature. prices and name of 
nearest distrib Learn why it is more profitable to SELL Cooper 


« than to sell AG AIN 1 it. 


COOPER MANUFACTURING COMPANY 


701-702 South First Avenue ® Marshalltown, lowa 
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SECURITY 
PHONE-LOK! 


© Prevents unauthorized outgoing calls 
® Reduces telephone bills 


ee 
rr 


” Retails for $ 
(Pond Scout po 
Cc €;. g 
| ED) PHONPIOK E 
ie 


®touces 


Installs or \ on’, 
in a jiffy! 
Make extra-easy 
sales without 
effort right off 
the colertul, 
self-selling mer- 
chandiser card. 





SECURITY 


Retaiis for 








elelel ; 

no aril f cv ¢ or maorrine 

FREE ail - meta! Ggcemonstrator Gispia 
boost sales and better your profits 


Order today from your wholesaler 


SECURITY was" 
MFG. CO. INC. 
858 East 29th Street, Brooklyn 10, N. Y. 


ee | ee 


with 


DOOR-EASE® 


STICK LUBRICANT 


Nationally advertised 15c sell- 
er, comes 12 in display box. 
Hundreds of uses in home and 
shop. Also large 39c seller in 
metal container, packed 6 in 


display box 
A 
Gs 
PRODUCTS 


$0 LOCK-EASE Crac hited Lock Fluid 
im 4-oz “'l p or Stream” can, 39« 


. 
’ 
. ; 


AMERICAN Dripless Oi! in 4-oz. oiler, 29¢ 





American Crease Stick Co 
Muskegon, Michigan 











Intense Competition Forcing Appliance Prices 
Downward, Predicts Westinghouse President 


There will be lower price tags 
on many consumer appliances be- 
fore the end of 1955, predicts 
Gwilym A. Price, president of 
Westinghouse Electric Corp. 

“Competition is so intensive that 
a strong downward pull is being 
exerted on prices,” Mr. Price told 
Westinghouse stockholders at the 
annual meeting. 

“That 
consumer field, where a great many 
manufacturers are competing for 


is particularly so in the 


a larger share of the market.”’ 
One result of this trend, he says, 

greatly increased pressure 

on profit margins. Westinghouse 


is a 


hopes to keep its earnings at last 


year's level despite this cost-price 
squeeze by greater manufacturing 
efficiency and other means, the 
executive notes. 

Although new orders this year 
are expected to run about 10 pct 
higher than in 1954, actual revenue 
volume, which is based on ship- 
ments, should be about the same, 
Mr. Price states. 

He adds that sales of major ap- 
pliances to distributors thus far in 
1955 are up about 12 pet over the 
same period last year. 

Demand is continuing strong for 
both consumer and general indus- 
trial 


products, according to Mr. 


Price. 





1955 Outboard Market 
Is 500,000 Units 


Outboard motor sales this year 
will reach 500,000 new units valued 
at $130 million, predicts H. B. At- 
sScott-Atwater 
of Minneapolis, Minn. 


water, president of 
Mfg. Co., 

This will be the biggest dollar 
volume in the history of the indus- 
trv and the biggest unit volume 
ince 1948, he points out. 
Last year 25 million persons 
spent more than $1 billion for boat- 
maintenance and 
fees. Of that amount $107 million 


was for 440,000 new outboards. 


Ing equipment, 


This year more than 30 million 
persons will be interested in boat- 
ing, he says. Two reasons given 
for added interest are: millions of 
persons who never owned a boat 
or equipment are becoming inter- 
ested, thus producing a vast, new 
market: 


way of living and the industry is 


boating today is a new 


selling relaxation, fun and whole- 
some recreation. 


Home Laundry, Dryer 
Sales Up in February 


Fact ory sales of 


home laundry 
equipment in February rose to 
170,670 units for a 28 pct gain 
over the comparable 1954 month, 
reports the American Home Laun- 
dry Manufacturers Association. 


Sales of automatic washers were 


up almost 34 pct to total 251.826, 


while sales of automatic dryers 


climbed nearly 75 pct to reach 


109.215 units. 


Servel 1955 Prices 
Down $20 per Model 


Servel, Inc., announces that sug- 
gested retail prices on its new line 
of 1955 refrigerators will run about 
$20 lower per model than origina 

the 1954 line. 
gas-operated models will ré 
tail from $249.95 for an 8&-cubi 
foot refrigerator to $579.95 for an 
11'.-foot model. 

The six electric refrigerators will 
retail at prices starting at $239.95 
for § ‘ubie feet to $549.95 for a 


12-foot model. Last year’s origina! 
ice range for 16 Servel models 


ran from $259.50 to $599.50. 


Sears Catalog Features 
New Electrical Lines 
Roebuck & Co.'s 


spring sale catalog features such 


Sears, mid- 
new items as an electric hoe for 
gardeners and an electric auto for 
golfers. 

Some 1,000 price cuts are offered 
in the catalog which includes 600 
new merchandise items. 
from the 


Reductions in price 


general catalog include fishing 
tackle, down 38 pct, and a $15 cut 


in an electric clothes dryer. 


HARDWARE AGE, APRIL 28, 1955 


































su Law Beauly 


BEST FOR YOUR CUSTOMERS’ LAWNS! 
MOST PROFITABLE FOR YOU! 





HEXAGONAL 
NETTING 


Standard for the wire fabricat- 
ing industry... evenly woven 
... perfectly straight selvage 
... heavily galvanized... 


The widespread popularity 
of Wright Hexagonal Netting 





FOR 


is apparent when you see the FORCE FEEDS—thet’s where it's di. HOME LAWNS 
erent from ordinary spreaders. MODELS 
famous colored rooster label Hot dipped galvanized 


in each bale on display in 18 and 24 


countless hardware stores 


Patented. Other 
Patents Pending 
and Applied for 





GEWRIGHT fice 
ULL. WIRE CO. 


WORCESTER~: MASS, 





4 Exclusive Patented Features 





e Control Handle e Cam Action Agitator 
e Rate Control Dial © Automatic Removable Shutter 


Most complete spreader ever marketed. Superior in design, strength, ease 
9peration construction, freedom trom maintenance That's why it's 


xi 
EASY TO SELL 


Spreods Al! Materiais—chemical fertilizers, organic tertilizers, seeds, pliant 


4 foods, etc ot the exzoct rate required Sell the Best in 55—Se!l! LAWN 

= BEAUTY 
a ? Available in (i8 24°" and %° widths. 18°" hopper holds 50 ibs. of fertilizer 
FITLER - 24°’ hopper has o capacity of 70 Ibs. Standard 36" holds 100 ibs. of fertilizer 


Also available in 3% professional with hopper capacity of i50 Ibs '* 
models hove stainiess stee! hopper bottoms and shutters 


MANILA ROPE C Hes ; : as 
cee APPLICATION GUIDE WITH EACH SPREADER 





55 brand name fertilizers 


10 non-brand meterials 


MANILA AND SISAL 


FITLER ROPE 


NOW OBTAINABLE IN 


CONVENIENT OCTAGONAL BOXES 


and fertilizers plus seed 
mixtures have been tax 
tory calibrated with 
LAWN BEAUTY and can 
be spread exactly as 
recommended by the 


manufacturer. 





AMUFACTURERS ARE INVITED TO SEND IM SAMPLES OF FERTILIZERS FOR CALIBRATION 
CONSIDER THESE FEATURES! MANSTALTORERS ARE 
@ EASY TO DISPLAY SCHNEIDER METAL MANUFACTURING CO 
@ EASY TO HANDLE 1805-HA South 55th Ave., Dept. 45, Chicago 50, Illinois 
@ EASY TO STORE 
@ EASY TO DISPENSE Please send more information about LAWN BEAUTY Spreader 
@ KEEPS ROPE CLEAN 
Nome 
THE EDWIN H. FITLER CO. Perey? 
EST. 1804 City Zone Stote 
NEW ORLEANS 17. LA. PHILADELPHIA 24. PA. 
SOLD BY DEALERS EVERYWHERE Our Jobber 
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’ Little Giant ie 


LOW RETAIL WITH 
FULL DEALER PROFIT 


There's good profit in selling edgers, 
especially the Little Giant. Here's why. 
it hos all the features of expensive 
edgers including self sharpening 
blode, yet sells for as low as $3.30 

- @ price every home owner can af- 
ford. This means fast turnover at 
full 50 per cent profit. 

Order your L.G. Lawn Edgers 

trom your jobber today. Also ask 

obout the popular Lawn Rozor 

ond 65 other Lawn and Farm 

Tools or write us. 

\ FREE HATHAWAY 
‘T te Vir Aibert 
(ad ac Har 
Detroit Mi 
our nirt 

nh Wayne 


end nis rigarrie 


North Wayne 
Tool Co. 
Oakland 1, Maine 


WATERFEED 
Water soluble cartridge type fertilizer. 2 for- 
mulas, 15-5-5 and 15-40-10. No lown burn 
Box of 20 cartridges $1.00 


‘"~s 


> 
“we WATERSPIKE 
Amazing model 553—72 : 
woy wotering dev ” ' : 
Woters overhead or 
fiip velwe for sub | 
surtece irrigation d 


slate ee, 


$4.90 ec 
WATERFEEDER 


Mode! 954 Apolicetor for 
type fertilizers. Attoches eas 
cet or hose. Use ony woter 

Fertilize while you wote 


Ay SQUARESPRAY 





Famous mode! 433 
it gets the corners 
Hookup in tendem or 
wse to fertilize while 
you woter. $2.95 


PROEN 
PRODUCTS CO. 


9th & GRAYSON + BERKELEY 10+ CALIFORNIA 


Lyroen 





Promotions 





Electric Housewares 
Gift Display Contest 

The fifth annual window display 
contest of the electric housewares 
gift campaign for dealers was 
launched by the National Electric 
Manufacturers Association. 

The competition is open to all 
dealers in electric housewares in- 
cluding hardware stores, appliance 
stores, jewelry stores, department 
stores, and electric light and power 
companies. There are five awards, 
one for each category. The con- 
test closes on July ). 

Window displays will be judged 
on their ingenuity and effectve- 
ness in promoting the sale of elec- 
tric housewares. Dealers may re- 
quest distributors’ help in plan- 
ning and equipping windows. 

Dealer participation in the Elec- 
tric Housewares Gift Campaign 
has risen from 5000 to an esti- 
mated 50,000 since the program 
was started five years ago to stimu- 
late sales of more than 30 basic 
electric 


housewares on a year- 


‘round basis. 

In 1955, the industry hopes to 
top the billion dollar annual sales 
goal set at the beginning of the 
Campaign. 


June Bride Promotion 
To Boost Gift Sales 


A June bride promotion of the 
UL. S. Steel Corp. will enable hard- 
ware dealers to tie-in store promo- 
tions with the company’s consumer 
advertising to increase housewares 
sales. 

“Shower the bride with gifts of 
steel” is the theme of the promo- 
tion 

U. S. Steel will use full page ad- 
vertisements in business magazines 
and hardware dealers will have a 
promotion kit to tie-in their own 
The kit will con- 
tain a counter easel, giant mer- 


store promotion. 


chandising tags and a merchandis- 
ing book on how to set up displays. 


Manufacturers’ New Merchandising Plans 





The promotion’s “shower” symbol 
and copy will be on the tags and 
easel. Two direct mailings also 
will be made to hardware dealers, 
wholesalers and manufacturers. 

advertising will be 
There 


Consumer 
published in June issues. 
will be two sales messages on U.S. 
Steel’s television 
May 10 and 31. 


programs on 


Draper-Maynard Issues 
Fall-Winter Catalogue 

A football stadium is featured 
on the cover of the fall and winter 
sports equipment catalogue issued 


recently by the Draper-Maynard 


ee OTE Og ee ee * 


, of Cincinnati, Ohio. The cover 
is in two colors, and the 16-page 
catalogue describes the company’s 


lines. 


Fan Promotion on TV 

The Lau Blower Co. of Dayton, 
Ohio, went into consumer adver- 
tising, the first in the 25-year his- 
tory of the company, when it signed 
for 13 week participation in the 
NBC television show, “Tonight” 
starring Steve Allen. 

Portable window fans and the 
new do-it-yourself Kooling Kit resi- 
dential exhaust fan will be featured 
on the late evening show that wil! 
run from April 20, through July 15. 
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‘a It's NEW! Nothing Like It! 
E. G. FITSALL SCREW-SHIELD 


AtLast! A _ Foolproof Screw Holder to Fasten 
Household Articles to Sheetrock or Plaster Walls' 
So Easy to Use It Sells on Sight! 





SIMPLE 
DEPENDABLE 
ECONOMICAL 


@ BEFORE 


ia 

















fi j i i¢ f Wire Rep 
Lit fu ne Son j 


A PRODUCT OF 





he E. G. BUILDING FASTENERS CORP. 


101 Park Ave., New York 17, N. Y. 





_™ *. - 
~ Ae —=- ~~ e «) =, 

. -— a a a 

ee a ‘ nd Ot pont . 
oe 


. 


* This Aituaatiinns 
‘Seees Saver, Self-Selling 


DISPLAY RACK 


RE E 
eg 


Sign Assortment 


25¢ 


Over 70 popular signs to choose from. 
Colorful, sturdy, steel construction with 
brilliant light reflectant sign. Used indoors 
or ovt. Sizes 912" x 3%". Rack included 
with 5 dozen assortment. 


Write for Bulletin X05. 


WROUGHT IRON ESTATE MARKERS 


High profit, easy selling, weather-resistant. 
Write for Bulletin W14. 


PRODUCTS CO. 


$026 WOODLAND AVENUE 







A a 















Priced to sell 
profitably at 





CLEVELAND 4 OHIO 








APRIL 





28, 





1955 






































COPING SAWS 


Aop to your sales volume 


and your profits in 1955 with 
these four outstanding Parker 
Line Coping Saws. Each is a 
leader in its price range. Stur- 
dy frames with eye-catching 
finishes. Nos. 25, 55 and 85, 
with generous, comfortable 
handles, incorporate the fa- 
mous Parker ‘Klik-Klik’ pat- 
ented ends which lock the 
keen, tempered blades in any 
position. 


#210 ALL-WIRE COPING SAW 
Sturdy round wire frame, 5” 
deep. Blade faceable in four 
directions 





i _ 


225 COPING SAW FRAME 
Excellent value — nickel plated. 
Fully adjustable. 
6'>"' blade. 


Complete with 










255 COPING SAW FRAME 

Heavy duty. Master quality. Pol 
shed rucke' finish. Fully adjust 
able Hardwood mahogany finish 


handie 
blade 


pin end 








285 COPING SAW FRAME 
Heavy duty. Polished and buffed 
nickel finish. Hardwood mahogany 










EXTRA 


finish handle. Fully adjustable ; DEEP 
é \’ pin end blade individyally 
packaged, THROAT 








Manufacturers of World-Famous Trojan Saw Blades and Frames 





Fiay the Parker 


PARKER MANUFACTURING CO. 


WORCESTER I, 


MAS3., VU. $. : 





ED TUBE 
ANGES 


Six rods te carton. Display 
Free—with one dozen rods in 
your choice of any twe sizes 
—if you ask your 
jobber. Sizes: exten- 
sion 18°’ te 30”: 30” 
te 48°: 48” te 72”; 
72" te 120”. oe 
is 
¥ 





~~ 


Rods; 


Closet 


Hall We ssel 


Ask your jobber for, insist on 
getting genuine Hall-Wessel 
competitively 


“a priced with a generous mark- 
up 


IN Canada: Geo. S$. Hall Ce. 
25 Grenville St., Terente 1 


Export: Hall & Reis, Inc. 


165 Broadway, New York & 


HAE-HW102-55 


HALL-WESSEL CO. © 919-931 


BEST OF ALL CLOSET RODS IN 2 VITAL WAYS 
NLY H-W 


CLOSET RODS 


COMBINE 


eT 
g spoT WELDED rE 


Exclusive 


PROFIT MAKING SALES FEATURES 


Compare Hall-Wessel extension 
closet rods with others, regardless of 
price—you'll recognize that HALL - 
WESSEL rods are unequaled for 
quality or value. There’s nothing 
that equals Hall-Wessel WELDED 
tubing for sag-resistant rods 
nothing as sturdy as H-W spot 
welded flanges . . . nothing as attract- 
ively bright as Hall-Wessel nickel 
plating. Satisfy your customers with 
all three advantages . . . PLUS Hall- 
Wessel precision fitting of inside and 
outside tubing to assure easiest con- 
traction and expansion of rod. You 
get these advantages only in Hall- 
Wessel Extension Closet Rods—at 
no extra cost. 


North 5th Street, Philadelphia 23, Pa. 








Put your tinger on targer protite 
with 


a 
¥ 
y » 
ul 
~ a 
j 
J 


LIGHT BULBS 


GUARANTEED TO BURN 


2000 HOURS 


Test ~ checked conduet- 
in our own lab- | e@ periodically 
eratories daily ¥ veer 

4 erat o- 
to maintain ries substantiate 
their highest 


record of 
standards hours 


Tests 


“lest twice as leng'’ This powerful sales mes- 
soge motes Marvel Light Bulbs o new “impulse 
item" for you doubles your light oulb sales 

brings in new soles with 25% more profit 

.» on every sole. Meorvel Light Bulbs ottrect new 
cusfomers ... creefe mew sfore trofic .. . give 
your customers more for the money ... you moke 
more money on eoch sole 


Send for Price List and Special Ofer. 


MARVEL LAMP CO. 


307 Newerk St., Hoboken, N. J. 
America's Oldest independent Lomp Compeny 
New York Representetive: JACK SEGAL WhHitehel! 3.8773 


188 





L 





for Big Spring Sales 


GARDEN Big Summer Sales 


BELLS Year 'Round 

anil delta, lias ait 
WITH THIS BELL YOU CAN moke every 
ovidoor meal oa festive occasion; call 
gvests to the outdoor grill, coll the 
children. It's a real “Come and Get It” 
Bel!; co real “Chow Down” Bell; a Barbe. 
cve Bell that's o must for every outdoor 
porty. 


tani 





This Big 6-inch solid brass bell is highly 
polished, lacquered and packaged in 
an attractive display box. Suggested 
retail price is $6.49. (Higher in West. } 


Bellis ore individually packaged, fully 

assembied with “Good Luck" horseshoe 

brocket attached. Send for additional 
information NOW! 


Gift Sales! 3 





BEVIN BROS. MFG. CO. 
EAST HAMPTON, CONN. 
Soles Agent 
JOHN HH. GRAHAM & CO. INC. 
105 Dwone St.. New York 8. WN. Y. 








Father's Day Promotion 
To Start on May 21! 
A Father’s Day hobby gift set of 
model Navy ships by Revell, Inc., 
Calif., 


tional promotion by big name tele- 


of Venice, will have a na- 
vision salesmen. 

This “Victory At Sea” 
retails at $4.95 and includes models 


gift set 


LL» ern om 


3 
VICTORY AT SEA 


of an aircraft carrier, torpedo boat 
and destroyer. 

The national! begins 
May 21 with commercials worked 


promotion 


} 


into five national television shows 


and many local shows, to be re- 


peated until June 19. 


Soil Conditioner Drive 


A spring promotion for 
Terra-Lite, vermiculite soil 
tioner, was launched by 


lite Co., of Chicago. 


sales 
condli- 


the Zono- 


The campaign includes a counter 
display with descriptive literature, 
banners, floor mailing 
announcements, 
and newspaper mats. 

Terra-Lite 
seven 


display, 
pieces, radio spot 
ads also appear in 
national homemaker and 
gardening magazines. 


* - 
Fishing Tackle Mats 

The fishing 
tackle manufacturer of Kalamazoo. 
Mich., provides a mat 


Shakespeare Co., 


service for 
dealer advertising in local news- 
papers. 

The product ads in the mat ser- 
vice are miniatures of national ads 
in 1955 Shakespeare advertising. 

The mat offered so 
dealers can their store 
advertising with Shakespeare's na- 


sery ice is 


coordinate 
tional advertising 
HARDWARE AGE, 


APRIL 28, 1955 





DeM sports 
equipment 


Hoppe Products Are 
Always in Demand 


because ALL guns — active or idle — must 
have cleaning, care and protection. Hoppe's 
Gun Cleaning essentials do these jobs quick- 
ly, thoroughly and with less work. That's 
why millions of gun owners prefer Hoppe’s 
No. 9 Solvent, Patches, Lubricating Oil, Gun 
Grease and Gun Cleaning Rods. Ask your 
jobber—he can supply you. 


FRANK A. HOPPE, INC. 


2314A North 8th St.. Philadelphia 33, Pa. 

















a: COND) WAY TO 


BIGGER BARBEQUE PROFITS! 
Setar seeerea. ae am the hardware store 


inferced carrying case with handles 














contains 9” x 16” (20 ga) steel grill 
with folding legs, full pint *‘Sure- 


3 ’ ' - “ | ; a 

Fire’’ charcoal lighter fivid, 52 bog j : 

briavets. ' 1 1 « 
TO RETAIL $500 4 ai 


AT ABOUT 


4 -N 
STANDARD 4-in-1 BAR-B-Q KIT Draper-! faynard, wme of the 
most reliable business names in 
Sold by thousonds lost yeor bock 
ogoain os national! ieader Stee! (20 gc) the mati nm, has been associated 
9” « 16” grill, Kingsford * Sure-Fire with hardware stores for more 
improved NEW charcoal lighter fluid, than a century. And during 
carrying case, 5H KINGSFORD herd those eventful vears, D&M has 
wood charcoal! briquets for 17% hot k ‘ ee ns le f 
ser, infra-red cocking. Burn 3 times ept pace with a modern line o 
longer, too. sports equipment, priced right. 
TO RETAIL $ 00 ‘ If you're not now handling the 
AT ABOUT D&M line—it ll pay you extra 
) ) ‘ prohts to do so. Contact your 
PROFITS IN BARBECUE . . . YOUR TILL WILL TELL YOU SO $ } aan rma oon direct. 
. % 1e¢Etle 4 - 
This s the svurprisingty ow-priced Borbecuve Kit thet storted thousands of ‘ om j ete cata ORS available. 
motforis'’s corrying Borbecve eavioment everywhere last yeor Provides tremen . 
' ——~ es 
dovs boost in volume of allied borbecve oducts, too. Stock plenty of kits, tar 


rer 
, ~ 
refill KINGSFORD hordwood chorcoc! Briquets ond “Swre-Fire'', the truly ee 
fost, clean, odorless chorcoc ghter fluid 


CONTACT DISTRIBUTOR . . . OR WRITE OW! Draper _ Maynard 


KINGSFORD CHEMICAL COMPANY Sports Equipment 


ee ge ee ee 
IRON MOUNTAIN, MICHIGAN CINCINNATI 32, OHIO 
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Program Starts May 14 
On Galvanized Ware 

A spring-summer promotion on 
galvanized = steel buckets, 
baskets, refuse cans and sprinkling 
cans by Jones & Stee! 
Corp. of Pittsburgh, Pa., will start 
May 14. 

A consumer ad will break on 
that date and will be followed with 
materials for hardware dealers tie- 
in. Available to dealers will be a 


pails, 


Laughlin 


window poster, banners, 
mats and a bulletin of suggestions 


newspaper 


for developing store traffic. 
The 
dealers in the 


“(Cet 


selling line for hardware 
advertisement 1s 
local hardware 


them at your 


store. 


Portable Radio Campaign 


Inc., Columbus, 


® EYE-APPEALING 
© BUY-APPEALING 
© PREPRICED 2 FOR 15¢ 


Arvin Industries, 
Ind., has announced a special offer 
Step up unit sales with the self-serv- 
ice “Can't-Miss” 2 PAC. This con- 
venient, transparent pockage is a 
proven, “sure-fire” traffic stopper. 


McGILL METAL PRODUCTS CO. 


Been. pene 


to dealers on two of its portable 


radios. 





With each model 854p Sportable 
the model 
852p, the dealer can give his cus- 
aluminum 

retall 


radio, and Vacationer, 


MARENGO 


SQUARED to Match 


Today’s Kitchens! 


tomer a )-plece Pienik 
Pack that 
S895. 


With each 


Picnic 


has a value of 


order of six or more 
Packs 


provide a 


radios and from the 


Arvin will me? 
packet 


display, a 


dealer, 


MOE 
5 St containing a 


ee. - 


chandising 


radio window banner. 


— 


and a newspaper ad mat. 





HARDWARE HUMOR 


WE SELL 
FERTILIZER 
iN BROKEN 


SACKS 
Makes Round : 


Styles Obsolete! 


Holds more! ° Built-in defumer' 
¢ Stay-open lid! * Ordinary paper 
begs ere square; fit Magikan's square 
design. * Handle for easy carrying. 
°* Aluminum innercan: will never 
chip, rust or peel (a new one FREE 
it it does) 

Newest colors! Pre-priced 
marked for full profits! 
IT'LL PAY TO INGREASE TOUR STOCK! 

vy as eek Oe le 


Moagikan— Magik cooler —Magitaine:r —Magitwir! Twins 


USE THE 


MIN |SY 


SELF SERVICE ISLAND COUNTER 
Both sides attractively display 
complete DAISY Line—everything 
for the home in rubber. Write for 
Special No. 1800 Island Counter 
Display Deal. 


SCHACHT RUBBER MFG. CO. 
Dept. A, Huntington, Ind. 


| | ttt 
> Ff 


NAILS 


Flooring 








= 


' 


MALE 


Roofing 
Siding 
Lead 
Head 


Screw 


Underlay- 
ment 


Pallet 


ill ph lee he eee ee ele 


Drywall Ring Shank 


Write 
for Samples 


W. H. MAZE COMPANY 


PERU, ILLINOIS 
EST. 1848 


“Producers of better nails 
for the better application 
of siding and roofing” 
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FULLY GUARANTEED 


AS To QUALITY, FIT, AND FINISH! 


STAR 


SERVICE 

















- STAR Cc 
CARPENTERSVILLE. TLL. 
V.S.aA. 


Patterns are available for practically all 
plows, listers, middlebreakers in No. 1 
soft center or No. 2 crucible 
steel of the highest quality obtainable. 
Send today for catalog. 


STAR MANUFACTURING COMPANY 
DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) 


BEFORE YOU MODERNIZE 
GET ALL THE FACTS ABOUT 
















4LEX - ORAM 









































Potent applied for 





























Available through your Retail 











Hardware Associations. Write 











foday for complete information. 


STREATER INDUSTRIES, INC. 
ALEX ~ OPAMA SPRING PARK, MINNESOTA 


® STREATER’S INC. OF NEW YORK 
CHATHAM, NEW YORK: 
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BULL’S EYE BILL 


says: 


"Boct Deal 


for the 





QUICKEST ALL , 
T Ou 
— TURNOVER | SHIPMENTS | Wape, ~<a 
marci ” come nomic IN Key 
Mage men \ INDUST Locations 
no 
¥ L v ' 


Fast, pre-paid delivery from warehouses 
in Atlanta, Ga., St. Paul, Minn., Dallas, Texas or 
San Francisco, Cal. Terrific values in sporting arms 
... you'll hold aces with H&R! 


HéR .22 RIFLES 












PIONEER, Model 750. America’s greatest 
bolt action single shot valve! Features Bull s-Eye 
Broach Rifling, self-cocking, side thumb safety AND exclusive “Fluid 
Feed’ loading platform. All this and it Bic retails at $17.95 
PLAINSMAN, Mode! 865. Bolt action 5-shot box magazine .22 repeoter 

fastest reloader in its field with the positive magazine ejector 
Beautifully balanced for easy handling . . . crisp, sure action 
Retails at $25.95 


HsR REVOLVERS 








SPORTSMAN, Mode! 999. Top brecking .22 
cal. 9-shot revolver, 6" borrel.. . retails at $49.75 
MODEL 922, solid frame .22 cal. 9-shot revolver 
4” and 6" barrel lengths...........retails ot $28.75 


BANTAMWEIGHT, Mode! 922 solid frame 2'% Obeorre! 

.22 cal. revolver, small size grips. retails ot $28.75 
GUARDSMAN, Mode! 632 solid frame .32 cal. 6-shot revolver > 
and 4” borrel lengths i sliaciiaai dial iad 7 retails ot $34.75 


Chrome models, except 999 — $1.00 extra 


HéR SHOTGUNS 





TOPPER, Model 48 ... world’s largest selling single 
barrel shotgun . . . now with comfortable rubber recoil pad and richly 
blved frame. Simple, clean, trouble-free mechanism. . .retails at $24.95 
12 gauge with 30 & 32° borrels: 16, 20, 28 & 410 gauge with 28 
barrel. 16 gauge with 30” barrel. 


TOPPER, Mode! 488 chromed frame, block stock ond fore-end 
A410 gauge with 28° barrel jonsecueeet retails at $27.95 
GAMESTER DE LUXE, Mode! 349... the fast handling 12 or 16 gauge 
bolt action tubular repeating shotgun. Variable Choke dials in 9 different 
degrees of choke Mulino Sighting Dome assures superior accuracy. 
Hondsomely crofted with Monte Carlo stock, recoil pod, fluted comb, 
semi-beovertail fore-end.... ..retoils at $35.95 


HARRINGTON & RICHARDSON, INC. 


Where U. S. Mi Garand Rifles are Made 





3274 Pork Avenve, Worcester | Massachusetts, U. S. A. 
Conodian Plont and Soles Office: 4.48. Arms Co. Ud 
St. Lambert, Montreo! 23, P. @.. Conede 









19] 











EGG BASKETS 


Yellow Plastic 
reduces egg breakage 


Our yellow plastic coated 
baskets are the standard of 
the poultry industry. 


Similar welded wire baskets 
are used for farm crops, 
gardening, lawn care, cellar 
storage, and store display. 


THE WASHBURN COMPANY 


Rocktord. Iti 
Quality eee elt as mets @ 1880 


Worcester, Mass . 


Housewares * Hardware * Wireware 


Sharwus (OK 
REFILLABLE 
FASTENER ASSORTMENT 


NO. AS 954 


ALUMINUM SCREWS 


: 
~ ed 


7 


[answers the Growl 
 pemand of the an 
po-tt-Yourself Mor 


A COMPLETE 
DEPARTMENT IN ITSELF ! 


16 sizes of rustiess Aluminum 
fasteners including wood screws, 
machine screws, sheet metol 
screws and hex nuts. 

ASK YOUR JOBBER OR WRITE US 


NORWOOD, MASS. 


Delco Sets Up Program 
For New Water Pump 

Delco appliance division of Gen- 
eral Motors Corp., Rochester, N. Y., 
has a new horsepower shallow 
water jet pump and an advertising 
and sales promotion program for 
the new pump features a series of 
ads in consumer magazines and 
newspapers, a major spot radio 
campaign in nine key cities and a 
series of ads in business maga- 
zines. 

A visual sales guide for dealers 
is part of a complete merchandis- 
ing package that contains product 
feature tags, showroom banners, 
store displays, and a pocket guide 
for selling. 


Sprinkler Promotion 
Continues Into July 

A lawn sprinkler consumer pro- 
motion from April through July 
by Melnor Metal Products Co. of 
Long Island City, N. Y., will fea- 
ture a dealer sales aid program 
plus consumer advertising. 

The company is putting the spot- 
light on its new $8.95 “Swingin’ 
Spray” oscillating sprinklers, and 
featuring its garden hose acces- 
sories. 

The expanded dealer sales kit in- 
cludes window streamers, in-store 
displays, envelope stuffers, photos, 
electros and mats. 

Advertising in consumer maga- 
zines will break to hit the spring 


Season. 


Bernz-O-Matic Line 
Has Record Budget 

The Otto Bernz Co., Rochester, 
N. Y., set up a $250,000 advertising 
and merchandising budget to pro- 
mote its Bernz-O-Matic cookstove 
and lantern. 

The budget, largest in Bernz his- 
tory, will be used for television, 
newspaper and magazine advertis- 
ing. 

Merchandising aids will tie in 
national advertising with dealers’ 
local promotions. 

Aids for dealers include window 
banners, stuffers, counter display 
cards, overhead mobile displays and 
complete window displays for the 
Bernz-O-Matic torch. 


al position 
CHECK VALVES 


pleble 
METAL 
POPPET 


CAN’T 
STICK! 


. 
CAN’‘T 
LEAK! 


FOR RUGGED SERVICE 


Here's an all-position Check Valve 
for rugged service for cold or 
hot water or steam. It’s sensitive in 
operation, and the flexible metal 
poppet cant leak or stick. 200 Ibs. 
pressure. Made in seven sizes. Write 
today for Bulletin 302. 


Order from your Jobber 


STRATAFLO PRODUCTS, INC. 
FORT WAYNE 1, INDIANA 








Bir 


LAWN MOWERS 





BLAIR Homestead 
16” or 18” cut 


Also available: BLAIR Reel and Ro- 
tary Power Mowers, and a complete 
line of fine hand mowers. 

If it’s made by BLAIR, the qual- 
ity’s there. 


BLAIR MANUFACTURING CO. 
Telephone 2-7449 
Springfield 7, Mass. 
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SELECT 


NAIL 


ASSORTMENT 


Give your customer less? 
With ANCHOR No. 650 1 
@ NAIL ASSORTMENT he ? 
not only gets more BUT a wider variety of nails. | | | | I Wad re S 0} re : 


ASK YOUR JOBBER. We will be happy to send 


you full particulars on our extensive wire line. 
VY Bait Casters 
_ WIRE CORPORATION Fly Casters 
6 LAMAICA AVE VY Trollers 


Y Surf Casters 
VY Spin Fishermen 


. and many others! 


You can sell every type of fisherman when you feature 
SUNSET fishing lines. SUNSET has a line for every 
fishing purpose. The SUNSET brand has been widely 
Seenamioal advertised for over 20 years and is well known and 
respected by fishermen. Sell SUNSET it's easier! 








Proven in 


Use e \ FLE XON softest, slickest, strongest monofilament, 
an ro ine . made by German process — holds knots, handles like 
' magic. 
High Flash THINNER — 
Point CASTMASTER Finest siliconized nylon casting 
line; perfectly balanced to absorb shock, set hook, 
Slow Drying— wr hang on 


Long Leveling FLOATER Non-sinkable fly line with unexcelled 

, casting qualities for dry fly, bass bug and all top 

Pleasant - ; water fly fishing. Smooth, pliable plasti-seal finish 
Odor — never becomes tacky 


SURF KING Line of the chompions for salt 
water squidding, fresh water trolling. New smal! dia 
meter, siliconize finish 


Write for full color catalog of Sunset Lines and dealer 
selling aids, giving name of your jobber. Sunset Line 


& Twine Co., 1105 Jeflerson St.. Petaluma. California 


7 = = ° . © 
TURPENTINE & ROSIN FACTORS nc |e | su mset lines 


PETALUMA. CALIFORNIA FLORENCE. ALABAMA 


Gals., Qts., Pts., Ht-Pts. 
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BLACK G&G SILVER 
PUTTY KNIVES 
AND SCRAPERS 


NEW FREE NO. 22 
STEP-UP SALES 
MERCHANDISER 


Speed up profitable. putty 
knife and scraper sales with 
this new, beautiful all wood 


sale merchandiser which 
prices cach tool on display. 
[he No. 22 stops the cye and 
starts the sale. Free with deal- 
er $25.59 tool assortment. 


WRITE FOR CATALOG SHEET 


MANUFACTURING CO. 
SOUTHBRIDGE 
MASS. U. S. A. 


CHAIN 
TONGS 


“Reversible.” “Standard and “Ideal” types 
im all sises Jaws are drep ferged from s«pe- 
elal steel, are carefally milled, heat treated. 
hardened and tested The Handles are forged 
spring steel The Chains are preef-tested te 
2 3 eatalee «trenath (1.200 ib. te 40.000 Ib.) 
“Reversible” Jaws nive deuble jaw life. 
“Standard” Jaws hawe extra bearing on the 
handie and ferged-in chain cuide« The 
_ “Ideal” Tenge have VY Shaped 
Fretithe too Dd teeth for a ure grip eon irrege- 
_ Careless 


RMSTRONG BROS. TOOL CO. 


The Teel Metder Peepte 


S714 W. ARMSTRONG AVENUE + CHICAGO 30. KL 


lar shapes—fittings., ete. 





Disney Plastic Dogs 
Sell Cellophane Tape 

The Minnesota Mining & Manu- 
facturing Co., of St. Paul, Minn., 
touched off a sales promotion for 
“Seotch” brand transparent tape 
using eight dog “stars” from 
“Lady and the Tramp,” Walt Dis- 
ney’s new feature cartoon, as mer- 
chandising aids. 

The dog stars, Lady, Tramp, Peg, 
Daschie, Jock, Trusty, Pedro and 
Bull, each in three dimensional 
plastic, are offered free with each 
25¢ and 39¢ roll of cellophane pur- 
chased. 

Two merchandising aids avail- 
able to dealers are a floor display 
stand and a counter-top bin. Both 
are printed in color to tie-in with 
the plastic dog offer. 


Toastmaster Promotes 
Toaster Bridal Gifts 


A promotion on toasters as gifts 
for brides was started this month 
by the Toastmaster Products Divi- 
sion of McGraw Electric Co., of 
Elgin, Ill. 

Dealers are supplied a full-color, 
laminated mounted plaque for 
counter or window display of the 
company’s “Bridal Gift of Gifts” 
advertisement in consumer maga- 
zines. Also, a window streamer, 
sales planner and sales tips book- 
lets and a consumer booklet. Other 
materials include a gift headquar- 
ters insignia for window or wall, 
advertising 


mats, displays and 


tolders. 


Merchandising Service 
Launched for Dealers 


Congoleum-Nairn, Ine... of 
Kearny, New Jersey, has prepared 
a 68-page brochure, “Gold Seal 
1955 Retail Merchandising Ser- 
vice,” for distributors and dealers. 

The seven-part brochure covers 
the profit pattern for dealers, dis- 
play, newspaper advertising, direct 
mail, radio advertising, outdoor ad- 
vertising, and facts about Gold 
Seal merchandise. 

In floor coverings, a 12-month 
chart enables the dealer to plot his 
sales throughout the year, and a 
chart helps plan promotions in ad- 


vance for the entire year. 


LANTERNS 


R. E. DIETZ COMPANY 
SYRACUSE 1, N. Y. 








Bewildered ?? 


io 0 Sc so 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
dealers. This helpful 
feature in each issue 
is another reason why 
HARDWARE AGE is 
the No.1 choice of hard- 
ware dealers through- 


out the nation. 
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' 
STORM DOOR CLOSER AND PROTECTOR NO. 80 


a @® Fast moving Beauty—heavy brushed cadmium finish. Strong, 
i : , : smooth operation for perfect control. Simple installa- 
household items tion. It’s the only closer that’s self lubricated and 

has a 10 year guarantee. Compression type spring 

e Individually packaged in chain protector has hold-up spring to prevent mar- 

ring door or glass. Demonstrator display with carton 
NN 


~\ Polyethylene bags to stim- of six. 


AY ulate impulse buying. 


@® Each item attached to attrac- 
— : . 
tive four color lithographed 








As above without chain. Self lubricated for efficient | 


card. = osama \ operation and long life. Enclosed shock absorber 
spring. 

Write for New Catalog No. 18 ae | ae oo sane lad 

and additional informationon y. STORM DOOR SETS 

these sturdy cast plated items, ) a Available in complete set for each 


door including closer (with or with- 


R 2) C cf , out chain), latch, 
te 8) © | lock and hinges 














MANUFACTURING (CO. : 
meomen @ meme m: mn a.m) We le) arte 250 E. Sth St., St. Pawl 1, Minn 











STAINLESS Lo \ y S~ 

STEEL < a—_— 4 ih 
“5, & A “ali Line 

BINDING «=~ Sw Quality 


* WOODRUFF KEYS 


EDGING ror LINOLEUM F Z MACHINE KEYS 











= 
= 
= 
= 
= 
= 


ni 


*MACHINE RACK 





== 222" e-TAPER PINS 
YOUR COMPLETE Se SSC COTTER PINS 
SELLING PACKAGE *SPECIAL PARTS 


No 20—12% ft Binding : 

* NO NAILS TO ee sah: = Ze an and other Stanho products 
COUNT a a a “a Bulk or Packaged 
complete with nails "89¢ . 

woe {ee ) WRITE for CATALOG 


Ask Your Jobber No. 30 — 18% ft. Binding | Z —— one See 35 


complete with nails $1.25 


Salesman or Write (Suggested Retail 


* NO MEASURING 


* NO CUTTING 


MT LLL Ee 


Wein 


: 














UNITED INDUSTRIES, INC. wn PIORSE MAIL CORP 


231 S. LA SALLE ST., CHICAGO 4, ILLINOIS | NEW BRIGHTON, PA 
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ASK YOUR JOBBER 
FOR NEW 4 PIECE 
RAPID SALAD SET 


WITH 
GLASS BAKE DISH 


For Your Gift Department 


PACKED IN 
GIFT BOX 


4 PIECE SET 
SLICES SHREDS GRATES 


ae 


BLUFFTON SLAW CUTTER CO. 
BLUFFTON, OHIO 


METAL FLOATS 


Engineered To Your Specifications 


SLICE - SERVE 
STORE OR COOK 
ALL IN ONE DISH 








@ Made of copper, plain steel, copper 
plated steel, stainiess stee|, KA-2SM0. 
aluminum, brass, monel, pure nickel 
Admiralty and Everdur or any suitable 
metal for open tank and all pressures 
@ Seamless copper bal! floats carried 
in stock in diameters of 3”, 4”, 5” 
6”. 7”, 8, 10° and 12” for epen 
tanks and pressures of 25. 50, 100 
and 150 th. Floats im special sizes 
ane pressures— 

@ Seamiess copper bal! foats carried 
and 150 th. Fleats in special sizes 
@ MADE TO ORDER. Stainiess steel 
ball floats larger than 12” diameter 
carn be made up specially. Write for 
METAL FLOAT catalog 

Engineers 


Float Manufacturers 
. Bronze Founders 


Metal Fabricaters 
ARTHUR DEPT. HA 
. » noes 


ARRIS & CO. 


berdeen $t., Chicago 7 


a- 204 


Home Owner Complaints 
Boost BBB Business 


The Association of Better Busi- 
Bureaus reports it handled 
slightly more than 2 million in- 
quiries and complaints last year, 
or 6 pet more than in 1953 and 
double the number in 1949. The 
1954 figure is an all-time high. 
Pres. Victor H. 
that practices in the 
provement field 
followed by home appli- 


ness 


Nyborg notes 
home im- 
caused the most 
inquiries, 
ances. 

cover 103 bureaus in 


the United States and Canada. 


Reports 


Every Fifth Home Now 
Of Brick Construction 
Brick houses account for 20 pct 
of the 
being built currently, according to 


single family dwellings 
a Labor Dept. survey. 

This marks a 16 pct gain in the 
brick in the 
market during the past 10 years, 
notes the Bureau of Labor Statis- 
tics. 


residential! 


ise of 


The report explains that a brick 
either solid brick or 
brick veneer on masonry or frame 


nouse mav ve 


Suggest Changes in Saws 


Revised recommendations for 
include 


number of 


metal-cutting band saws 
width, 


teeth per 


thickness and 


inch listings for three 


types of saws: regular, skip tooth, 
and under-cut or hook-type. 

The recommendations have been 
approved by the standing commit- 
tee for simplified practice recom- 
(214-48. 
the proposed revision may be ob- 
tained from the Commodity Stand- 
Division, Office of Technical 
Services, U. S. Department of 
25, D. C. 


mendations Copies of 


ards 


Commerce, Washington 


New Outboard Policy 


Johnson 


Motors, of Waukegan, 
lll., has a new policy for buyers 
who do not put their outboard mo- 
tors to The flat 
90-day guarantee is replaced by a 


immediate use. 


guarantee for 90 days from initial 
use or one year from date of pur- 
chase whichever comes first. 


CHAIR-LOC 


Amating New Liquid 
S-W-E-L-L-S$ Wood 
© Penetrates wooed fibres— 
makes them ¢-x-9-a-a-¢ 
permaneatty. 
® Quickest and easiest way 
te fix leese ehair rungs. 
legs, handles, dowels 
dove-talis, ete. 
, A Fast-Selling impulse item 
Write fer Free Samples anc 
Literature 


CHAIR-LOC CO. 
Lekehurst 3, N. J. 





TL es 
SUNS 
Fremoh 


CHAMOIS SKIN 
aet@ecsme Gert. | te: 
MADE IN USA 
Ask Your Jobber for Our Double 
Duty Chomors Double Valve’ 
“EASIER TO USE 
"LASTS LONGER 
"CLEANS BETTER 
HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 








FLEXIBLE 
SUPPLY 
PIPES 


for 


Lavatory, Sink and Closet 
PITTSBURGH NIPPLE WORKS, Inc. 


1455 Spring Gorden Ave., Pittsburgh 12, Po 











™ 


; i E Mone — 
FILE HANDLE Assures better workmanship and 
safety to user t can't split 


FILE CARD—cleans files. taps and dies quickly and 
theroughly 

HOG SCRAPERS—single or double end 
TROY FILE WoRKS 
Troy Est. 1831 i We 











EDUCATIONAL TOYS 
and HOBBY KITS 


for boys and girls from 1 to 16 and up 
Woodburning Sets, Metal Tapping Sets, Tool 
Chests, Boat Builder Sets. Toy Lawnmowers 

and Wooden High Chairs, Step-Up 

Ironing Boards, Pull Toys, Push ~ 
Pre-Schoo! Toys, Sand Decorating Sets, Werk 
Benches, Toy Cast-lron Cookstoves ond ecces- 
sores 


SEND FOR FREE CATALOG 
AMERICAN TOY & FURNITURE CO., INC. 


6130 North Ciark St., Chicago 26, Ili. 








EDGERS —ROTARY HOE 


#1 Edgemaster Wt 2% Ibs $2.75 
#2 Edgemaster Wt 2% lbs 3.75 
#3 Edgemaster Wt 2%4 Ibs 4.50 

Rotary Hoe Wt 2% Ibs 3.75 


COCHRAN 
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AMERICAN 


WALL SAFE 
Retails profitably at 


only $49.95 


Dealer and Jobber franchises 


now being awarded 
A "SAFETY DEPOSIT VAULT" for 


Home, Office, Store, Gas Station, etc. 
Easily installed in partitions, closets, chimney walls, foundation walls, floors, etc 
INSIDE DIMENSIONS: 7" deep, 10" wide, 14" long 


@ FIRE RESISTANT @ Combination easily reset by owner 
@ BURGLAR RESISTANT B@ Concealed Hinges 
@ Genuine YALE four-tumbler comb. lock @ Tomper Proof precision fit door 
@ 10,000 possible combinctions @ Specio! Asbestos Lining 
Write for further information 


AMERICAN WALL SAFE MFG. CO. INC. 


13 WAHNITA ROAD WORCESTER, MASS. 











SEE THIS CONDENSED CATALOG | 


~ CASTERS 
and GLIDES 


on Pages 353, 354, 355, 356 
of July 22 issue 
HARDWARE AGE DIRECTORY 


and Order From Your Jobber Today 
FAULTLESS CASTER CORPORATION, Evansville, ind. 


Fam MARSHALLTOWN 


@(MARSHALLTOWN 


Two money makers—One great name 


PLANTABBS 


| PLANTABBS PLANTABBS 


Plant Food Tablets Aquarium Plant Food 


ANT FOOD 
Taesters 





Makes Plants Thrive 
and Fish Healthy 


Leading aquarist writes, 
“Plantabbs Aquarium Plant 


World’s Largest-Selling 
Plant Food Tablet 


Used by millions for house 
plants, flowers, vegetables 
11-15-20 formula provides Food little short of terrific 
all vital food elements. In Keeps fish in fine shape, 
50c, $1.00 and $3.50 ylants reproduce, even 
sizes. Packed in colorful sell- mee * Packed 24 to sell- 
ing cartons. Samples on re- ing carton Retail, 35c¢ a 
quest. box.) Samples on request 


Nationally advertised 
12 Months a Year! 


25c, 


Recommended by 
Leading Aquvarists 





Ask your jobber or order direct — Dept. HA 4 


PLANTABBS CORP. Baltimore 1, Md. 











. 


Ze 


TROWELS 


MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 





GIBSON 


GRIPPER CLIPS 


Keep Things in Place 


Bright nickel finish * Need no adjusting 
No jutting points * Retail for 10¢ in East 
Double spring for greater holding power 
Large size grips %” to 1144” diameter 


Small size grips 4° to 4%” diameter 


GIBSON GOOD TOOLS, INC. SIDNEY 3, WN. Y. 
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CONDENSATION 
_RUST_ 


with just a - and a can of Et 


Terrific, new scientific discovery thot literally “points aweoy 
condensation and rust on cold woter pipes, cir conditioning ducts, 
steel basement windows 


Completely eliminotes old-fashioned pipe wrapping and cumber- 
some insuletions Peckeged in consumer ond commercial sizes 


Please send complete 
; NAME (Please Print 

' 

: ADDRESS 


' 
: city 
i Wholeselers : Agents 


Rivco DRIP-SEAL 


information NOW before the season sterts! 


STATE 
A tew desivable territories still available 


© Box 5815 © Columbus 21, Ohio 


Push Black & Decker Saws 


: ; 
e¢ Model LO! 


amateur and profes nal custome: 
@® Powered by B&D-built motors 
@ Built-in depth & bevel ad 


istments 


Priced trom 


$6450 $4145° Order from your 86D wholeseler—tisted in phone book 


Yellow Pages under ‘'Tools-Electric.’’ 


197 





Classified Opportunities Section 


CLASSIFIED ADVERTISING RATES 
Help Wanted, Accounts Wanted BOXED DISPLAY AD RATES NOTE: Samples of merchandise, litercture, 


i iti . cotciogs, efc., w not be forwarded to box 
Business Opportunities $8.00 per column inch number advertisers unless accompanied by 
Representatives Wanted, etc. 


ficient t for remailing. 

d 50 $5.00 5°, discount allowed for 4 or more con- sufficient postage for remailing 

$¢ ; ma mm” m : or : , , | : 
ey aaah weed 10 secutive insertions of Boxed Display Ads. No agency commission allowed 


Ki Cuts or special borders not cccopted. HARDWARE AGE is published every other 
Positions Wanted adress your correspondence and replies to Thursday Classified forms close iS days 


ae $4; wae Steen HARDWARE AGE —** ® ===" 32% 
$2.00 


Each addition or . Remittance must occompany order in form 
Sen OceNenm were Classified Opportunities Depf. Her wr gl mene codes, Gat currency or 





Words for Keyed Address 


or Your Address 100 East 42nd St... New York 17, N.Y. stomps 




















Representatives Wanted Representatives Wanted Accounts Wanted 














REPRESENTATIVES WANTED FOR 
ONE OF LEADING LINES OF 
BUILDERS HARDWARE TAMP. COM 


established manufacturer with excellent - 
/ | ‘ ; 4 | cc -.) 
acceptable, complete line of locksets A; FACTURERS REPRESEN 
several choice territories open. Our prod 7. : ‘ : : ’ Pi: ' 
7 se ’ ~~ 2 > | 4 () 45 * 
lai ae oa ee ee ie tea aeametenn kin r LINES WANTED 
nand ? n , ’ ats aq y oungstowr! (oni 
ro ' — meer Bact te d gy oom sets Manufacturers’ Representative handling 
' f nc ¢ Din "s os rec : 
nized for their rec n lity an en JIMJ AGENTS entire state of Ohio and Western Penn. 
2 C p cist gue! y ore and Syivania including Pittsburgh is desirous 
economy. Please write only if you ore at present etract one hundred sixts , of adding one or two good hardware 
contacting building meoterial and lumber decal- items for this territery. 
ers, hordware dealers and jobbers. State lines et wm fle are Address Box 439. care of HARDWARE AGE 
you ore now < orrying onc experience r field , . ’ ant . ' Dt on ait meee aan tinea em a 





y rr et} We therstrit 











Address Box 340. care of HARDWARE AGE 
i) East 42nd Street. New York i7. NY 





Address Box 434, care of HARDWARE AGE 
100 East 42nd Street. New York {7, N. Y 




















OR AREA AGENTS TO) SEI 
, thea < ea ¢ th, H 





MANUFACTURERS’ REPRESENTATIVES 

. Well established. excellent sales force, cover- 
A Nationally known manufacturer ng Territory of Puerto Rico, desire additional 
nes. Hardware. tools, paints, brushes: Elec- 


“CHESNEY” SAW HORSE BRACKET of electric soldering irons and solder guns trical, kitchen, table and glasswares; other 


, : ; ciliied lines 
“SPEED CLAMPS” desires representation in the hardware 
Nationally advertised A A COLES GLP MED IE Write: GENERAL TRADING AGENCY 
SOLD ONLY THROUGH 100% WHOLESALERS ee oo Box 5052, San Juan 27, P. R. 


Hardware Building Supply ; . . . . 
Lumber, and laductrial ganizations actively covering small terri 

















Ra eelll tories. Will not consider any national! 


a * handled, availa selling agency. Write, do not call or tele- 


PamMpic 





720 Towne Avenue, Los Angeles, California phone, giving complete information as to 








how long in business, number of lines 

PEPRESEN? handled, territories covered, number of 

.- < “ \ \ ‘ 

Nims ' salesmen and other pertinent information. 
DRAKE ELECTRIC WORKS 

3656 Lincoln Avenuc Chicago 13, Ilinois 











RERS AGENT WANTED 


ts ‘ . \t 


Mis 





Accounts Wanted 








REPRESENTATIVES 


- 


VW 


(TIMPETENT ; =. IARI \RI , is i Detroit ( 
SALESMEN — Territ : ) 5 ee 

l’eal lan) \\ : - tar W ashinct 7 , ‘ Write ANCO Corporation 
reg n Commission Basis Street. Pittsburgh 22. Pa 


‘* 
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Classified Opportunities Section 





Accounts Wanted Help Wanted Business Opportunities 











GENERAL SALES MANAGER A rare opportunity to bu 
BUILDERS’ HARDWARE a well established money making Hard 


aan 
Well established, rapidly growing Monufacture ware store located in down town Clev 
near Chiceogo, needs man with solid record o' land. with over 1.000.000 
performance at management level to expand , t 
and improve present National Sales Organiza draw irom, sales 3% 
tion and can be increased 
This job requires superior ability and exper saath aiid apnea 
ence to assure desired results, Dut presents ar img Omer interest 
. -_ —- 
exceptional opportunity and the right man w floor apx. 2Z x 1 
be comply rewarded. Extensive contacts with -_ 
rent $32 per 
Builders’ Hardwore distributors & OEM trode . 
_ 
essentio renting for $600 t 
Only those supplying omplete experience 


and Persona! records can be con; dered, bu! uon, well stocked 
their confidence w be strictly respected. Ou sacrifice for quick sale 
organization knows of this ad 
Address Box 42 eare of HARDWARE AGE Address Bex 428. care of HARDWARE AGE 
100 East 42nd Street. New York i7 Y i100 East 42nd Street. New York (7. WN. Y 























Help Wanted 








Positions Wanted 








CATALOGUE MAN 


Experienced compiler to assist in compiling whole- 
sale hardware catalogue. Must be able to type 
Permanent position for right man with old. estab 
lished firm located in Ohio. Give experience. personal 





history and salary expected 


iaieniicak onneumnnelaie mare Hamman “Ac, 100 East 4 PLASTIC INSECT SCREENING 


100 East 42nd Street. New York 17. N. Y 











Green 16 16 mesh heavy g 
Available in 28 30 32 width 
Brand new. no surplus. Job iot 


SCANDO TRADING CO 
154 WNessow Street New York 38, N. Y 














RETAIL STORE MANAGER 
are es Business Opportunities 


~ 








Address Box 437. care of HARDWARE AGE 
East 42nd Street. New York 17. N.Y 














Keep In Touch With The “OPPORTUNITIES” In The Trade — 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 
men. retailers and retail salesmen all use the medium that covers and con- 


tacts the hardware trade most thoroughly—Hardware Age. They know that 


There Are Many Business Opportunities In The Classified Section 


of this widely read trade publication. Hardware Age has been the recog- 
nized leader for bringing buyer and seller. employer and employee to- 


gether for many years. Use it and see if results do nut justify every claim. 


HARDWARE AGE, Classified Opportunities Dept.) 100 East 42nd St., New York 17, N. Y. 
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COBURN 
SLIDING DOOR HARDWARE 


#5916 DOOR SET—A bracket and hanger set 
with all components (less track) in one package. 
For doors up to 300 Ibs., 1%” thick. 


For catalog, write Sales and Engineering, 56 . 
Sterling Street, Clinton, Mass. 


Index to Advertisers 





Acme Quality Paints, Ir 

Alabama Mf Co 

Ail-Luminum Srods . Empire Brushes, In 

American Chain & Cable Co i9 Everedy Co The 
American Grease Stick Co 

COBURN PRODUCTS American Scale & Vise Co 

American Thermos Bottle Co. The | 

American Toy & Furniture Co 


PENCER rel ff 1 ON (EJ American Wali Safe Mfg. Co 
- . . ty Inc 


American Window Glass Co 

Anchor Wire Corp Fauitiess Caster Corp 

Apex Tire & Rubber Co Fawsco Mfg. Div 

Aristo-Mat Co Federal! Too! Corp 

Armstrong Bros. Too! Co Fitier Co., Edwin H 
ry c 


; Atias Screw & Specialty Co Fietcher-Terry Co 
A Atlas Tack Corp Ford Prods 


, Forsberg Mfg. Co 
~ > Frick-Gallagher Mfg. Co., The 


rteir 








Np 
INCloons 


a ‘4 see fo 

Phe “quality fee and balanced y Senich Co. The = 

design of Nicholls TROWELS, Belmont Co The, Div. Ridge a . ) 

TTOATS CE ‘NT TOOLS 2RIKS Tool Co Gibson Good fools, inc 

| L, he rs . EM ENT ] ) )] ~T" DARBIES AND Bevin Bros Mfg Co S bson-Homans Co The 

HAWKS give you fast sales action. Once they Black & Decker Mfg. Co Gilton Mfa Corp 

nick 1 ‘ rs ehnile wre « ' Blair Mfg. Co Goodrich Co., B , 

Wick i?) a Ni noiis tool the ¥ re , old! Bluffton Slaw Cutter Co The industr al Prod Div 

NICHOLLS Boker & Co., Inc., H 174 Graham Co., Inc _— - 
Boonton Molding Co Grand Specialties Co 

CARPENTER SQUARE Bridgeport Brass Co Greenlee Tool Co 

. + « top-notch sales producer since 1896. Broderick & Bascom Rope Co Griffin Mfg. Co 


. r | ro? me Co in 
Contact your jobber or write... oy be M.S Grote Mfg 


NICHOLLS MANUFACTURING COMPANY [itcoiat anal 


OTTUMWA, IOWA 





Cc Hall-Wesse! Co 


[ NEW SCREW ANCHOR EXPANDERS Hercratt Brass Div., Harvey Mch 


Calbor Paint & Varnish Co Co 
Cal-Dok Co. Inc., The Harrington & Richardson, inc 
Camilius Cutlery Co Horris & Co., Arthur 
Campbell! Chain Co ) Heller & Co, W. C 
Capewel!l Mfg. Co Hemp & Co., Inc 
Chair-Loc Co Hirsh Mfa. Co. S.A 
Champion Hdwe. Co Hodell Chain Co 
Chicago Spring Hinge Co Hoppe. Inc., Frank A 
Chi-Name! Paint & Varnish Co Hoyt & Worthen Tanning Corp 
Cincinnati Tool Co., The stommell Cc Th 

venefeld Co e 
Cleveland Mills Co + Mia C 
Coburn Prods. Div yde 9 : 
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Tufboy iN ‘ ‘ Davis Co. The H. B 


Dearborn Stove Co 


HAS NEW EXCLUSIVE Yer xtection Se 


Dietz Co., R. E 


= c Dioptron Co . —" Ce 
FEATURES fs , Jackes-Evo g 








Domes of Silence mo te pn 
Dor-File Mfq. Co saemees > 
Dormeyer Corp.. Power Tool Div. 50 ~enkins c Cor 
Drake Electric Works, Inc ‘lunku 5 oe! WIP 
. Dr r-M - . Cc UNRUNC 
|. New double hook tip ag 40 = & Co_ inc Justrite 
2. Graduations and figures on both sides of blade : Film Dept Cellulose 
one ponges 
3. Military type lock Duro Metal Prods. Co 
. : . . ine ro Toao!l 
4. Right to left, left to right reading destr. Is 


Dykem Co. The 


“You give two rule efficiency, one rule economy when you recommend 
this new Tufboy.” Ke -h 


Ke 099 B aah Mig Co 
Tl sangha 
CO. INC. Middictews Mew Yor (#) 
Lidebelililsls | WOO? Siep Sees tare Sues ttt li ii iy) 
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Keuff Esser Co 
(@) masren aur mre. puffel & © 
Kingsford Chem. Co 
E G. Building Festeners Corp 8? Klein & Sons. Mathias 
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Most of Your Customers Need 
A FORD DOWSER BALL 


Can They Buy It From You? 


THE ORIGINAL STUD FINDER 


THE ROLL OF THE BALL 
FINDS THE ACTUAL 
STUD IN THE WALL 
NOT JUST A NAIL IN THE BASEBOARD 
THE FORD 















































STUD FINDER 
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\\ 
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FORD PRODUCTS 


Dept. HA3, Port Chester, N. Y 


FREE DISPLAY 
MERCHANDISER 


MORE (> ;3-))} 
SALES Cie )) 
PROFITS adjustable LEVER TYPE 


DOOR AOLDERS 
The Only door holder with remov- 
able and replaceable Steel reinforced 


Rubber Shoes 


A Type and Size for Every Door 
Popularly Priced 
OVER A MILLION USERS 


GRAND SPECIALTIES CO., pept 13, Chicago 22, i 


> Gi 7 sy) 3 
BIG PROFITS 


WITH WIL-DU 
HEDGE CLIPPER & 
GRASS TRIMMER 

ATTACHMENT 


































RETAILS 


AT $14.95 


New... test-proved, o ose WIL-DU HEDGE CLIPPER and GRASS TRIMMER ATTACH 
MENT > the feat ers want e y $s! C ( 

io a power a ve . ra] ery r Qe . 
¥ with eed e hond ope 0 tw G “ 

ade ‘ ; 4 ; ; ; 


WRITE FOR ADDITIONAL INFORMATION AND QUANTITY DISCOUNTS 


WIL-DU PRODUCTS COMPANY 


537 NORTH BRADDOCK AVENUE, PITTSBURGH 21, PA. 











nw HAM-BAR 


@ 3-In-l Hammer, Claw and Bar 

® High Carbon Steel 

. Popular Do-It-Yourself Tool 

FREE Attractive counter display 
carton free with each dozen' 
Helps sell. Order today, 
$10.00 per dozen list. 








<> 


HAM-BAR DIVISION 
4203 Union Bivd. St. Lowis 15, Mo. 





201 





New “Do-It-Yourself” Lub-a-Kit Fi sriryec. sinks. tons of COPPER POTS = 
TILE FLOORS - AUTO BUMPERS - METALS stain 


NATIONALLY ADVERTISED 
In leading consumer publications with 89,000 000 
CIRCULATION covering 45,000 cities, towns and villages. 






Triples Home Lubricant Sales! 


































































Three famous Lub-a-Graph oLiFe oSAT. EVE. POST *GOOD HOUSEKEEPING © LADIES HOME JL 
lubricants in handy a ee eTHIS WEEK AMERICAN WEEKLY COUNTRY GENTLEMAN © BETTER HOMES GRONS 
: ( -: ren aaa * FAMILY CIRCLE © PARENTS MAGAZINE + FARM JOURNAL * FAMILY WEEKLY * 
naruherdudannian /, fs eecatelins o GRIT ¢McCALL'S MAGAZINE © AMERICAN HOME © PROGRESSIVE FARMER ‘) 
makes three outdoor hinges *BETTER LIVING © EVERYWOMAN S * WOMAN'S HOME COMP. © WESTERN FAMILY 
ales in one! were * HOUSEHOLD # SUCCESSFUL FARMING «© AMERICAN FAMILY * CAPPER 'S FARMER 
’ © SUNSET © PATHFINDER * WEEKLY STAR FARMER © CAPPER'S WEEKLY 
* PARADE © CHRISTIAN SC. MON. © WEEKLY NEWSPAPERS © DAILY NEWSPAPERS 

Panef Oil a ae oa er EADY YEAR ‘ROUND REORDER ITEM 

ee eee: é ‘J SEND FOR FREE SAMPLE UD SAMPLES included with merchandise 

speliancs, tock, aE / < | RUSTAIN PRODUCTS P. 0. BOX 502 FAIR LAWN, Ni. I. 

sports equipment : * . 

sewing mochines / > = ) 8. : 

Th 







Original) TOWNSEND 
Wire Stretcher 






















Lub-a-Spray ) . — 

i talg eer SHOW IT.. << Write 
pinger . //j Popular for d — 

, or 
9 . YO Fe. home, garage, on Catalog, 

é a 4 shop, sportsmen, YOU LL SELL IT! Page, 

office. Bargain Every fencing customer, farmer Information 
: . and estate owner should own a wire and 
priced to retail for $1. stretcher to properly instoll and main- Prices 


tain his fences. With the Townsend wire 
stretcher, one man can do the job quicker, easier 
better. Many improved features moke this favorite 
of 40 years even better 


PANEF MANUFACTURING co., iin & Manufactured and Guaranteed by | 
Miiwovkee |. Wisconsin KINZUA, PA. 
SHELDON-WELLS CO Successors to 
© B. W. Townsend 


REPAIRS, RE-STYLES, REINFORCES 
everything of metal, wood, glass 


Order from your jobber todoy' 











FYBRGLAS J seus rast ro Fix TAPLIN 
“DO-IT-YOURSELF” @ RAIN GUTTERS 
Kit | 3 waren vires. EGG BEATERS 
@ FURNITURE 


Efficient operation 
Durable construction 


@ WALLS, FLOORS 
MANY USES moke MANY SALES 





NOW! NO welding—NO leading—NO nails, glue or Smartly styled 
plaster! NEW miracle FYBRGLAS material and . ce 
NEW single metal-bonding resin work fast, easy, Nine models a the 
sure! Stronger than steel. Light weight, smooth as popular price range 


glass, waterproof. Easy to sand and paint. PROFIT 
BIG on sales for home. shop, hobby! 


THE TAPLIN MBG. CO. 


NEW BRITAIN, CONN. 
SCHRAMM FIBERGLASS PRODUCTS, INC. 32 "8" "sé - Since 1897 =a 








STOCK UP NOW —GET SELLING HELPS FREE! 


























S \ wees DOMES or SILENCE “2us" /= & 


b tt +\ RUBBER CUSHIONED REGULAR i — = 





’ ° > , . 
. F = 
: \ Dne set on a card, 12 cards in a Dor One set on a card / f 
| ‘ ’ 7* » = 
¢ . Sires 1 é cards 8 DOK 
f 4 y\ ‘ iene anil 
= , , 5 e ~_ ,, a : 
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as 
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— \ Ask your jobber. [ 


if he is not supplied, write  - 


DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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STANDARDIZE ON “NATIONAL’’ 
...- for the most complete line 


; Wood Screws 
Because National makes the most complete line of fasteners } 


Plow Bolts 


Rivets 


produced by any single manufacturer... you can benefit by Machine Screws 
one-source buying of the highest quality fasteners. With the Nuts 

entire line pac kaged in sturdy boxes with color-coded labels Cap Screws 
for fast identification, you'll keep your stock handling costs Tapping Screws 
to a minimum ... another reason why it pays to standardize 


Pa 
Stove Bolts 


on National. 
Corr ge Bolts 


THE NATIONAL SCREW & MFG. COMPANY Lag Bolts 
Cleveland 4, Ohio Machine Bolts 


otter Pin 
Pacific Coast: National Screw & Mfg. Co. of Cal. . : 
3423 South Garfield Ave. « Los Angeles 22, Cal. 


CNollene : > « Vo 
| Fasteners bf Hodel!l Chains | Chester Hoists 


»? 
/ a ce 
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More homemakers are choosing a modern 
BOSS Kerosene Range. And because they find it 
their secret of success in cooking and baking, 


it's “your doorway to profits”. 


To help you ‘deliver the goods’ through this doorway 
is a powerful new BOSS advertising and sales 
promotion program, including buy-appeal ads in the 
leading consumer magazines in your crea. 
Eye-catching point-of-purchase material and colorful 
new direct-mail literature will ‘spark’’ new sales... 


increase your profits! 


Stock the BOSS line .. . sell the BOSS line . . . your 
customers want it. Be sure of sales . . . positive of 
profits, with BOSS. Write for full details. 


bs i call <a 
> + x“ 
4 a 4 


GE LOLS A RS A Ly 


Seg open rs ora oO AE LOND OI ts nae 


One Complete Line in Kerosene Appliances / 


Bee Ret ee Ne pe 
ihe, he 


THE HUENEFELD CO. 
CINCINNATI 25, OHIO 





